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“GENUINE DETROIT” 
G IMPROVED STANDARD LUBRICATOR G 


Double Connection 


The Double Connection Improved Standard 
Lubricator is used on all kinds of reciprocating 
steam engines, steam pumps, etc., and is a 
lubricator for general service. 


A cored heating passage is cast integral with 
the body and is filled with steam at all times 
the lubricator is in operation, so that the oil 
is maintained at an even temperature and there 
is no fluctuation in the rate of feed. 


Equipped with a new type of non-breakable, 
round handle, handsome in appearance, and with 
a permanent black, hard rubber finish. 


There is a “Genuine Detroit” Lubricator for 
every service. 


Stocked by leading jobbers. 


DETROIT LUBRICATOR (OMPANY. 


DETROIT, MICH. 
NEW YORK CHICAGO 




















This Is of Special Interest to 
Mill Supply Dealers 


Our revised Price List for the Standard Line of Babbitt Metals, effective as of January 
10th, 1925, has been mailed to all Mill Supply Dealers, together with our notice of 
the establishment of 


Warehouse Stocks at 36 Points 


for advantageous distribution throughout the country. The following brands will be 
carried in stock: 


K &) COPALOY &)} 


HIGH GRADE BEARING ME TAL 
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This plan will enable us to make immediate or within 24 hours delivery on orders sent to us 
by telegraph at our expense, or by mail. It is a foregone conclusion that the Mill Supply Deal- 
ers will appreciate and respond to this service. 


Babbitt Metal Department 


Michigan Smelting & Refining Co. 


Detroit, Michigan 
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Unquestionably 1925 is going to be “another RED CAP year.” That 
dominance in the field of industrial brooms and brushes will * 


proved by the profit records of all jobbers handling the RED CAP 
Line. 


From last year and the years before there is coming a steady increase 
in repeat business from customers who have learned that the RED 
CAP Line of industrial brooms and brushes gives better results than 
any other they can buy. From new trade, won by the splendid 
reputation that the RED CAP Line has established will flow a 
steadily increasing stream of money-making business. 


Your share in this profit is awaiting you. It will pay you well to 
concentrate your major efforts during this year on the RED CAP 


Line. Our sales co-operation plan will help you build trade. May 
we send detailed information? 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Indianapolis, Ind. 








Never failing lubrication service is assured 
even under severe conditions 


et 


by using 


“H art’ b 
Force-Feed 
Oil Pumps 


Many records like the 
following prove this: — 
“In use 16 yrs.—no re- 
pairs.” 


These records are made 
certain by doing all al- 
loying of metals, cast- 
ing, machining, testing 
and finishing in our 
own plant. 


Such records have made 
possible our remarkable 





guarantee to replace a 
defective part at any 
time. 


Ball check valves pre- 
vent back pressure so 
no steam or water can 
reach sight feed glass. 


Your costly investment 
in engines and other 
machinery deserves the 
best lubrication which 
is assured by the Hart 
Pump. 


Send for further details 
in Catalog No. 18-5. 


Sherwood Manufacturing Company 


Brass Founders and Finishers 


Sole manufacturers of Sherwood Engineering Specialties 


1713 Elmwood Ave., Buffalo, N. Y. 
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Every month the name ROYERS- 
FORD is put on the desks of 200,- 
000 buyers and prospective buyers 
of transmission machinery. 


Wouldn't you like to tie up with 
Royersford advertising and carry the 
Royersford line? Look at this list of 
publications, with a combined circula- 
tion of 217,280 copies monthly—and 
each paper a leader in its field: 


Machinery, American Machinist, 
Industrial Management, American 
Miller, Cotton Oil Press, Mechanical 
Engineering, Dodge Idea, Belting and 
Transmission, Mill Supplies, Textile 
World and Consolidated Textile Cat- 
alog. 


Then comes MacRae’s Blue Book. 
We list your name as a Royersford 
dealer so that the prospect can know 
immediately who handles the Royers- 
ford line in his locality. We even list 
your telephone number. 


In addition, a constant stream of 
direct-by-mail literature is being sent 
to buyers of transmission equipment 
all over the country. 


And in back of all this, there is 
Royersford Service. It’s fast, and you 
can always depend on delivery dates. 


—So why not be a Royersford dealer? 


ee 





If you would like to, write us. 
might address Martin G. Sperzel. 
Sales Manager. 


You 


He is 


Royersford Foundry & Machine Co. 
43 N. 5th St., Philadelphia 


The ROYERSFORD LINE 
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Clipper Belt Lacer 
within the reach of every buyer 


Clipper Belt Lacer Company 
Grand Rapids, Michigan 


Anyone can lace a belt with the 
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APPRECIATION 





The strongest recommendation is the 
word of the actual user, and it is a 
pleasure to receive such a letter as 
this one from satisfied users of 


“TOLEDO” equipment. 


“TOLEDO” tools operated by the 
“TOLEDO” Power Drive today re- 
present the most advanced method of 
cutting and threading pipe. No other 
equipment can compare with it for 
efficiency, durability and all around 
desirability. 


“TOLEDO 
TOLEDO 
4 MARK OF yw REAL QUALITY 


THE TOLEDO PIPE THREADING 
MACHINE CO. 


Toledo Ohio 


NEW YORK OFFICE, 50 CHURCH ST. 


Canadian Licensee, A. B. Jardine & Co., 


Hespeler, Ont. 


Six million wheels of industry 


HOUSANDS of finished products that you 

use every day are machined into being by 
power transmitted through American Steel 
Split Pulleys. Six million “American” Pulleys at 
home and abroad engage in the constant pro- 
duction of World commodities. 


Continuous leadership for more than a quarter 
century is indicative of the confidence inspired 
by the service record of “American” Pulleys in 
thousands of plants in forty-four countries. 


Every “American” Pulley is fully guaranteed. 


We'll gladly mail you complete information. 
Write for it today. 


The American Pulley Company 


Manufacturers of Steel Split Transmission 
Pulleys, Pressed Steel Shaft Hangers 
and Pressed Steel Shapes 


4200 Wissahickon Avenue Philadelphia 


MERICAN 





RESSED STEEL 
STEEL SPLIT 


HANGERS | PULLEYS 


——ee PATENTED PATENTED 

















PATENTED 


HE same funda- 

mental princi- 
ples of design and 
construction arein 
the “American” 
Hanger made of 
pressed steel, 
strong, graceful 
and in every way 
a worthy compan- 
ion to the “ Ameri- 
can” Pulley, 








_FOR _GREATER POWER _ 
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It pays to handle it.... 


Stewart Brons bearing metal is dis- 
tinctive. It is not to be compared with 
other metals. An alloy of copper and 
lead which may be melted and remelted 
without segregation of the component 
metals, Stewart Brons possesses qualities 
not to be had in combination in any 
other metal. All the capacity for wear 
for which copper is famous is combined 
with the smooth, velvety bearing quality 
of lead. At 600 degrees F. it sweats just 
enough{lead to lubricate itself. It will 
not score shafts and it will not melt up 
to 1700 degrees F. Because it is supplied 
in 13-inch lengths, finished all over, it 


STEWART MANUFACTURING 


saves practically 50 per cent of metal as 
compared with unfinished 12-inch bars 
or bushings. 


Carry Stewart Bronsin stcck. It is easy 
to handle, occupies small space and does 
not depreciate. 13-inch bars and bush- 
ings, finished all over are available in 
259 sizes. We also supply numerous 
unfinished sizes for users who wish to 
do their own machining. Small pigs 
are available for special uses. Rush 
orders can he filled within the -cur of 
their receipt. 7 


CORPORATION 


4504 Fullerton Ave., Chicago 






Direct I 
A. C. Olfs c. W. Root 
7321 Woodward Avenue 57 Erie Street 
Detroit, Michigan Milwaukee, Wis 
E. P. Grismer Ungar & Watson 
1982 E. 66th Street 1366 S ‘igueroa 
Cleveland, Ohio Los Angeles, Cal 


ry 


Representatives 


J. Frank Lanning & Co Frank M. White 


27 irst Avenue Stewart- Warner 
l’ittsburgh, Pa Speedometer Corp. 
L. Nelson 549 W. 52nd St 


820 N. Meridian St New York City 


Indianapolis, Ind 





Brons Bearing Metal 
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Taps and Dies 








Come te Meadguaiters! 


From our stock of twenty 
thousand items, your every 


threading tool requirement can 
be readily filled. 


For nearly a year we have 
been advising large stocks for 
the jobber and retailer. We have 
followed our own advice and to- 
day GYD has in its storerooms 
the largest regular stock of 
screw cutting tools to be found 
anywhere. Every item is in am- 
ple quantities and ready for im- 
mediate shipment. 





Besides the quick service you 
can get from GYD, consider the 
savings in clerical help, postage 
and transportation you can 
make by buying all these items 
in one place at one time. 


It will pay you to “Come to 
Headquarters.” 









‘GREENFIELD ff TAP AND DIE 
CORPORATION_ 


a MASSACHUSETTS 


Gages 
Pipe Tools 
“Little Giant” 
Pipe Wrenches 


Serew Plates 
Twist Drills 
Reamers 
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500,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 











i sured and proper profit to the job- 

| ey) ber through our established resale 

j y| WOOD SPLIT prices, make U. S. Automatic 
Injectors a satisfactory and profit- 

PULLEY able line for any jobber to handle. 

i has, for more than 35 years stood for the 

i highest ideals in pulley design and con- 





struction. For the very heaviest and most . ” e 
grilling duty the standard REEVES never A ] C 
disappoints. It performs with the utmost merican nyector O. 
satisfaction. 

* DETROIT, MICH. 








" The MOTOR 
PULLEY 


2 e e 
with interchangeable cone centers, is of the same For cleaning and polishing 
sturdy, dependable construction as all REEVES 
products and can be carried in stock same as e e 
split pulleys. To fill an order, merely get off there 1S nothing better than 


the shelf a pulley of the desired diameter and 


face and fit into it a cone center with the correct 
bore. No reboring, no delay and no trouble— 


which means a satisfied customer. 


Get dealer’s and jobber’s proposition. 


Fifty-three Years of sin- 
cere effort to furnish 
the highest quality of 


“Tr Seer | material and service to 
i om LHAGYW f the Mill Supply Trade. 








We solicit your inquiries for Cotton Wiping 
Waste, Journal Box Packing, Wiping Rags, 
Cheese Cloth, Prepared Wool and Grease. 








| e The J. Milton Hagy Waste Works 
| REEVES PULLEY CO. tng 

| Columbus, Ind. Philadelphia, U. S. A. 
Reeves-Bond Sales Co., 39 Clinton St., Chicago 
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- Dependability in his power 4 
i~ . . Val 
RY plant equipment is some- | 
| thing your customer must 4 
EA have. Accidents, delays is 
5 and heavy expense for re- g 
i pairs are as certain as day- ie) 
Ei light with cheap, inferior ap- iS 
eI pliances. He takes no K 
Ei chance if you sell is 
EY ie 
Sy 3 
EI THE S| 
Fi 5 
ES rT ’\- Ey. S| 
Ea ei 
: OO : 
: SONS €O. = 
Rd 

5 LINE ig 
Ed | 
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3 for the Woods’ guarantee of su- bal 
BY perior construction, quality of ma- 4 
5 terials and assured satisfaction is S| 
ES back of every piece of Power SI 
5 Transmission Machinery that ‘al 
Sy leaves our factory. 4 
EY i i rel 
ES The Wood's line is complete as ie 
Ei well as efficient. Transmission | 
Bt hemnen OF apparatus for every purpose is 4 
EY included. Strong, durable, units sl 
ES which make up _ transmission nS 
EY equipments of highest type. E 
: : 
RY . ' és bs] 
KA Get a copy of Catalog 55 and bg 
S| SEW vORK.Use know why “Wood's” appli- bg 
KA ances are accepted as standard. 3 
: 5 
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| | TRADE MARK REG. U. S. PAT. OFFICE Small Pulle y S 
{ STEEL BELT LACING i The repeated bending over small pulleys tends 
ye ris, to wear belts out very quickly. 
\-s \ \ 4 —= . nN n \ a" 
: f\ I | [| t | {| { N ( of tol Lol tol | But Ladew Leather Belting is not weakened 
LJ d} egeruen \ I UL | EN ia im by this constant bending. This is due to special 
s _) care and skill in tanning and currying. The ex- 
LAUR PLEEELE BURLAP perience gained by good belt making since 1835. 
IN MTAemOM sei ieee il nie The leather in Ladew belts has most remark- 
\ : ba able pliability and unusual pulley-gripping qual- 
( 4 § Lett ities. Its fibres are thoroughly lubricated. In- 
ternal friction—which destroys belts—is reduced 
a ‘ ; to a minimum. So Ladew belts give long-term, 
HE teeth are clinched side- economical transmission even on extremely dif- 
ways with a hammer binding ficult, small pulley drives. 
and protecting the belt end in a 
grip of steel, equalizing the 
straight line pull. Result: Higher EDW. R. i AD CO., Ine. 
efhiciency. i : \ \ 
FLEXIBLE STEEL LACING CO. BELTING AND OTHER LEATHER PRODUCTS 
: 1633 Lexington St., Chicago, Hlinois ° 
: Since 1835 
i —— Fn 
“ . > ‘on, ass. 
| | “Every For Every — sci 
; i Tooth WS, > : Size ang Kind a Glen Cove, N. Y. 
f | AVi > oa 9? ON Oe 5 ws" f B 1 NEW YORK Peltedciphin “" 
i 1S NAS . o eit CITY Pittsburgh, Pa 
ry ¢ eae ’ 
G P Se” "Rade MARK 
| 
| SAND BLASTING — 
| nen! 
| oney. 
: MAKES PLATING so do it the efficient way free from 
. drill breakage by using 
q > 
= QUICKER and BETTER LEIMAN SENSITIVE 
| : : , Cae ee se 
& +, A CLEAN DRY PROCESS EASILY UNDER- 
<aimecasce™ STOOD BY ANYONE AT A _ GLANCE DRILL PRESS 
E i f The most sensitive drill press made 
Cleans moulding sand from castings and pat- 
terns and produces a mat finish or frosted ens om See 21 - . 
- ° y machine 1s made < 
effect—fine, medium or coarse. 7 ak ha work so that when you 
i No experience necessary. Anyone can get get one you are buying right. 
the best results at the first try. MOTOR DRIVEN 
' : or for belt drive. 
' Used on articles of 
i METAL, GLASS, WOOD, FIBRE, BOTH HAND AND FOOT FEED makes the machine suitable 
RUBBER, CELLULOID, ETC. for any workman. A highly accurate machine with ong Ao 
/ power for drilling in metal, wood, celluloid, or any other 
i = Z - Hardware USED BY materiel. “e 
= ae & ame Pontes, . LEIMAN BROS. 
LEIMAN BROS. Brushes, National Casket Co. A 
Gas Fixtures, Winchester Arms_ GAS COCK TESTER 
_ SAND BLAST Glassware, Franklin Die Cast- LABOR 
: oo o.. Te Process for finding leaks instantly SAVING 
ELIMINATES DANGEROUS ACIDS |] Beo%. Bulbs, Seth Thomas Clock — Statins them unmis OUTFIT 
INEXPENSIVE TO OPERATE Medals, nt Nall takably 
é; Dies and Tools eohah for 
H All the dust is confined inside the toh ee a Westinghouse Lamp WITH or WITH- 
' Jewelry, e 
i cabinet so that the operator works icaen, Spalding pay OUT ELECTRIC GAS 
without discomfort. oe Jars, Sete--Stie MOTOR COCK 
Silverware ¢ 
Caskets. Delavergne Tests MAKERS 
A REAL LABOR SAVER onal ng Mpa Thousands 
If you brush, buff, dip or otherwise Buttons, Corning Glass While 
finish your goods the sand blast does Machinery, — A 
it in short order and without expert a Fuller Brushes Test ——~ = 
labor. Siaertas. ’ Thousands of other Hundred Nag — = _— 
’ 3 eee well known names undreds Rae eee er 
SEND US SMALL SAMPLES AND SEE en ae are ey in the A machine that makes testing a boy's 
WHAT IT DOES Electrical Goods. || sood—try it! Old Way job with the speed of many experts. 
= 
LEIMAN BROS., 60-H Lispenard St., New York 
Makers of Good Machinery for 35 Years 
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The 37th Year for O-B Valves 








Thirty-seven years ago—in 1888—the first 


re be. ae sF valves were manufactured by The Ohio Brass 


Company. In those days just a handful of men, 
housed in one small building, produced all the 


O-B products. 


Today, well over 400,000 square feet of floor 
space and hundreds of men and women are busy 
in meeting the demands for O-B materials. 


And thru the years has come a confidence, 
among Plumbers and Steam Fitters, in O-B 
Valves. 








Are you profiting by this popularity? 


The Ohi 


Mansfield, 


NEW YORK, 50 CHURCH STREET 
PHILADELPHIA 
WM. P. HORN CO, PACIFIC COAST AGENTS 


rass Co. 


Ohio, U.S.A. 


CHICAGO, 343 SO. DEARBORN STREET 
1404 PACKARD BLDG. 


SAN FRANCISCO, PORTLAND, SEATTLE, LOS ANGELES 





















Your Most Skeptical Buyer of Hoists 
Cant Resist This 


The Ball Bearing Detachable Swivel Hook is a mighty big thing 
to the chain hoist operator; it keeps the chain from knotting and 
permits easy adjustment of the swinging load. But there are four 
other features even more important in the Wright Hoist! 


1 Ball Bearing Spindle 3 Steel Safety Straps 
2 New Process Chain 4 Tube Oiling System 
All these Features are Exclusive improvements of the 


WRIGHT 


IMPROVED 
HIGH SPEED 
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THE DONNELLEY 
UNIT SELECTION PLAN 


A Recognition of Your Individuality 


HE new series of supply catalogues that are 
° being built on the Donnelley Unit Selection Plan 
are compiled entirely from the jobber’s standpoint, 
keeping in mind that the jobber should have the 
same freedom in selecting the articles to appear in 
his catalogue as he has when he buys the goods 


THE themselves. 


(HAS.A STRELINGER 1. Everything applying to a given article is shown in 
e 


one compact group—the heading, the illustration, the 
COMPANY description, the dimensions, and the prices. This 

makes it possible for the buyer to consult the cata- 
logue more rapidly and more easily, and _ to 
minimize errors in placing orders. As soon as the 
buyer locates the illustration of an article, he has 
located everything pertaining to it. 








TOOLS 


bo 


The catalogues are compiled in separable, self-con- 


MACHINERY tained, interchangeable units. The jobber does not 


have to select by pages, nor even by columns. He 
SUPPLIES selects by individual units without extra charge. Each 
jobber’s catalogue is, therefore, “built to his meas- 
ure” as regards selection of goods. 


WwW 


The compiling units are of one-sixteenth of a page or 
multiples of that size. This makes it possible to give 


DETROIT, MICHIGAN to each article the space it requires without waste. 


4. The jobber controls not only the sequence of the 
pages, but the grouping of the articles on the pages 
by units, thereby securing a distinctive individuality 
not otherwise possible. He shows only the goods that 
he wishes to show, and he shows them in the arrange- 





One of the recent Catalogues built for Lead- ment he desires. 
ing Jobbers on the Donnelley Unit Selection de — tall n o 
; Pies , 5. The catalogues can be furnished in either 7144x10°% 
Gi 


page size, or in 7°4x10°¢ page size. 


6. A decided reduction is made in the number of pages required to cover a given line of goods as compared with 


other catalogues of the same page size. This is accomplished by the unusually large Donnelley type page size, r 
and the careful, compact style of compilation, and the fact that the jobber “hand picks’? what he considers the i 
good sellers of a line, without having to show the poor sellers, unless he wishes to include them also. This 
reduction in the number of pages in the Donnelley catalogues is a matter of fundamental importance to the job- 
ber from the standpoint of the real cost of his catalogue. | 


Year after year Donnelley’s afford the best there is in supply catalogues: the most extensive experience; 
the only highly specialized organization of practical supply men, compilers, checkers, indexers, and so on, 
in the United States; compiling, printing and binding complete in one organization, with undivided re- 
sponsibility and the highest financial standing; and the LAKESIDE PRESS standard of quality. 


We seek to serve you on this basis. 


IT IS BETTER TO SECURE THE BEST 
CATALOGUE THAN TO WISH YOU HAD : 
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The Main Compiling Room and Office of the Donnelley Jobbers’ Catalogue Department 


This department comprises approximately 130 supply men, 
compilers, correspondents, indexers, and so on. Their entire 
time is given to the compiling of catalogues for jobbers of 
mill, plumbing, and electrical supplies, and automotive acces- 
sories. In this organization more than 1000 editions of cata- 
logues have been compiled for jobbers located from New 
York to Honolulu and from Montreal to Los Angeles. 














—$—<—$—$$—$$—$—$—$—$—$——————————————— | 


TOW 


WHEN REAL SERVICE 
MEANS MONEY TO YOU 


FACILITIES COUNT 


The supply men in the department have had practical experi- 
ence, having been associated with jobbers in Alabama, Cali- 
fornia, Georgia, Indiana, Illinois, Kentucky, Minnesota, 
Missouri, New York, Ohio, Pennsylvania, Tennessee, Texas, 
Virginia and Wisconsin. This organization is an integral 
part of THE LAKESIDE PRESS, which has the largest cata- 
logue prirting and binding facilities in the United States. 




















JOBBERS’ CATALOGUE DEPARTMENT 


R. R. DONNELLEY 


731 PLYMOUTH COURT 


Wee : 


d by R:R-Donnelley & Sons Co. 





— 


@ This building partially 


& SONS COMPANY 


CHICAGO, ILLINOIS 





» . 
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occupied by R-R:Donnelley & Sons Co. 
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Y Machinists’ 7 = 
é Vise = Pe er 3B ed 
3 a ae SS BR “ee cs ' 
re Buy Your Entire 

1 Oo ; \V OU cannot ask for a vise that is not 
| — * found in the Yost complete line. 
| | The 24 different styles of Yost Vises 

a seine cover every purpose for which a vise 


Vise can be used in any trade. 109 sizes 


means that you can have exactly the 
size and style you want—and get Yost 
Quality. 


teil Inet. Yee A Vise for Every Purpose 


There is a Yost Vise for the Machinist, Toolmaker, 
alii Plumber and Pipe Fitter (Hinge or Chain), Coach- 

Wies maker, Woodworker, Metal and Wood Pattern- 
| maker, also for Manual Training, Quick Acting, 
Drill Press, Utility and Garage. From the machin- 
ist who needs a powerful, massive vise with rigid, 
unyielding grip, to the man who wants a vise for 
F emia Mien ak home use, there is a Yost of correct size and style 


8 Sizes 


3” to 7” jaw to suit his needs. 


O°—W ROO RE E 
7 ; Machinists’ 
as i Vise 





Gas Soldering Furnace 
ae ar 











Blacksmiths’ 


Single and 
7 Double Burner 


60 Ibs. to 450 Ibs. 








A eee 





———< 
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4 52 Drill Press Vise 





2 Sizes 


3%” and 5” jaw 


Combination 
Pipe 
Vise 












A Yost Vise is strongest where the strain is great- 
est. Only metal of finest quality, tested constantly, —_ 
is used in Yost Vises. It is carefully distributed to iii Ha ms 
give utmost strength, endurance and efficiency— 
relieve excessive strains—reduce wear to a mini- = 
mum. ——— 


Work held in the stout jaws of a Yost Vise is abso- 
lutely rigid. No slipping — no lost motion — to Holds Pipe 


bother and irritate the operator. The Yost pro- iia 
motes speed and accuracy. 


—_ 


¥ ist AZ 


Yost backs up witha ““Make Good” guarantee if any 
vise goes wrong. A Yost Vise must make good or 
Yost does. Years of service in the hands of the 
most critical judges — skilled mechanics — have 


ziven Yost Vises a reputation equalled by no other 
| line. 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 


Manual Training Vise 





Coachmakers’ 


Vise 





’ jaws k 
7”and 10” jaw f 1 Size 5 
Jaws 8” by 16 














When writing to Advertisers please mention Mitt Suppties. 














May We Call 
Your Attention to 


A Truly 
Remarkable Value 








Emery Wheel Stands 


A Remarkable Value, because— 


Bond Quality, which has never deviated from the high- 
est in more than a quarter-century of production, 
is here offered in these Emery Wheel Stands at a very 
low price. 


“Bond Quality” is not an empty phrase. Prove it for 
yourself; write for details of materials, dimensions and 
prices, and compare with those of any other grinding 
wheel stand. And remember these facts: 


All Castings are of semi-steel. 


Spindles are considerably oversize and are ground for 
the bearing surfaces. Do you find this on other 
makes? Both bearings are ring oiling and absolutely 
dust proof. Wheel guards easily detached, and ad- 
justable in any direction. Tool rests may be adjusted 
in any direction and set at any angle. 

Right and left hand spindle butts are of hardened and 
finished steel. 


One wrench (furnished) fits all set screws. 
Thoroughly tested before leaving factory. 
Emery Wheel Head may be purchased without Stand 


for use as a bench grinder. 


Manufactured by the makers of Bond Power Trans- 
mitting Specialties, Bond Split Roller Bearings and 
Bond Truck Casters. 


Bond Foundry and Machine Co. 


Manheim, Lancaster Co., Penna. 


For nearest distributor see McRae’s Blue Book 
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SQvi ns 7ime 
Saves Money 


It would do you good to happen into a 
plant where everything stood still while 
a belt was being repaired with our 
Fasteners. It would require a split-sec- 
ond watch to keep an accurate record of 


the time spent in making the belt service- 
able again. 





TRADE MARK 


BRISTOL’S 


REG. U.S. PAT OFFICE 


Patent Steel Belt Lacing 


This device is the greatest time and 
money saver in the plant. Any man 
who can handle a hammer can repair a 
broken belt so quickly that the loss of 
time in shut-down is negligible. 


Every dealer should be prepared to sell 
this service to his customers. Ask for 


Catalog No. 717-H. 
THE BRISTOL COMPANY 


Waterbury, Connecticut 


Branch Offices: Boston New York 
Detroit Chicago St. Louis 





Pittsburgh 
San Francisco 
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“Quality does count” 


Not all buyers are “price” buyers. 


While it is true that some buyers 
are still tempted by the salesman 
who offers them belting at a 
“price”, more and more attention 
is being paid now-a-days to qual- 
ity; for it is the quality of a belt— 
the stuff that goes into the belt and 
the way it is made — that de- 
termines its service -rendering 
capacities, while it is upon the ser- 
vice-rendering capacities of the 
belt that the buyer bases his pur- 
chase. 


For this reason, modern belt buy- 
ers are placing their business 
with those mill supply houses who 





handle recognized quality lines. 
The name “Schieren” stamped 
on the belting you sell justifies the 
buyer in placing his business with 
you because he knows that in buy- 
ing Schieren belts he can expect 
what his eyes cannot see—real 
VALUE. 


Main Office and Factory 
42 Ferry St., New York 


Tanneries: 
Bristol, Tenn. 


Distributing Branches and Dealers in All Leading Cities 
Throughout the World 


DUXBAK 
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Wood’s 
“MOLY-D” 


Handle 


Ring prevents grip from turning. 
Steel caps reinforce prongs—no rivets. 
Prongs extra thick. Wide grip. Grip 
cannot check or split. Grain of whole 
handle against the strain, not with it. 
Fewer broken handles. 


The 


The most SA \ i Se 
progressive 


of all Wood’s 


shovel improvements 


IRST, Wood gave the world the Mo-/ys-den-um Steel 
Shovel—harder, tougher, lighter than any shovel made. 
In thousands of tests, Wood’s Mo-/yb-den-um Steel Shovels ; The 





conclusively proved that they outwear other shovels two to : i second great 
six times. \ improvement 


"4 The Step 











Next Wood put a Step on the shovels—acclaimed the 
greatest shovel improvement in years. Already preferred by 
the men because of its lightness, Wood’s Mo-/yb-den-um Steel 
Shovel with the Step became even more their favorite. The 
Step aided them in their work, and eliminated that soreness 
often caused in wet weather by pushing the foot on a sharp 
edge. Also, it saves shoes and stiffens the blades, insuring 
longer life to the front strap welds. 

Now Wood has put a new handle on that shovel that is 
absolutely without an equal. Any man who handles a shovel 
knows that the minute he wraps his fingers around “‘ Moly-D.” 
A big grip that takes all his fingers easily—a smooth grip that 
can’t check or split—a firm grip that can’t twist or turn no 
matter what happens. Extra thick, strong prongs, with no 
rivets to weaken them. Everything a man could want, and 


has never had before. Thotine acct 


Mo-/yb-den-um Steel—the Step—the “Moly-D” handle. i improvement 
For the men—better work, easier work. For the buyer— Fa j<— Mo-lyb-den-um 
phenomenal wear, contented workmen, shovel economy. Let Steel 
us give you immediate information on the application of 
Wood’s Shovels to all your needs. Write to-day to 


THE WOOD SHOVEL & TOOL COMPANY 
Piqua, Ohio, U. S. A. 


Wood's Mo-lyb-den-um, 


ewe SCRE LER TEMAS 8 
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Are you getting your share of the Faultless 
Truck Caster business? Pressed from special 
heavy gauge steel, generously proportioned 
to give great strength, wheeled in either cast 
iron, felt or rubber—Faultless Truck Casters 
are a source of satisfaction to your customers, 
and profit to you. Your jobber has prices. 


A card brings you —"' TRUCK CASTERS!” 


FAULTLESS CASTER COMPANY 
EVANSVILLE INDIANA 


“NOE 


FAU A EL. “CASTERS 


Makers of Quality Casters for a Third of a Century 































































































“We have been replacing our present casters with your Fault- 
less Truck Casters, and they are continuing to give satisfactory 
service. These casters are a life-saver to us for you will realize 
that in building our trucks we must have casters that give 
service without having to do a lot of replacing——” 


Are you constantly “replacing” your truck casters, holding up 
your production program, and running up your costs? 


A card will bring you a copy gratis of “Truck Casters’’—it’s an 
engineering treatise on industrial casters! 


FAULTLESS CASTER COMPANY 
EVANSVILLE INDIANA 


“ 


s 


FAULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 





Ba ise SONA Aa RS IA Noite Fea wee al 


Made in 
STEEL, BRASS 
BRONZE, ALUMINUM 
COPPER, MONEL METAL 
ETC., ETC. 


In Standard Sizes, from V4 in. to 3 in. 


FOR 


Pump Valves Check Valves 
Pneumatic Valves Cylinder Cocks 
Relief Valves Bearings 

Ball Joints Casters 

Vent Valves Ornamental Pur- 
etc. poses, etc. 


if ad . . . . . 
The Holbol manufacturing process is an automatic inspection 
against defective metal balls 


Wherever balls are used—Holbols excel 


Holbols Cost No More Than Any Other High Grade, Accurate Ball 


HOLLOW BALL COMPANY 
1 eT 
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Study these four pins care- 
fully. The three at the top 
are regular rawhide pins. 
The one at the bottom is a 
Detroit Bakelite Pin which 
was used in a test and wore 
out these three rawhide pins 
until they would no longer 
hold the joint while the 
Bakelite Pin scarcely shows 
wear. Write for a free sam- 
ple and try it yourself. 
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They cut Telt- 































Lacing Cost ut Fro 


Waterproof, oilproof, acid proof—give 3 to 7 times more 
service than rawhide pins. 


After years of experimentation Detroit Belt Lacer Engi- 
neers found that BAKELITE as processed for these pins 
has the wear resisting qualities together with the rigidity 
that not only outwears many rawhide pins but gives a 
better service and cuts belt lacing costs in two. Detroit 
Bakelite Pins are flexible enough to take the crown of any 
pulley yet rigid enough to distribute the load on the hooks ¥ 
perfectly. 


You will never know what a saving these little pins will 
bring until you try them. Write for a free sample and 
full particulars. 


DETROIT BELT LACER CO. 


Makers of Wire Hooks-Belt Lacing 
and Closing Machines 


DETROIT, MICH., U. S. A. 
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DETROIT 
Wire Hook Staggered 
Grip 


BELT LACING 


Saves time, labor, belts, 
power, money and 
annoyance 
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Metal Mining 
i f Utah Consolidated 
- International Utah 
cial selts 14 and lf 
. The Conveyor belt 
> ply ‘‘Indestructible.’’ 
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On the Hardest Drives—Everywhere 
Under the Most Severe Conditions 


The Dependable Belt that 
Delivers More Power 
At Less Cost— 


reducing production outlays by cutting out 
power transmission LOSS in belt breakdowns, 
plant shutdowns, delivery delays—setbacks 
under which NO plant can operate at top 
speed and profits. 


Ask Us Today for copy of “Belt Engineering” 
—a practical book that’s sure to help you 
solve your belt drive problems. 
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Rice Mill 
These 12 e hullers in the plant of Natoma 
Rice Milling Co., San Francisco, are driven 
by Test Special Rubber Belting, width of 
belt, 7 inches, 5 ply Horsepower 10. 
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9 Test Special works right because it is MADE 

right at every essential step—from the finest 

j grade duck woven expressly for belting use, 

exceptional for its strength and pliability, to 

d the rubber “friction” which unites the plies 
Ie 






































with bull dog tenacity and retains its strength 
after years of the hardest service. 


Result: The highest quality transmission belt 

- ever built that stands up under severe condi- 
tions of high speed over small pulleys, inter- 

mittent loads, idler pulleys, all with the 

minimum amount of supervision of the drives. 


Air Compressors 


Eight Air Compressor Drives. South 
western Shipbuilding Co., East San 
Pedro, Cal Test Special Belting 


nches wide, 6 ply Horse- 
on 








Absolutely unmatched for FLEXIBILITY, 
LACK OF EXCESS STRETCH, FIRM 
PULLEY GRIP, WATERPROOF 
at QUALITIES 





A BELT THAT’S EARNED ITS NAME FOR 


out Strength 





Service — Economy 
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NEW YORK BELTING & PACKING CO. 

— New York Boston Chicago : 

ing ey Z - 7 ? " ee Air Compressor 
Philadelphia Pittsburgh St. Louis San Francisco Sigh ok Sosa a Vacs whaclilion 

you omp Springfield, ermont 





est pecial Belt, 12 inches wide, 
6 ply. Belt speed 3120 F.I’.M. 
Horsepower 50. 
































Lumber Mill 


Main drive. E. W. Bond Lumber 
Co., Lake Helen, Fla. Test Special 
Belt, 20 inches wide, 7 ply. Horse- 
power 180, 


Paper Mill 


Test Special Belts driving beaters in mill of 
Richardson Paper Company, Lockland, Ohio 
Belts are 17 inches wide, 6 ply and each belt 
transmits 150 horsepower at a speed of 1492 
FLPLM. 
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GEO. RAHMANN & CO. 


31 Spruce St. New York. NY. 


383 W. Fayette St. 


—_ She Trade Mark, . 


we Comber 


Waterproof Leather 








Why Edgemont Clutches 


are Popular Sellers— 


—Because, they are well designed and 
carefully manufactured. No _ clutch 
leaves our factory without having been 
actually put to work under heavy load. 
We guarantee it to transmit full power 
and operate satisfactorily. 


Because, they are constantly adver- 
tised in machinery and machinists’ pub- 
lications, and because they have been 
adopted as standard equipment on a 
large number of leading makes of ma- 
chine tools. They have a well estab- 
lished reputation. 





LIGHT DUTY 


The Edgemont Machine Co. 


Dayton, Ohio 








of Supremacy 





Belting 





355 Market St. Newark, N.J. 
Syracuse , N.Y. 








‘6 N’ 
the 30% stronger hollow screw 


30% extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
ented process which increases the density of the 
steel] around the socket-hole, and heat-treated scien- 
tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from % to 
1%4” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 
Wrenches—Allen process. 


The Allen booklet, with its charts of sizes and 
prices, will make itself useful to every mill sup- 
ply dealer who sends for it. 


The Allen Mig. Co. 


143 Sheldon St. Hartford, Conn. 
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In Your Daily Life—Why Not 
€ in Your Oun Business? 
Mor’ Skayef Ball Bearing Hangers 


Pillow Blocks 






and 
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Here Are the Silent Workers That Will 
Get Dollars and Cents For You 


ILENT, only in that they are inanimate objects but—the thousands of these mailing 
pieces sent out by dealers of Skayef Self-Aligning Ball Bearing Hangers to prospects 


have “talked” volumes of convincing facts that “clinched” real orders. 


Imprinted with 


your name and address they will go out after that business you have been wishing for 


and bring 


home the bacon. 


More than 2,000,000 Skayef Self-Aligning Ball Bearing Hangers are now in use through- 





SKAYEF HANGERS 
Have delivered satisfactory service 
throughout the world during the 
past 17 years. Their dependability 
und greater efficiency have long 
since been definitely established. 





out the world. During the past seventeen years they have 
delivered the fullest measure of satisfactory service in hun- 
dreds of plants,saved power, lubricant and maintenance costs. 

A product of impeachable, world-wide reputation for per- 
formance, backed up by an unparalleled campaign, plus un- 
biased surveys for your prospects, prepared exclusively for 
us by the engineers of A. C. Nielsen Co., of Chicago, giving 
certified figures of savings realized in actual installations— 








= 
1316-A = Self-Aligning 


these are the factors which will mean real dollars and cents 
to you. Our attractive agency proposition will show you 
how to get your share of this business. A request for de- 
tails obligates you in no way. 


The SKAYEF BALL BEARING COMPANY, 165 Broadway, New York 


BALL BEARING 













SKAYEF REEPLACE BOXES 


Developed to meet conditions 
where it may be impractical to re- 
move present hanger frames. Fit 
regular hanger frames of corres- 
ponding shaft size. Are securely 
clamped to shaft. Take care of 
shaft contraction and expansion. 
Require no adjustment. 


L ‘ eos q 
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KILL QUPPLIES 

















CRESCENT 


BELT FASTENERS 
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= Caldwell Helicoid Conveyor 


The Perfect Spiral or Screw Conveyor 


HE Caldwell original “Heli- 

coid” or Continuous Flight 
screw conveyor is rolled from a 
single strip of metal. The flight, 
even before the pipe is inserted, is 
very strong and resists to the full 
strength of the metal the lateral 
pressure due to pushing forward 
the material. 





The absence of rivets and laps means: 
noninterference with the normal flow of 
materials, added strength, ease in clean- 
ing, and long life. All conveyor fittings 
and accessories are of high grade mate- 
rials and workmanship. Special type 
flights, such as ribbon conveyors, paddle 
mixers and others are a part of the regular 
Caldwell screw conveyor line. Address 


nearest Caldwell or Link-Belt offices. 
Send for Catalogue MS-45 


Discharge Box End for Steel 
Conveyor Box Countershaft Box End for, 
Wooden Box 





Caldwell Products 
Power Transmission Machinery—Bearings, Shaft- 
ing, Pulleys, Machine Molded Gears, Cut Gears, Rope 
Drives, Chains and Wheels. 
Elevating and Conveying Machinery—Belt Convey- 
ors, Chain Conveyors, Elevator Buckets, Boots & 
Casings, etc. 

Catalog sent on request. 





Cast Iron Stub Discharge Spout 
with Slide Gate 





Floor Type Worm Gear 
Housing 











Cc 





H. W. CALDWELL & SON CO. 
LINK-BELT COMPANY, OWNER 

New York: 2676 Woolworth Bldg. Chicago: 1700 S. Western Ave. 
Link-Belt Company Offices in Principal Cities 





Dallas, Texas: 810 Main St. 





CALDWELL. 
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The Lemley Friction Clutch 


—all parts readily accessible 


No special tools or ability are re- 
quired to assemble, disassemble, 
or adjust. All parts and assemblies 
are made according to simple, well 
known mechanical principles. 


Adjustment of pressure on the 
friction surfaces is accomplished 
simply by turning one ring nut, 
which automatically adjusts all tog- 
gles equally. This feature insures 
uniform pressure throughout. 


W. A. Jones Foundry & Machine Company 


Mill supply dealers who stock and 
sell the Lemly Friction Clutch do 
well by themselves and their cus- 
tomers. 


This is a characteristic of the Jones 
line of Power Transmitting Ma- 
chinery. Ask for the details of our 
profitable and constructively help- 
ful dealer proposition. The Jones 
policy will help you to greater suc- 
cess. Investigate today. 


Main Office and Works: 4411 West Roosevelt Road, Chicago 


Branch Sales and Engineering Offices: 


New York 


Milwaukee 
425 E. Water St. 


Pittsburgh 


Church and Murray Sts. Union Trust Bldg. 





Cleveland Buffalo 
226 Superior Ave. N.W. 45 Pearl St. 
Detroit 
137 E. Woodbridge St. 


Jones 


ing Machinery 
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RUBBER BELTS 
lr 









Facts in proof of Diamond Service.. 
Every installation on this page has been the 
result of proven performance. 

There is a Diamond Belt, sturdy and de- 
pendable, to fit your every Transmission, 
Elevator or Conveyor requirement. 

Specify Diamond and you specify the Belt 


that has proven itself in the cold, hard facts 
of Excess Service. 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 
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' SAWS—SAW TOOLS—MACHINE KNIVES—METAL CUTTING MACHINES—HACK SAW BLADES— 
8 
' FRAMES—GRINDING WHEELS—CANTOL BELT WAX—UPSET SWAGES AND SAWMILL SUPPLIES 
? . - x 
i E.C.ATRINS & CO. INIANAPOUS, ID, 
| 
[ Atkins Upset Swages for Solid and Inserted 
t Tooth Saws 
' - 
g <a ai a 
7 aes ; 
i Kwik-Kut Metal Cutting Hack Saw Machines, 
i belt or motor driven; capacity up to 8 by 8 in. 
i More economical than Circular Metal Cutting 
| Metal Band Saw Machine for cutting all kinds of - Saws 
' metal; can be driven by belt or motor; capacity AKA MocBreckalte Stack Saw Biladew ‘or 
any size up to 12 in. by 14 in. hand frames; can be twisted and abused but = 
it will not break in work. Send for sample. vA. 3 was 
A of 
: 
! 
~ Pe 
| 





rted Tooth Circular Saws h ; - : : = . 5 = : : 
Inserted Tooth Circular Saw: » Teeth & Holders; Band Saws, Narrow and Wide, made from Solid Tooth Circular Saws for saw and planing 
for light, medium and heavy mills. “Silver Steel” in widths of % in. to 18 in. mills, woodworking and furniture factories. 





Send us your inquiries for Saws of all kinds, Saw Tools and Saw 
Mill Supplies. Manufacturers of Acrolite and Ferrolite Grind- 
ing Wheels for Saws, Knives, Tools, Iron, Brass, Copper and 
other metals. Distributors of Cantol Belt Wax in paste, bar. 
stick and liquid form. 














Acrolite Wheels for Saws, Write nearest point below for complete catalog No. 19 Ferrolite Wheels for Iron, 
nives and Tools. Brass, Copper, etc. 
/ "WAX YOUR OELTS™ <= Wax FOUR BELTS” /) = — — 7 
= | poe 
} nee “ 
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~ Stops Belts from Slipping AAA Hack Saw Frames Machine Knives for Every Purpose 
Write for free sample Template paper for the asking 


‘‘A Perfect Saw For Every Purpose’’ 


E. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 
Home Office and Factory Indianapolis, Indiana 
Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 


Branches Carrying Complete Stocks in the Following Cities 





Atlanta Memphis _ New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver, B. C. 
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How and Why 


NATIONAL Butt-weld PIPE 
is made free fFromWeldingScale 


HE welding-scale or mili-scale, which forms on skelp in the welding furnace, is re- 

moved from “NATIONAL” Butt-weld Pipe (sizes '4 to 3- inch) by a process that 
is entirely mechanical. While still hot from welding, ‘he pipe is reduced slightly in 
diameter by passing through the rolls shown in Fig. 1, which loosen the scale some- 
what. It is allowed to cool slightly, and then passed through another set of rolls shown 
in Fig. 2 (diagrams exaggerate reduction). These last rolls further reduce the diam- 
eter and in doing so, the scale, which has become brittle while cooling, is fully loosened 
and falls from the pipe walls. The last pair of rolls gives the pipe its proper diameter 
and true circular shape. After further cooling, the loose scale is blown out by com- 
pressed air or washed out with water. 


By removing the welding scale, a clean, smooth surface is obtained for galvan- 
izing or other coatings; friction losses caused by rough interior surfaces are 
reduced, and increased working capacity of the pipe is obtained; clogging of 
pipe, valves, restricted orifices and delicate apparatus by loose scale is prac- 
tically eliminated, and any tendency to corrosion or pitting is minimized. For 
details of this process and its advantages, write for a copy of “NATIONAL” 
Bulletin No. 7. 


NATIONAL TUBE COMPANY 
Frick Building, Pittsburgh, Pa. 








Showing approximate amount oF 
scale removed from a 2O-foot 
length of Finch pipe. 


NATIONAL: IPE 


IS MADE BY THE WELDING-SCALE FREE PROCESS 
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THE COLUMBUS ANVIL & FORGING CO. 
Main Office and Plant 115-129 Frankfort Street 
Columbus, Ohio, U. S. A. 


MANUFACTURERS OF 


The Famous “Arm & Hammer” Wrought Iron Anvils—General Forgings 








ISN’T IT A BEAUTY? 


Prompt Shipments Made From Stock 











You Can Always Recommend 


frewnele Valves 


TO DO THE WORK 
REQUIRED OF THEM 


BRONZE STEEL 
WHITE STAR GATE RISING STEM 
VALVE GATE VALVE 


: Monel Metal working 
Steam working pressure up gaits, 400 the. wicking 


to 200 pounds. Powellium steam pressure. 750° F. 
Nickel Disc. Sizes 14 to 3”. | Total Temperature. 





Your customers will appreciate your 
having POWELL VALVES on hand 


THE WM. POWELL CO. 
i Dependable Engineering Appliances 


Cincinnati, Ohio 





Fig. 3416 
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“the journal of quality ”’ 


AN INDEPENDENT MONTHLY JOURNAL DEVOTED TO THE 
JOBBERS AND MANUFACTURERS OF MILL, 


INTERESTS OF THE 


STEAM, MINE AND MACHINERY SUPPLIES 








FOUNDED IN 





i910 BY. ELMER CRAWFORD 




















Vol. XV 


CHICAGO, FEBRUARY, 1925 


No. 2 








THE CRAWFORD PUBLISHING CO. 
537 South Dearborn Street 
CHICAGO 


Member Audit Bureau of Circulations, Associated Business Papers, Inc., 
National Conference of Business Paper Editors, Chicago Business Papers 


Association 
B. H. CRAWFORD-McNASH, CLAY C. COOPER, 
President and Treasurer Vice-President and General-Manager. 
CARL W. MILLER, Secretary 
CLAY C. COOPER, Editor JOHN A. CRONIN, Assistant Editor 
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Advertising—Advertising forms containing two-color advertisements close 
on the 20th of each month preceding date of publicat Single- 
color forms close on the 22d. If mailed after the 18th, copy, cuts and 
plates should carry first class postage and special delivery stamp 
to insure delivery. 

Subscription Rates—United States, $1 





a year; to all other countries, $1.50 

a year. 
Discontinuances—Before expiration of subscription, notice is sent to the 
subscriber. The majority of our subscribers prefer to have their 
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early renewal of subscriptions. 


Entered as second-class matter, August $d, 1917, at the 


post office at 
Chicago, Illinois, under Act of March 8, 1879. 
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SUPPORT ATLANTA CONVENTION 
A prominent 


mill supply manufacturer sought 
advice 


recently as to what he should do about this 
year’s mill supply conventions. Like many other 
manufacturers he was sorry to learn that there 
would be no triple gathering this year and, feeling 
that he must decide as to whether or not he should 
attend one or the other of the conventions, he put 
the proposition up to MILL SUPPLIES. 

The advice given to this distributor was that by 
all means, regardless of what his decision may be 
about any other convention, he should give his 
hearty support to the joint convention of the Ameri- 
can Supply and Machinery Manufacturers’ Associa- 
tion and the Southern Supply and Machinery 
Dealers’ Association in Atlanta. 

In the first place, the manufacturers’ association 
has decided to play to the fullest extent with the 
Southern association this year, believing that the 
southerners are justly entitled to this consideration 
and that a manufacturer should not be called upon 
to entail the expense of attending two separate con- 
ventions of dealers. 

Then, too, the Southern association members de- 
serve credit for being good sports. They have 
traveled to northern cities during the past two years 


for triple conventions, 
again next year; 
Atlanta this year. 
Furthermore, the Atlanta convention will give 
manufacturers an opportunity to secure a more in- 
timate acquaintance with the growing importance 
of the South as a consumer of industrial supplies. 
These reasons, aside from the fact that Atlanta 
has a reputation for being a live convention city and 
a very hospitable host, impelled MILL SUPPLIES to 
advise the manufacturer in question to jot down 
Atlanta and May 5, 6 and 7 on his engagement book. 


and offered to come north 
providing the northerners came to 





SINGLE STANDARD IS BEST 

Wouldn’t it be as beneficial to manufacturers as to 
distributors if they would come to a decision on the 
ethics of a double standard in their selling policies? 

Either the mill supply house is or is not needed by 
the manufacturer. If it is, then it should have his 
wholehearted support. There are evils existing in 
the distributing side of the business, but many of 
these could be corrected if manufacturers would lend 
their assistance to this end. 

For fourteen years MILL SUPPLIES has contended 
that the best medium the American manufacturer of 
industrial supplies has for distributing his products 
is the mill supply house, and the increasing import- 
ance of the latter in the general scheme of distribu- 
tion would seem to indicate that the theory has 
proved worthy of the support accorded it. 

We just as consistently hold to the theory that the 
recognized mill supply houses are equipped to give 
proper and adequate representation, which makes it 
unnecessary for a manufacturer to adopt a double 
standard for selling his products. 

The comments of one prominent Ohio distributor, 
which appear elsewhere in this issue, furnish any 
manufacturer of mill supplies a fair example of what 
distributors are thinking about these days. You can 
travel the length and breadth of this country and 
talk with mill supply house executives and you will 
hear the same story of double standards. 

In a recent bulletin of one of the distributors’ 
associations it was suggested to members that they 
consider eliminating those lines which are being 
handled at a positive loss. Those lines in which the 
distributor is permitted to secure only the crumbs, 
while the manufacturer elbows him out of the way 
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for the big slice, appear to fall into this category as 
positive losses, because the time spent in trying to 
push such lines might be put to far better advantage 
in other directions. 

There is bound to be a showdown sooner or later, 
and it would appear as though the distributors will 
have the whip hand because it hardly seems probable 
that the mill supply houses of the United States, 
with a total invested capital of nearly a billion dol- 
lars, will close up shop and turn to other fields. 

It would appear more likely that those manufac- 
turers who have played the game one hundred per 
cent with the distributors will be away ahead of 
their competitors, and that the latter will be fighting 
limply to regain their standing with the supply 
houses. 

When manufacturers realize that their own best 
interests lie in complete co-operation, it will not be 
long before those purchasing agents who are now 
used as an excuse by some manufacturers for using 
a double standard in their selling activities will join 
the larger class of purchasers who know that the 
most reliable source of supplies is the mill supply 
house. 

An editorial in a paper devoted to the interests of 
better selling ideas recently asserted that a quick 
turnover principle in manufacturing has been highly 
developed by the automotive industry, and that it is 
bound to spread to other industries in time. With 
the widespread adoption of such a principle, the in- 
dustries of the United States will depend to an even 
greater extent than at present on the mill supply 
houses. 

It is to the interest of American industry as a 
whole to develop its logical sources of supplies, and 
while it will probably be necessary for the distribu- 
tors to take a firm stand against some manufacturers 
who now persist in selling both to distributors and 
direct, in the end the majority of the manufacturers 
will look upon the single standard as the one and 
only safe and sane policy to adopt. 

It should be remembered, of course, that manu- 
facturers who may not yet have developed jobber 
connections in certain territories, but who do co- 
operate fully with their jobbers where they have 
made such connections, do not fall in the double 
standard category. 





MORE SENSIBLE VIEWS 

There are always some individuals who are ready 
to be apprehensive about future business prospects, 
and in recent months we have noted in the daily 
press and elsewhere numerous references to predic- 
tions that the saturation point in automobile con- 
sumption had been reached, that the country has now 
caught up with the building requirements, that there 
is great likelihood of sharp competition from 
Europe and that American industry cannot continue 
long to enjoy prosperity. 

A year ago a prominent mill supply executive, 
whose business depends to a large extent on the 
automotive industry, declined to make any predic- 
tion about the business outlook for the succeeding 
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twelve months because a noted statistical expert had 
been in his city a few weeks before and had con- 
vinced an audience of business men that the automo- 
bile industry had reached the end of its rapid ad- 
vance. Yet, in spite of this expert advice, the con- 
sumption of automobiles for 1924 continued high, 
and only a few weeks ago no less an authority than 
Col. Leonard P. Ayres of Cleveland predicted that 
automobile production for 1925 will be approxi- 
mately 3,600,000 cars. 

There is no indication that the American people 
are becoming impoverished and that their purchas- 
ing power will not permit them to continue to in- 
dulge in the pleasure of buying automobiles or other 
such products which were once looked upon as lux- 
uries, but are now more in the nature of necessities 
of the modern standard of living. The hundred 
largest banks in the United States showed an in- 
crease in aggregate deposits of nearly $2,500,000,000 
in the past year, and on December 31, 1924, these 
banks reported total deposits of $15,149,380,913. The 
latter sum is said to represent but one-third of the 
total bank deposits of the entire country. 

As for the predictions of the pessimists on the 
building situation, suffice it to say that a survey 
made by an authoritative source indicates that this 
year’s building program will probably be equal to 
that of last year, which was approximately five 
billion dollars. 

The National City Bank of New York, in its 
January letter, attacks these pessimists in the follow- 
ing statement, which should be studied by all mill 
supply men because it represents the conservative 
estimate of one of the most influential banking 
institutions of this country: 

“The apprehensions of those who incline to pes- 
simism do not impress us under existing conditions. 
It is said, for one thing, that the profits of industry 
are unduly small. It is true that profits have been 
low in the past year, but profits fluctuate with the 
state of trade. Profits arise from the relations 
between demand and supply and the difference in 
costs between competitors. When trade slackens 
profits tend to disappear for the marginal producers, 
competition narrowing down to those operating on 
lower cost levels; on the other hand, when trade 
expands and the production of the high-cost concerns 
is required, prices rise to a level at which they can 
operate and the profits of others increase. The fact 
that profits are small is no sign that they are not 
going to be larger. 

“It is said that the present prosperity in agricul- 
ture is due to exceptional conditions and that next 
year agriculture may be back in the slough of 
despond. Possibly, but the two greatest periods of 
prosperity this country ever has known, beginning 
in 1879 and 1898, were inaugurated with similar 
conditions in agriculture, to wit: large crops at home 
and short crops abroad. 

“It is said that we are likely to have sharp com- 
petition from Europe, underselling us in many 
markets, possibly including our own. We have 
pointed out that increased production in Europe will 
mean increased buying power, and that in our opin- 














EP 


er eT TTF 











n wom 


Vs CD mee 


_- 


le 











CORT RE HEY TIE 


pee 





new emeree mater _! 


ion this country will gain more than it will lose by’ 


that change. If our producers of foodstuffs and raw 
materials are benefited by better conditions in 
Europe the reaction upon other lines of home in- 
dustry will more than offset the competition these 
lines will feel from Europe. It should not be for- 
gotten that we had the competition of Europe before 
the war, including Germany in the full tide of her 
industrial power. Even the Germans and the Bel- 
gians cannot work any more than all the time, and 
in fact are working less hours per day. now than 
before the war. It must not be thought that foreign 
industries have unlimited powers of production.” 

Continuing further in its summary of favorable 
conditions, this bank authority says: 

“As for the danger of getting all the work done 
up, so that there will be no more to do, the Delaware 
& Hudson Company last month entertained a dis- 
tinguished company of guests to show a newly- 
completed locomotive, said to possess about double 
the efficiency of any locomotive previously built. If 
this is true, it would appear that the buying of that 


class of railroad equipment is about to begin all over 
again, and something like that is occurring all the 


time all over the industrial field. The improvements 
in industry are constantly making it over, and never 
so rapidly as now. As for houses, a little falling off 
in the demand for new ones might lower costs, with 
benefits so important as to fully compensate for a 
temporary slackening of activity in that quarter. 
The automobile industry has passed a great many 
maginary saturation points, and even if a real one 

; been reached ‘we are not prepare 1d to believe that 
ominous of industrial depression. There aie 
not a few people who think it would have been better 


i 
1 
n 


this is 


for other industries if the saturation point for auto- 
mobiles had been reached lower down, but that is an 
abstract question which we have never thought it 
worth while to discuss.” 





HELP IMPROVE CONDITIONS 
The mill supply business is different from most 


other lines of merchandising in that consumption is 
limited largely to the actual needs of the consui 

In the clothing business, for instance, a merchant by 
lowering the prices of the goods in stock may actu- 


ally induce people to purchase suits and overcoats 
beyond their actual needs. A department store by 
advertising a cut-rate special can dispose of a job lot 
ina hurry. A shoe retailer can quicken demand for 
his goods by the aid of an attractive price. 

In the mill supply field, however, it is an entirely 
different proposition. An industrial buyer does not 
rush into the nearest mill supply house with an order 
for a pulley, a belt, or a pump governor merely be. 
cause the house in question advertises a cut rate on 
the particular item so ordered. First of all there 
must be an actual need for the item in that buyer’s 
factory. Price reductions in the mill supply field do 
not increase the total volume of supplies which the 
industries of this country can consume. 

This is worthy of consideration by mill supply dis- 
tributors at the present time. In the present scheme 
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of distribution from industry to industry the mill 
supply house is an economic necessity. It is in 
existence primarily to reduce the cost of inter- 
industry selling. It is essential that the strongest 
possible supply houses be maintained throughout the 
country so that complete stocks and adequate service 
at all times may be ready to answer the hurry calls 
of the industrial establishments. 

The competitive conditions which have existed 
during the past year and a half in the mill supply 
field are not conducive to good business. Unless dis- 
tributors can make a sufficient profit to cover their 
overhead and make a fair profit on their invested 
capital they cannot long continue to render to 
American industry the service which is their real 
reason for being in the mill supply business. 

W. M. Pattison, president of The W. M. Pattison 
Supply Company, Cleveland, who is a keen student 
of the economics of distribution, asserts that “if dis- 
tributors would feel content to secure a normal vol- 
ume of business at a fair percentage of profit, the 
conditions may easily be improved.” It will be well 
for the mill supply distributors of this country to 
listen to Mr. Pattison’s advice. 





GET AFTER DELINQUENTS NOW 

A member of the staff of the bureau of foreign 

commerce of the United States Department of Com- 
merce points out that in the collection of overdue 
accounts the psychology of the debtor plays an im- 
portant part, particularly in foreign accounts. He 
ays that the usual stereotyped demands upon the 
sophisticated foreign customer of the “slow pay” 
variety produce little effect. However, the early part 
of a new calendar year finds trade more than ordi- 
narily stimulated and responsive. “It is then,” says 
the commerce expert, “a good time for the creditor 
to approach his delinquent debtors abroad in a spirit 
of helpfulness and encouragement. A letter skillfully 
composed and ringing true, opening up a prospect of 
prosperity, may lead the debtor to make a special 
effort to remove, little by little, the handicap of 
unliquidated indebtedness.” 

Here is a good collection idea for the mill supply 
field. The coming months promise to be prosperous 
and during such periods some creditors are 
inclined to neglect to put pressure on their delin- 
quent debtors. As a matter of fact that is the best 
time for making a strong plea to the “slow pay” class 
to clean up their accounts, because in such periods of 
prosperity it is but natural that even those in that 
class have greater ability to pay than is usually 
the case. 

Why not have the credit departments start a drive 
at this time to “clean up the ledger?” Don’t wait 
until you are pressed for money and then appeal to 
your debtors on the basis of your own needs. It is 
only likely that at that time they, too, will be in dire 
distress. The time to get the money is when the 
money’s there to get. Think this over in the light 
of your own business experience. Isn’t it easier for 
you to pay your bills when business is good and 
you have money coming in? 
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MARCO 
BELTING 


Marco Belting has made conspicu- 
ous service records on a variety of 
“freak” drives, consisting of seried 
pulleys, tighteners, quarter turns, 
and wet, steamy atmosphere. 


But the abiding good worth of 
Marco Belting is demonstrated by 
the honest, economical, day to day 
work which it regularly performs, 
the nation over, in 


Cement mills 

Stone crushing plants 
Saw mills 

Meat packing plants 
Paper mills 

Lime plants 

Steel mills 


and other mills and factories 


The general use of Marco Belting 
last year surpassed all previous 
footage records,—which shows 
that users respond to the better 
service performance which Marco 
Belting insures. 





WE BACK THE DISTRIBUTOR 





The Mechanical Bubber Co. 


CLEVELAND, OHIO 


Sales Offices: 


4614 Prospect Ave. 
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| It Is Time for Jobbers to Take Some Action 


Those Manufacturers Who Use the Mill Supply House Only for 
Smaller Accounts and Then Sell Direct Need Early Attention 


C. E. DAVIS 
General Manager, The Ross-Willoughby Company, Columbus, Ohio 





I have just read with interest the December number 
of MILL SUPPLIES, and about the first article that came 
to my attention was that on page 34 under the heading, 
“Time For a Decision Fight.” 

This note of warning comes at an opportune time, and 
should be given the attention and backing of everyone 
engaged in the distribution of mill, plumbing and 
kindred supplies. The tendency has been prevalent for 
years, each time business becomes somewhat stagnant, 
for certain manufacturers to seek business direct, utterly 
ignoring the jobber from whom they also seek business, 
but it seems to me that during the past year this practice 
has been followed by more manufacturers than ever 
before, and some of them, too, who you would ordinarily 
believe would never do so. , 

I have always maintained that it is well within the 
discretion of any manufacturer to market his goods in 
whatever manner he elects, but I have also as steadfastly 
affirmed that he has no reason or license to seek the busi- 
ness of the jobber, and then go out into the community 
after business direct, regardless of whether he happens 
to have a representative in that particular locality or 
not. In other words, he should get his business one 
hundred per cent through the jobbing channels or direct, 
but never endeavor to market his line in both of the ways 
mentioned. ; 

Many of these manufacturers put out a lot of “bunk” 
about not having a representative, or “proper and ade- 
quate representation,” which makes it necessary to seek 
some business direct, and in some cases we have heard 
them make the assertion that the jobber is not fitted to 
handle certain volume business, and that the larger buy- 
ers will not do business through the jobbing channel. 

The crux of the whole matter is that some manufac- 
turers are so hoggish that they want all of it, and while 
they recognize the jobber as a very useful unit in dis- 
tributing supplies throughout the territory to the multi- 
tude of small buyers, many located in inaccessible places, 
too remote for the manufacturer to attempt to cover 
on the margin of profit which this manufacturer is gra- 
cious enough to extend the jobber, they make it impos- 
sible for the jobber to handle the larger accounts, and 
they will tell you that to get this business they are 
obliged to quote the same price they do to the jobbing 
trade. In fact, I have known of instances where they 
have quoted even a lower price. When confronted with 
the facts and pressed for a reason for so doing, they 
invariably advise that other manufacturers were after 
the business direct and in order to get it themselves, they 
were obliged to make lower prices. This is no justifica- 
tion for such practice. 

If the jobbers would team together and refuse to 
purchase from any manufacturers who sold direct, it 
would force them to take some action among themselves, 
and I feel absolutely certain that they would all soon 
agree to cease the practice altogether. If the manufac- 
turers would adopt a policy of selling only through the 


regular distributive channels, these larger companies, 
who are now buying direct under the threat of discon- 
tinuance of patronage, could do nothing else but pur: 
chase of the jobber. 

The whole subject and the excuses advanced are so 
preposterous from the viewpoint of the jobber who is 
honestly trying to render efficient and adequate service, 
that it makes one sick in the stomach. So I agree with 
you that it is time for a “knock-down and drag-out fight.” 

Yet, I cannot wholly blame such manufacturers as 
long as they can get away with it, even though it is 
poor business from my viewpoint. The jobber and his 
trade organizations are entirely to blame for the growth 
of this evil, and unless they awaken to the true situation 
immediately, they won’t have much for which to fight. 

These matters have been touched upon at the trade 
conventions, times too numerous to mention. They have 
been discussed and “cussed,” committees galore have 
been appointed to study and report, and nothing tangi- 
ble has ever come from it. The fear seems to be prev- 
alent, at least in the minds of the officers of our associa- 
tions, that the association and all its members would be 
quickly indicted or hauled before some governmental 
trade commission or court for violation of the so-called 
“Sherman Anti-Trust” or some other act. The writer 
knows for a fact that many of the manufacturers with 
whom all of us do business, through some manner or 
means, get together and when a change in price comes 
about, they are all on a par. Their discount sheets may 
not reflect the same identical figures, but when the net 
is arrived at, it is found that they are all a unit, whether 
they employ a single discount or a chain figure to get 
there. Nothing much is thought or said of this practice, 
and if they can get away with it, I cannot well under- 
stand why the jobbers, through their associations and 
trade channels, cannot also discuss such matters, and at 
least arrive at some uniform conclusion of what is neces- 
sary to carry on a living, a needful and at least halfway 
profitable business. 

If the jobbers throughout the land could only be made 
to see the wisdom of concerted action along legitimate 
lines, we could soon eliminate the pirates in the manu- 
facturing line who seek to sell us and at the same time 
the consumer also. The writer for one would be willing 
to enter into a solemn pledge that no matter who the 
manufacturer might be, or how valuable the line, should 
it be found, after fair and impartial investigation, that 
he has been guilty of soliciting and taking business direct, 
whether in the writer’s territory or some adjacent field 
covered by the activity of another jobber, I would dis- 
continue his line no matter what its loss might mean, 
for I feel that ultimately I would gain, and at the same 
time every other jobber would do likewise. About one 
or two examples of this kind and the manufacturers who 
have been selling direct, or thinking of doing so, would 
sit up and take notice, and it would not be long until 
this practice would be a thing of the past. 









































eee ateness = 


ae 


se 





=: 


y 


yi 
: 


Sse 
Oe 


BE 








= 


Dae 
oe 


aoe 
> 















OUR salesmen are continually calling on 
the trade and have entree to a great num- 
ber of industrial companies. Everyone of 

your customers use oil and grease in some form 
or other. Why not sell these people their oil 
and grease requirements along with their other 


purchases and thereby add another source of 
revenue to your company? 


A year ago, the Waverly Oil Works Company 
inaugurated a plan to merchandise their prod- 
ucts through the Mill Supply Houses of the 
country. The plan was successful from the 
start, and now many Houses are selling a 
goodly portion of the oil and grease that is used 
in their territories. 


The plan has passed through its swaddling stages. 
It has proven practical and successful, and we 
are now offering it broadcast to reputable Sup- 
ply Houses that lie within an economical ship- 
ping radius. This radius includes all states east 
of the Rocky Mountains. 


The plan includes an_ extensive advertising 








campaign to your customers through business 
papers and Direct by Mail; folders, envelope 
stuffers, and booklets in generous quantities for 
you to send to your trade. We will have a prac- 
tical oil man and salesman instruct your sales 
staff and work with them in the field. Live in- 
quiries are sent from time to time. 


The quality of Waverly Products is well known. 
Our oils are refined from only Pennsylvania 
Grade Paraffin Base Crude Petroleum and have 
been advertised extensively for years. Our 
greases are compounded by expert chemists 
and have been awarded the preference in com- 
petitive tests all over the country. 


You can’t go wrong by selling Waverly Prod- 
ucts and you can increase the effectiveness of 
your sales force by adding another product, a 
product that is in general demand, to your 
present lines. Exclusive territories can be ar- 
ranged where circumstances warrant, although 
as a general practice we do not think such a 
thing advisable either from your standpoint or 
ours. 


Complete details of this proposition, with samples of advertising 
and dealer helps, will be sent to any responsible party on request. 
We suggest that you at least look into this plan. 


Waverly Oil Works Company 


5408-54TH STREET 


PITTSBURGH, PA. 


Established 45 years. 


100% PURE 
PENNSYLVANIA 
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Member of Pennsylvania Grade Crude Oil Assn. 







~ Guaranteed 
100% PURE 
PENNSYLVANIA 
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Extend Unusual Greetings to Fellow Jobber 


Four San Antonio Mill Supply Houses Co-operated in Advertising 








Opening of New Business Home of the Heusinger Hardware Company 


How many cities can boast of jobbers who not only wel- 
come an additional competitor in their midst, but actually 
join in using a paid advertisement to extend their greet- 
ings to this newcomer? San Antonio, Texas, recently 
furnished a shining example of this new spirit of friend- 
liness in business, when fourteen wholesalers, including 
four mill supply houses, paid for a five-column space in 
the “San Antonio Express” to congratulate the Heu- 
singer Hardware Company on the acquisition of its new 
building and on its entry into the activities of the whole- 
sale field. The mill supply houses represented in this 
group were the Alamo Iron Works, the Krueger Ma- 
chinery Company, the Peden Iron & Steel Company and 
the San Antonio Machine & Supply Company. Here is 
the greeting which they broadcasted: 

“The manufacturers and jobbers of San Antonio ex- 
tend their heartiest congratulations to the Heusinger 
Hardware Co., on the acquisition of their spacious new 
building—their new business home—and on the expan- 
sion of their business into the activities of the wholesale 
field. 

“We anticipate for their career as exclusive wholesal- 
ers the wholesome success that has so signally marked 
their former activities. The wholesale and jobbing lines 
of San Antonio welcome such new friends. 

“We appreciate fully—many of us through long ac- 
quaintance—the value of the Heusinger Hardware Co. 
to the business interests of San Antonio. A long, un- 
broken record of integrity and service dating back as far 
as 1877—three generations—has distinguished their 
progress; and it is with the greatest pleasure and satis- 
faction that we welcome into our ranks a concern with 
so staunch a background—and so splendid a future.” 

The Heusinger Hardware Company was established 
in 1877 when San Antonio was a pioneer cow town. On 
January 1st, the company opened for business in a hand- 
some new home at 605-7 South Flores street, and began 
a new policy, that of conducting a strictly wholesale busi- 
ness, specializing in blacksmith equipment, tools and sup- 
plies and iron and steel. Heretofore, the company had 
conducted a retail and wholesale establishment. 

The business was established by the late Adolph Heu- 
singer when San Antonio had a population of 4,000. To- 
day it has a population of 201,724. Edward W. Heu- 
singer, who is now president and treasurer of the com- 
pany, is the son of the founder, and his son, Edward F. 
G. Heusinger, is vice-president and sales manager. 

The new building on South Flores street is a two-story 
and basement structure of face brick, tile and rein- 
forced concrete, with a frontage of 52 feet on Flores 
street and a depth of 135 feet. It is connected in the 
rear with the tracks cf the Missouri, Kansas & Texas 
railroad. From basement to roof the new building is 
ideally constructed for a wholesale establishment. 

An entire ten-page section of the newspaper was de- 
voted to the story of the new store. In the same issue 
there appear some facts about the industrial expansion 
of San Antonio, which should prove interesting to those 
manufacturers who sell their products in the Southwest. 
Over 50 new factories were established in the city during 
the year 1924, the San Antonio Manufacturers’ Associa- 
tion being authority for this statement. Most of these 








factories have started operations on a small scale, and 


many of them are manufacturing products not previously 
made in the city. Here are some more facts showing 
the development of industries: 

“It is estimated that there are approximately 360 fac- 
tories operating in San Antonio at the close of 1924, 
with 15,600 employes, manufacturing products valued at 
$68,000,000 annually. In 1890 San Antonio possessed 
130 manufacturing establishments with 1501 employes, 
with an annual value of products amounting to $3,558,- 
235. From 1890 to 1900 the number of industries de- 
creased to 124, but the number of employes had increased 
to 2,947, and the annual value of products to almost $6,- 
000,000, the major portion of which was malt beverages. 

“The period from 1900 to 1909 saw an increase of 118 
per cent in the annual value of products, the figure being 
$12,870,000. In 1914 there were 225 factories here em- 
ploying over 5,000 persons who made products exceeding 
$18,000,000. In the five-year period from 1914 to 1919 
there was another large increase. The gain was 87 per 
cent, products valued at $34,740,000 with 8,000 employes 
and 277 factories. The largest increase of all occurred 
during the four-year period ending with 1924.” 


HUNDRED MILLION INDUSTRY 


Manufacturers of Hand Tools Produced Nearly 75 Per Cent 
More in 1923 Than They Did in 1921 


The manufacturers of hand tools, other than edge 
tools, files and saws, in 1923 reported products valued at 
$123,160,303, according to the census bureau statistics. 
This represents an increase of 74.6 per cent as compared 
with 1921, the last preceding census year. Of the total, 
manufacturers of shovels, spades, scoops and hoes pro- 
duced $15,841,086; carpenters’ tools represented $8,300,- 
879; machinists’ tools $43,655,553; and all other classes 
of tools, including tools for bakers, canners, confec- 
tioners, coopers, glass workers, iron workers, jewelers, 
lumbermen, street pavers, stone and marble workers and 
plumbers, $55,362,785. 

In 1921 there were produced outside of the hand tool 
industry proper tools valued at $6,193,527, the products 
of establishments which were engaged primarily in other 
industries, but which manufactured hand tools to some 
extent. The figures on this class of production for 1923 
have not yet been made public. 

There were 700 factories engaged in the industry in 
1923, with New York taking the lead among the states 
with 109. Massachusetts was second with 82, Ohio third 
with 77, Pennsylvania fourth with 75, Illinois fifth with 
73, Michigan sixth with 55, Connecticut seventh with 47 
and New Jersey eighth with 46. The remaining estab- 
lishments were scattered through 22 other states. There 
were 14 less manufacturers in this industry in 1923 than 
two years previously. 

In the two years period between the 1921 and 1923 
census reports, 181 hand tool manufacturers were lost 





_ to this industry and 167 new ones entered the field. Of 


the former class, 66 had gone out of business prior to 
1923, 15 had idle factories during the entire year, 81 
had been engaged primarily in the manufacture of tools 
in 1921, but reported other commodities as their principal 
products for 1923, and 19 reported products valued at 
less than $5,000. 











Dodge 

Ball and Socket 
Hanger with 
Dodge-Timken 
F} Roller Hanger 
"| Bearing 











Are you prepared 
to supply your trade? 


Industrial executives all over the 
country who are interested in power 
economy, are learning of the advan- 
tages of the Dodge-Timken Roller 
Hanger Bearing through the Dodge 
advertising and sales promotion pro- 
gram. Orders will come to your 
store—can you fill them? 



































Dodge 

Pressed Steel 
Hanger with 
Dodge-Timken 
Roller Hanger 


Bearing 








The Responsibility * 
of Two Leaders 


The combined prestige and responsibility of the Dodge 
and Timken organizations, plus the performance of one 
hundred million Timken Bearings over the past twenty- 
five years, is back of this bearing. 

Have you read “The Facts Book?” Write for one now 


DODGE MANUFACTURING CORPORATION 
General Offices: Mishawaka,Ind. Works: Mishawaka, Ind., and Oneida, N.Y. 


Branches: New York Philadelphia Pittsburgh Boston Cincinnati Newark Chicago 
Adanta Minneapolis St. Louis Housten Seattle Portland San Francisco 
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More Progre s Need Not Wait 
aa For Better Tools 
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HE CLE-FORGE HIGH SPEED DRILL of today 
brings to manufacturers a reserve of drilling ability 
that opens new fields for development and manufacture. 
Surpassing the crude drilling tools of old in the same 
ratio of performance that today’s Mogul of the rails out- 
does the little teapot of a century ago, you still know 
but part of the CLE-FORGE story until you have put 
CLE-FORGE to work in your own shop. There you 
will find the ability to drill at the rate of 116 inches per 
minute through cast iron and 50 inches per minute 
| through machinery steel holds possibilities for the re- 
| duction of your costs and the improvement of your 
| product that may well put you in the van of your field. 
CLE-FORGE DRILLS are carried in stock by the 
“Cleveland” distributor in your city. 


Remember, it’s the drill that “tells its own story.’’ 
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Manufacturers, also, of 





TWIST DRILL 
COMPANY 
CLEVELAND 
NEW YORK: CHICAGO: LONDON 


Carbon and High Speed Drills for every purpose; ‘‘Mezzo’’ Super-Carbon 
Drills; Hand, Jobbers’ and Shell Reamers; ‘‘Peerless’’ High Speed Ream- 















ers; “‘Paradox” 


Adjustable Reamers; 
Reamers for Turret Lathes; Counterbores; Countersinks; Sockets; End 
Mills; and the “‘Ezy-Out’’ Screw Extractor. 





*“Quick-Set’’ Reamers; Chucking 
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The Advertising Plan and the Dealer’s Interest 
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Coordinated Efforts Are Necessary in Sales Promotion Work If the 
Best Results Are to Be Obtained, and the Task Is a Definite One 


W. W. FRENCH 
Advertising Manager, Dodge Manufacturing Corporation, Mishawaka, Ind. 


Personal sales work never can be replaced entirely 
by printed appeals to buy. Even the most enthusiastic 
advocate of the printed word as a selling force can 
hardly expect that. Advertising can be developed and its 
usefulness extended as advertis- 
ing men obtain a better under- 


charge of a manager who knows the line, and who knows 

the business of merchandising. It is the business of this 

department to prepare the plans for publicity and 

co-ordinate them with the sales policy and activities of 
the. company. 

The sales promotion depart- 


standing of conditions affecting This is the second article in Mr. ment has many important du- 


the sale, but in the last analysis 
we will probably always find that 
the printed form of presentation 
is generally successful because 
it gets closer and closer to the 
personal selling methods. 
There are many reasons for 
printed selling plans. There 
must be a reason, perhaps sev- 


Advertising, 


eral reasons, for any successful in their territories. 
in the series will be published in the are 
March issue, and will describe “A Prac- to the sales department, and 
tical Sales Promotion Program for the 
The remaining articles in the 
series will discuss the following subjects: 
the establishment of a feeling 4. The Local Newspaper’s Value to the 


advertising program. It may be 
the quick establishment of a 
position of leadership in the 
field, the rapid and _ universal 
introduction of a new product, 


Dealer.” 


of security in the buyer’s mind Dealer. 


because of the responsibility 5. Using Direct Mail to Build Up the Deal- 


’ > . 
ers Busine ss. 


conveyed by the copy, or any one 


of several other equally import- | 6. Establishing a Distinct Personality for 


ant reasons Your Business. 
c as De 


However, the main idea is to 
sell goods directly or indirectly. 
Direct selling refers more par- 
ticularly to mail order houses, 
and we only intend to touch on 
the side of advertising that 
affects the man charged with the 
physical merchandising of the product—the dealer. 

A national plan of advertising helps the dealer if it 
is successful in reaching its objective, because it intro- 
duces the goods he has to sell, establishes confidence as 
to quality and the desire to purchase that leads the 
consumer to his store to conclude the sale and obtain 
possession. 

Regardless of what our personal opinion as to the 
value of advertising might be, we can all recall the 
names of many manufacturers which have by consistent 
and effective publicity been established as almost generic 
terms for mechanics’ tools and many other products. 

Every dealer knows that many of the products he 
sells are specified by name, whether sold over the 
counter or shipped on purchase requisition. Perhaps 
he very seldom thinks of the coordinated sales and 
advertising effort that lessens his sales resistance and 
puts particular lines in the quick turnover class. 

The manufacturer advertises to establish a place of 
leadership over competition. He uses publicity as well 
as personal salesmanship to make the franchise of his 
local dealer of greatest profit. It is good business, 
because as the dealer sells more he buys more. 

We find in practically every big manufacturing busi- 
ness a well organized sales promotion department in 


Used. 


ment. 


7. The Catalogue and How it Should be 


8. The Dealer’s House 
9. The Mechanical Side of Advertising. 
10. The Dealer's Sales 


French’s series on “Mill Supply House ties. It places space in the pub- 
which began in the Janu- 
ary issue of MILL SUPPLIES. 
quent articles the author will describe buy. 
plans for local campaigns which may be copy for’ these 
employed by distributors with good re- 
sults, and will give actual examples of 
advertising campaigns by which distrib- 
utors can establish distinctive positions 


lications best adapted to reach 
the man who is most likely to 
It prepares and furnishes 
publications. 
Direct mail literature, cata- 
logues, booklets and stuffers are 
prepared here and sent to care- 
fully compiled mailing lists on 
regular schedules. Inquiries 
received and passed on 


In subse- 


The third article 


through them to the dealer who 
covers the territory. All me- 
chanical operations involved in 
the functioning of the sales pro- 
motion department are subordi- 
nate to the knowledge of prod- 
ucts, markets and merchandising 
that prompts the preparation of 
every selling help. ‘ 

In a national plan it is neces- 
sary to cover a lot of ground and 
many specific conditions. 3e- 
-ause of this fact, there can be 
no successful plan of sales pro- 
motion that does not in some way 
recognize local conditions. Of 
course a plan cannot be prepared individually for 
everyone of thousands of dealers, but it can be so 
flexible that the dealer with the help of the sales pro- 
motion department can formulate a plan that will most 
successfully meet the particular conditions which con- 
front him in his city. 

There are many parts to a thoroughly prepared plan 
of sales promotion. Good advertising makes use of 
every opening and every opportunity, just as a good 
salesman builds his presentation around his project. 
Hitting the potential buyer hard and often is as neces- 
sary in advertising as it is in selling. It is just as 
necessary for advertising to be friendly, logical and 
convincing as it is for the salesman to recognize these 
factors in his verbal presentation. 

Perhaps the first link in every plan is the publication 
schedule. Because we are limiting our discussion to mill 
supply and machinery dealers, naturally we will consider 
publications for advertising those products which are 
sold by these dealers. 

There are three specific classes of publications— 
general, class, and industrial, or trade papers. The 
general publication reaches the masses without distinc- 
tion between occupation or position. In this category are 
such publications as the daily newspapers and the 


Organ. 


Promotion Depart- 


























































WILLIAM 
“WRENCHES 


ILLIAMS’ Superior Drop-Forged 
f . Wrenches are unequalled where exacting 
service and dependable strength mean speed 
and efficiency. 


There is as much difference in wrenches as 
in men:—power and worthiness in both are the 
fruit of careful, systematic development. 


That's why the growth for nearly half a 
century of Williams’ Line stands for excellence 
in design and quality—that’s why ‘‘Superior,”’ 
as applied to Williams’ Drop-Forged Wrenches, 
means dependable service always. 


Every one of the 40 patterns in about 1000 
sizes, with openings from 3/16 to 7/8”— 
standard in design and size for every recognized 
trade need—carries Williams’ guarantee. 





Specify “‘Williams’ Wrenches,” and_ get 
Superior quality. Ask for Wrench Book. 





J. H. WILLIAMS & CO. 
“The Wrench People’’ 
New York BUFFALO Chicago 
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Saturday Evening Post. The class publication reaches 
distinct classes. In this group fall such publication as 
the American Architect, Power Boating and the Purchas- 
ing Agent. The industrial or trade paper group includes 
such publications as the Iron Age, Iron Trade Review, 
MILL SUPPLIES, Power Plant Engineering and Motor Age. 

Selection of publications depends entirely upon the 
job to be done. If a product is for general use, naturally 
a general publication offers the largest audience, and 
should dominate the program. If the product is one 
having a distinctly class appeal, a class publication 
should be used. On the other hand, if the markets 
sought lie within certain specific industries or trades, 
or if the product to be advertised is one whose appeal 
is directed to the executive and administrative depart- 
ments of industrial or commercial organizations, then 
certainly the industrial or trade publications reaching 
the particular groups for which the message is intended 
are the proper ones to use. There are products which 
have an appeal both to the masses and to specific groups, 
and for such it is desirable to use the general and trade, 
or even the general, class and trade papers in com- 
bination. 

General publications are also used to build prestige, 
which of course is simply public opinion. The effect of 
mass recognition of quality and responsibility upon 
class and individual action is universally recognized. We 
must realize that many organizations making products 
that are not in the every day market owe their success 
to the demand made by buyers of products in which 
their particular device is used, as for instance a par- 
ticular type of bearing in a motor car. The bearings 
are not sold to individuals, but motor cars are, and the 
appeal of the manufacturer to the ultimate consumer, 
if successful, exerts a tremendous influence on the manu- 
facturer to equip his cars with the popular bearing. 

The mill supply and machinery dealer, of course, does 
not as a rule advertise in either general, class or indus- 
trial papers. The manufacturer he represents uses them 
because it would be manifestly impossible for him to 
cover every local territory with local media. The dealer 
should, however, know how these publications affect his 
local market, and his efforts locally should tie up with 
the national program carried out by the manufacturer. 

The advertising, or sales promotion department, as 
we prefer to call it, studies media carefully. Contracts 
are not signed willy nilly after listening to high powered 
solicitation, but the experienced buyer of publication 
space demands proof, makes surveys on his own account, 
and decides only after it has been proved that the 
paper offered covers a logical market; that it carries 
an editorial appeal that will interest the man whom it 
is supposed to reach, and that it is read by that man. 

The mill supply dealer through his salesmen can, if 
he will, offer valuable and welcome assistance to the 
manufacturer’s sales promotion department in the selec- 
tion of media. Because this form of publicity is in- 
tended to help the dealer, and should help him, it should 
interest him to determine through his intimate contact 
with the buyer in his office, what paper is most effective 
and what paper is regularly read. The sales promotion 
manager will welcome this information, and the publi- 
‘ation that is doing its job right will find no objection. 

Getting down to cases, the dealer must recognize the 
impossibility of listing in a trade paper or any other 
kind of publication, every local dealer’s name. There- 
fore all that is said in a manufacturer’s advertisement 
will be directed to creating interest, confidence and desire 
to possess on the part of the consumer, and he will then 
be directed to his local dealer. 


Naturally the manufacturer leaves the closing of the 
sale to the dealer, as the former is unable to do more 
than work the prospect up to the point where he makes 
up his mind to find the dealer. Assuming that this job 
is well done, and the buyer is in a receptive mood, he 
naturally wants to know next “who is this dealer?” That 
is the dealer’s job. If the manufacturer advertises con- 
sistently, if his goods stand up successfully and have a 
good reputation, and if the dealer co-ordinates his sales 
and advertising efforts properly, the prospect will not 
be allowed to remain in doubt very long. 

Perhaps while the salesman is waiting, the buyer may 
be reading a letter from the manufacturer or an adver- 
tisement in a publication. Perhaps the buyer has had 
a letter from the dealer that morning announcing that 
he has in stock the goods about which the advertisement 
tells. The salesman therefore finds his job a very 
definite one. If the buyer has an objection, he states 
it, and the salesman gets right down to the business of 
removing a specific objection. He is relieved of the 
preliminaries, and gets right down to brass tacks. The 
buyer is sold on the quality of the product, the responsi- 
bility behind it and the service he can expect because of 
the fact that it is stocked locally. The salesman may 
have to talk the application to the prospect’s particular 
needs, and prove savings or other advantages, but a lot 
of ground has been covered that he finds unnecessary to 
go over again. 

There has been a lot said about the responsibility of 
the manufacturer with regard to local advertising. The 
principal reason why the manufacturer cannot advertise 
locally at his expense is that it is a gigantic task with 
which very few manufacturers can cope from a financial 
standpoint. With a thousand dealers, it would be neces- 
sary to have a thousand local publications, and this 
translated into dollars would make a staggering total. 
Aside from this, however, there is another angle. 

After the product has been sold by the manufacturer 
to the consumer through his advertising, an advertise- 
ment in a local newspaper over the signature of the 
dealer and following the style used by the dealer, which 
is familiar to his local trade as distinctively his own, 
means endorsement of the product by a responsibility 
with which the buyer is in most cases intimately 
familiar. In other words, the dealer by his individual 
advertising establishes a name and reputation in his 
local community as headquarters for quality products 
in the manner best fitted to the conditions of the ter- 
ritory he covers. 

Very few dealers would stock tools and supplies on a 
strictly price basis. Practically all dealers talk loudest 
about the leading lines, which are generally those of 
established national reputation. Backing up the stock 
of recognized quality with courteous service, fair deal- 
ing and quick delivery, the dealer establishes locally the 
same reputation and prestige he demands from the 
manufacturer who sells him the stock. 

Summed up briefly, the manufacturer and dealer have 
jobs to do that can best be done on the co-operative basis. 
If the manufacturer uses publications, direct-by-mail 
and other advertising to create demand, the dealer can 
and should use all of these mediums locally with the 
addition of window displays and other forms of place 
of sale advertising. 

The responsibility for building a business that will be 
a force locally cannot be delegated to others. The manu- 


facturer cannot tell the dealer’s story, and the dealer 
should not be expected to carry the manufacturer’s 
While it is a matter of opinion entirely, the 


burden. 























DROP FORGED STEEL 
VALVES & FITTINGS 


The Vogt Drop Forged Steel Valves and 


Fittings here illustrated, show some of the 
types manufactured and stocked in large 





quantities. 


They are the accepted standard 
for high pressure and tempera- 
ture service with oil, gas, am- 
monia, air, water and steam. 


They hdve never failed. 
WRITE FOR BULLETIN F-5 


Henry Vogt Machine Co. 


Incorporated 
Louisville, Kentucky 


BRANCH OFFICES : 
NEW YORK, CHICAGO, PHILADELPHIA, DALLAS 





MANUFACTURERS OF 
DROP FORGED STEEL VALVES AND FITTINGS: WATER TUBE AND HORIZONTAL 
TUBULAR BOILERS; OIL REFINERY EQUIPMENT: REFRIGERATING MACHINERY 
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writer believes that dealer advertising should not be con- 
fined to any one product in any one advertisement. 
There should be a plan of action, an objective, in the 
dealer’s case, just as there should be one in the manu- 
facturer’s case. The dealer is seeking to establish his 
place of business as the headquarters for quality 
products and desirable service. He should carry this 
thought throughout his advertising. There should be 
a house story, coupled with a product story. This pro- 
gram if consistently followed will preduce exactly the 
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same local results as a national campaign. 


It has been necessary to treat of many phases of 
advertising and sales promotion in these two preliminary 
articles, so that the specific suggestions which will follow 
will be recognized as grounded on well defined and pre- 
tested principles. In succeeding articles we will take 
up local campaigns, giving actual examples to show 
exactly how a dealer can establish a distinctive position 
in his territory by means of cc-ordina‘cd advcr'ising and 
sales effort. 





Third Annual Convention 


Flexible Steel Lacing Company’s Salesmen in Enthusiastic Gathering 


The Flexible Steel Lacing Company, Chicago, held its 
third annual arte convention in that city on Tuesday, 
Wednesday and Thursday, January 6, 7 and &, and for 
the second year the salesmen’s wives were invited to the 
gathering. There has been no change in salesmen during 
the past year, and consequently the convention sessio: 
were devoted largely to advanced aspects of market ng 
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purity and hardness of the steel used in the company’s 
belt lacing. The recent revision of the line of lamp 
guards received the enthusiastic approval of the sales- 
men as did the price reductions announced at the same 
time. 

A separate program of entertainment was arranged 
for the ladies, and as a ficting ciose to the convention a 
dinner and evening party were staged at the Adventurers’ 











SOMETHING ABOUT THAT CAMERA THAT 
progress was reported in all directions, the salesmen hav- 
ing devoted a greater portion of their attention to elemen- 
tal missionary work among the actual users and pros- 
pects. 

During the convention it was announced that a new 
size of belt fasteners will be ready about March 1st this 
year, that it will be known as Number 1, and is intended 
for either conveyor or heavy duty transmission service 
on belts as thin as one-quarter inch. 

The salesmen were given an opportunity to see some 
extremely interesting work of the research staff, display- 
ing the definite results established in determining the 





MADE THIS CONVENTION G7O0OUP TIAPPY 


Club of Chicago. The accompanying illustration mav 
recall in the minds of some of the readers of MILL 
SUPPLIES the group picture which was reproduced fol- 
lowing last vear’s convention. 





Copper Industry Figures 
According to the data collected at the biennial census 
of manufactures, 1923, the establishments engaged pri- 
marily in the smelting and refining of copper reported 
products valued at $567,984,807, an increase of 141.8 per 
cent as compared with 1921. 
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Pioneering 
Hanger Profits 


HIS illustration and the reading matter at the 
left, appeared in the January 15th issue of 
American Machinist as a full-page advertise- 
ment. It is the first of a series to be published dur- 
ing 1925, featuring the pioneers of American In- 
dustry and the pioneer of steel hangers—the 
“Pioneer.” 


These advertisements will arouse much interest in 
“Pioneer” steel hangers—will make it easier for 
you to sell them and thus pioneer the way to 
hanger profits. 

Tell your customers to watch for the next of the series 


in American Machinist in the issue of Feb. 12th. It 
tells some little known facts on Eli Whitney. 


STANDARD PRESSED STEEL Co. 
Box 3, JENKINTOWN, PENNSYLVANIA 











“Hallowell” Steel Bench Legs—ar« 
‘ mprove- 





“Hallowell” Steel Collars look better “Unbrako” Hollow Set and Socket | “Hallowell” Steel Lift Truck 
are hichly polished—are stronger and Head Cap Screws- will stand any 
safer than cast camnparison for strength and fin- 


Platforms 
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Seek Best Way to Compensate City Salesmen 


Southern Mill Supply Distributor, Who Gets Ninety Per Cent of His 
Local Orders Over the Telephone, Would Like to Find a Fair Solution 


The subject of the proper method of compensating 
salesmen is one which has always been a thorn in the side 
of mill supply distributors, and it has been discussed in 
and out of associations for years. During the past month 
a southern mill supply house once more brought the old 
problem to the front when, in a letter to MILL SUPPLIES, 
it sought suggestions as to how to arrive at a proper 
basis of compensating its city salesmen. This house has 
arrived at a fairly satisfactory basis’for its out of town 
salesmen but because it is of the opinion that city sales- 
men work under entirely different conditions, it is seek- 
ing a different method of payment for the services of the 
latter. Here is the letter which was received by MILL 
SUPPLIES: 

“We are writing to see if you could give us some idea 
as to the method which mill supply jobbers as a rule are 
using in working their city salesmen. We are trying to 
arrive at some basis on which we could work them on a 
percentage of our profits. In our case, as I imagine it is 
with most other mill supply jobbers, about 90 per cent of 
our city business comes in on the telephone. 

“We have city salesmen calling on the trade regularly 
but, of course, it is hardly through their efforts that we 
get this business even over the telephone. A certain per- 
centage of this business we get very largely through cer- 
tain influences by some of our men on the inside. We 
want to be perfectly fair with our salesmen as well as 
with ourselves.” 

George Puchta, president of The Queen City Supply 
Co., Cincinnati, in reply to an inquiry as to the experi- 
ence of his company in solving this problem of compensa- 
tion for city salesmen, made the following statement to 
MILL SUPPLIES: 

“We keep an accurate account of the business that our 
salesmen bring in, and also that which comes through 
other sources, but we give the salesmen credit for all that 
comes from the territory. Of course, we know that for 
much of this they are in no way responsible, but we give 
them the benefit of the doubt. We have tried various 
ways to compensate them on the basis of results, and feel 
that the most satisfactory plan is to establish an amount 
of sales as a goal, considering profits of course, and to 
pay the salesmen commissions on the excess over that 
amount.” 

Harry Ruhf, sales manager of The Cleveland Tool & 
Supply Co., Cleveland, in answer to a request from MILL 
SUPPLIES, gave the following explanation of his company’s 
policy in regard to compensation of salesmen: 

“This subject has been discussed many times at the 
conventions, and we know of no two houses that operate 
on the same basis. 

“We believe that owing to the peculiar nature of the 
mill supply business, everyone connected with the insti- 
tution, from the president to the office boy, is, to a cer- 
tain degree, responsible for our sales, because primarily 
we have nothing to sell but service. Therefore, each act 
and each duty performed by everyone in the organization 
reflects itself to the customer in service. The salesman 
is the direct ‘go-between’ of the hose and the customer. 
It is his duty to reflect the general policies of the house, 
and to bring to the customer’s attention the various lines 
we endeavor to push; in other words, to ‘sell the house.’ 


“We feel, however, that a salesman only calls on a cus- 
tomer for a few minutes each week, whereas the customer 
is purchasing material daily. Therefore, we reason that 
a good salesman is not necessarily one who sends in the 
orders personally, but is one who sells The Cleveland Tool 
& Supply Co. so strongly to the customer that the latter 
thinks of the house even when the salesman is absent, 
and places the order by phone. 

“Your correspondent is entirely correct when he 
states that a certain percentage of the credit is due to the 
house, and a certain per cent to the salesman. So far as 
we know, no one has ever arrived at the proper truth of 
just what this credit should be. It is not the same with 
any two houses, or in fact, with any two salesmen with 
the same house. 

“Our salesmen operate on a basis of salary and ex- 
pense, this having been determined according to length 
of time the man has been in our service, his loyalty, his 
efficiency and the many other factors which regulate a 
man’s worth to a house. Our management, however, 
realizes that every person in the organization car- 
ries certain responsibility, and accounts for a certain 
amount of business. Therefore, at the end of the year, 
if the house has made a good profit, and the business has 
been good, a part of this profit is set aside for the em- 
ployes, and everyone in the institution participates in a 
certain percentage of these profits. Sometimes this is 
five per cent of the year’s salary drawn by the employe; 
sometimes 10 per cent; sometimes nothing at all. It is 
participated in by all employes. 

“After a thorough analysis we have arrived at what we 
believe to be a normal basis for each territory, and we 
set a quota on that territory of what we expect each 
salesman to turn in in the way of gross profits for the 
year. If the salesman increases his gross profits, holding 
to a specified per cent of profit determined by ourselves, 
he participates to a certain extent in the increase of gross 
profits. 

“We have given the matter a great deal of thought, and 
while we do not believe that our system is 100 per cent 
perfect, we do believe that it is fair to all concerned.” 

If any other mill supply distributor has any further 
assistance to offer to the southern jobber in solving this 
problem, MILL SUPPLIES will welcome the opportunity to 
forward the information, and thus act once more as a 
clearing house in the dissemination of business ideas. 


2 — 9 


Gave It Front Page Space 


A Columbus newspaper carried a front page item in its 
issue of January 8 to tell a human interest story in 
connection with the death of Clyde O. Sherwood, sales- 
manager of the Ross-Willoughby Company. The story 
tells of how Charles W. Rowley, a salesman for the 
Hewitt Rubber Company of Buffalo, learning of the pass- 
ing of his old friend, sent a floral tribute to the latter’s 
home, and recalls that 24 years ago Rowley, who was also 
at that time with the Hewitt company, learning of the 
marriage of Sherwood, at that time a clerk with the 
Ross-Willoughby company, went out and purchased a big 
bouquet of roses for delivery to the newlyweds. The 
friendship had continued throughout the many years. 





























Everything 
in Line Shafting 
Equipment 


In this large plant, Medart 
makes everything in line shaft- 
ing equipment—turned and pol- 
ished steel shafting, couplings, 
hangers, bearings, friction 
clutches, five types of pulleys, 
gearing and kindred appliances. 








Established 1879 


» : 


S andar lize on ae id else > and be sure on the same built-in 

lence that has ide 1 all Medart products for the past 45 

years. When you spec ‘fy ] lart you get quick,-accurate service 

on all types of ge spur, bevel, mitre, internal, worm, mortise, 

| other ty, pes, ye cir ta wood cogs. Made of any material 
tern molded, machine molded or cut. 


Specify MEDART Equipment 


The use of Medart equipment means less friction, fewer shut- 
downs, better results at less cost. It means true-running journals, 
bearings that are accurate, strong pulleys, better-running belts, 
and, in consequence, a larger return on your investment’ 


’ 








Get ae 43 With Discount Sheet 
‘ transmission equipment through Medart Catalog 43 with dis- 
This affords a simple, direct method of concentrating your 
ichinery purch —economically. Or, send your specifica- 
bligation. 


TH*E MEDART COMPANY 


General Offices and Works: St. Louis, U. S. A. 
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Announcing 
the new 


Yale Ball Bearing 


Spur-Geared oo 


Chain Block 


More Power 
to you 


HIS is the latest Yale contribution to 
industry. You can lift a ton with one 
hand! 

The Yale Ball Bearing Spur-Geared Block 
lightens the load and speeds the lifting! 

Friction-reducing, chrome vanadium 
bearings add still another striking feature 
to a long list of Yale developments in hoist- 
ing equipment. 

The Yale Ball Bearing Block hoists more 
easily because friction has been reduced 
where friction was greatest. It is better 
because wear on the load sheave bearings 
has been greatly reduced. It is more effi- 
cient because less muscular energy is re- 
quired to lift the load. 

The load sheave rolls on steel balls. A 
seventy-seven pound pull on the hand 
chain lifts a ton. 

From hook to hook a line of steel—with 
ample reserve capacity to meet the emer- 
gency, and its safety assured by overload 
tests at the factory, the Yale Ball Bearing 
Spur-Geared Block is an _ outstanding 
achievement. 

Yale Blocks are sold by the leading 
dealers everywhere. 


The Yale & Towne Mfg. Co. 
Stamford, Conn., U.S. A. 
YALE MADE IS YALE MARKED 
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CHAIN BLOCK 


Efficiency 


Rotating the load sheave on 
large capacity ball bearings 
lightens the load and speeds 
the lifting. 
Friction reducing, chrome 
vanadium bearings add still an- 
other striking feature to a long 
list of Yale developments in | . 
hoisting equipment. YALE 





The culmination of over 50 Chain Blocks | rhe 
years of designing and manu- } souamiaeue 


facturing quality Chain Blocks. ene Sena } for 


Industrial Trucks |~ Shifts 








Sold by leading dealers every- 


where. eee | | (a) | 
' Me i 





10 Vital Points 


for Greater Service 


Steel Roller Bearings 


Eight hardened and ground roller bearings sup- 
port the four trolley wheels fer easy lateral motion. 


Steel Side Plates 

The wrought steel-plate suspension members, ex- 
tended to protect the wheel flanges, are connected 
at a central pivotal point by the equalizing pin. 


Steel Equalizing Pin 

A cold-rolled pin, supporting the suspension clevis, 
or top hook, connects the side plates, allows for 
adjustment in width of I-Beam and permits flexi- 
bility on track irregularities or short curves. 


Steel Safety Hook and Crosshead 
Heavy steel forgings designed to withstand shock 
and surge loads of several times their rated capac- 
ity. These permit free swiveling and rocking action. 





Steel Suspension Plates 

Heavy wrought steel suspension plates connect 
the upper hook with the ball bearings on which 
the load sheave rotates. 


Steel Load Sheave 

A massive one-piece load sheave, ground on an 
arbor to give perfect concentricity for the ball 
races and mounted on bearings, each carrying 
eighteen chrome vanadium steel balls. 


Steel Load Chain 

Each link die-formed to perfect uniformity, elec- 
trically welded on the side, heat-treated and 
gauged. Every link tested to three times its 
rated capacity before assembly in the block. 


Steel Detachable Shackle 

Simple to connect by means of the steel heat- 
treated oval pin and stronger than the chain it- 
self. This Yale feature avoids the necessity of 
hand welding when attaching the hook. 


Steel Safety Hook 


The “safety valve’ of the Yale Block. Drop- 
forged from special steel, it opens slowly, with- 
out fracture, before any other part of the block 
is overstressed—protecting the block, the load, 
and workman. 


Steel Ball Bearings 


Large chrome vanadium steel ball bearings, sur- 
rounding the massive steel load sheave, reduce 
friction and make the Yale Ball Bearing Spur- 
Geared Chain Block more efficient, easier in 
operation, more lasting in service. A _ better 
block has never been made. 


The Yale & Towne Mfg. Co. 


Stamford, Conn., U.S. A. 
YALE MADE IS YALE MARKED 








A Yale Spur-Geared 
Block Survives a 


Terrific Shock Test 


The enormous reserve strength of the 
Yale Ball Bearing Spur-Geared Chain Block 
and Trolley was proved by an unusual and 
severe drop test. Note the illustration of 
test of a 1-ton block. 


A 1-ton weight crashing down a distance 
of 25 inches had the effect of striking a 
terrific pile driver blow directly on the 1-ton 
capacity Yale Block. This stretched but 
did not break the electrically welded chain. 
There was not the slightest sign of injury 
to any other part of the block. 


Every Yale Block has ample reserve 
capacity for safety in emergency, assured 
by our established overload tests at factory. 
This final test, and the Yale inspection sys- 
tem, employing 22 men out of every 100 
men engaged in the manufacture of Yale 
Chain Blocks, insure Yale safety and ef- 
ficiency. 

Yale Material-Handling Equipment in- 
cludes Chain Blocks, Electric Hoists, 
I-Beam Trolleys, Overhead Crane Equip- 
ment, and Yale Electric Industrial Trucks, 
Tractors, and Trailers. 


The Yale & Towne Mfg. Co. 


Stamford, Conn., U.S. A. 
YALE MADE IS YALE MARKED 


Relative Efficiency of the three types of Chain 
Blocks and the increased efficiency of the new 
ball bearing spur-geared block. One man using 
82 lb. pull for 1 minute on each block. 


The Yale Ball Bearing Spur-Geared Block lifts 
the load higher in the same time with the same 
effort. 
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How YALE Blocks Increase Man-Power 
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Volume Business Without Profits Is Useless 


W. M. Pattison Urges Distributors to Realize the Truly Great 
Opportunity that Exists in the Mill Supply Field at This Time 


The increased volume of business which is predicted 
for the present year will mean little to the mill supply 
distributors of this country, unless they realize that they 
must secure a satisfactory profit on that volume business. 
W. M. Pattison, president of the W. M. Pattison Supply 
Co., Cleveland, one of the staunchest advocates of the 
campaign for “better business,’ which was inaugurated 
by MILL SUPPLIES several months ago, sounds this note 
of warning to the mill supply field in a letter, which was 
intended for publication in the January issue. Mr. Pat- 
tison’s letter was one of several from prominent mill 
supply men, which arrived too late to use last month, 
but which, because they furnish additional support for 
the prediction of good business for the year, are printed 
below: 


From W. M. Pattison, president, The W. M. Pattison 
Supply Co., Cleveland—It is generally conceded that 
business moves in cycles, the duration of which is largely 
one of doubt. Public opinion, undoubtedly, in a very 
large degree, under normal conditions, determines this 
situation. When the impression generally prevails in the 
minds of our bankers, manufacturers, jobbers and arti- 
sans that the situation is about to improve you will 
generally find prosperity knocking at our door. 

If, on the contrary, a feeling of gloom or doubt pre- 
vails, a period of depression naturally will follow until 
such time as the prevailing sentiment changes. 

At times it is difficult to determine just what the 
underlying currents are that affect public opinion, but at 
this time to me the reasons are perfectly obvious. Prior 
to the last election a feeling of doubt prevailed as to 
what the future might develop. Congress was controlled 
by a combination of blocs and isms; theories were being 
advocated which, if adopted, would revolutionize many of 
our national policies. Business would naturally be 
affected by these more or less socialistic and radical 
changes. 

By the election of Calvin Coolidge by an unprecedented 
majority, and of a new congress in sympathy with his 
ideals, we again have unified party control, which is 
apparently what the people want. The effect on business 
conditions was immediate and a distinctively sanguine 
feeling developed. Everybody is looking forward with 
great expectations to 1925, and personally I can but feel 
that we are all justified in doing so. 

Undoubtedly the volume of business will run far 
beyond 1924. Further declines in values will be checked 
in a very large degree and many lines will advance 
in values. 

However, the increased volume means nothing unless 
the distributors take advantage of this situation. Un- 
fortunately there are those who apparently do not yet 
understand why their business does not approximate the 
war maximum, and in their insane desire to secure this 
volume lose all thought of profit. Every distributor is 
laboring under a heavy selling expense, but many seem 
to forget that increased sales at reduced profits do not 
necessarily spell dividends. Unfortunately, consumption 
of the material we handle is absolutely fixed by the actual 
needs of our customers and this consumption cannot be 
increased through price competition. It would appear that 
when some of our distributors realize this fact, and 


content themselves with such normal volume of business 
as they may have a right to expect and take at a fair 
profit, just so soon will conditions improve in certain 
jobbing centers. 

I think this situation will be realized better, perhaps, 
when the results of the 1924 figures are formally pre- 
sented to some of these people. 

The determining factor is not one 
business, but of how much profit. 


of how much 


From Paul Armstrong, Armstrong Bros. Tool Co., 
Chicago—The year 1924 has been satisfactory to us, 
although prices in our line have been low as compared 
with production and administration costs. Buyers have 
been conservative and collections prompt. Prospects for 
1925 are very good and would, in our judgment, warrant 
more liberal buying in view of a probable upward tend- 
ency in prices. 


From F. H. Willard, vice-president, The Graton & 
Knight Mfg. Co., Worcester, Mass.—Thanks to the splen- 
did efforts of our manufacturing organization, which has 
maintained the Graton & Knight standard of quality 
belting and heavy leathers, to our sales and dealer organ- 
izations, which have covered our field with a sincere 
desire to give service and satisfaction to users of our 
products, we consider the year 1924 satisfactory in every 
respect. 

At times the trade has been demoralized to a certain 
extent by the offering of inferior leather products at 
unusually low prices. Leather tanned primarily for other 
purposes, and suited only for other purposes, has been 
diverted from its natural uses and converted into leather 
belting. This practice has caused considerable disturb- 
ance among belting manufacturers who aim to conduct 
their business on a legitimate basis and supply only the 
best possible leather available for belting purposes. This 
utilization of inferior leather for belting has also served 
to confuse the mind of the buyer. 


Of course, when the volume of available belting busi- 
ness is small, sharp practices and the introduction of 
cheap goods always follow. 

Our own dealers assure us, however, that the quality 
product is still the profitable product, for even during 
periods of lessened activity the majority of buyers do not 
forget that good, standard equipment is in the last 
analysis the best. 

For 1925 we have placed our sales plans on a volume 
not excessively larger than last year’s, but a volume that 
will show a comfortable, healthy increase, due to brighter 
prospects in all industries and especially in the textile 
and metal working industries. 


From J. L. Pitts, president and general manager, 
Brown-Roberts Hardware & Supply Co., Ltd., Alexandria, 
La.—The year which has just closed has not been so 
satisfactory as we would like to see it, due to the fact 
that we have been operating more or less on a declining 
market, which naturally reflects itself in the margin of 
profit at the end of the year. 

So far as the present year is concerned we see no 
reason why it should not be one of uniform prosperity to 
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WALWORTH BRASS 





GLOBE VALVES 





COLD WATER 





HYDRAULIC 


LBS. 


PRESSURE 


HESE valves are made of a composition especially 
adapted for hydraulic service. They are particularly 


1 


recemmended for pipe lines carrying water under high 


pressure, as in steel plants. 


The hand wheel is designed to allow the use of a bar in 
tightening the valve. Although these Walworth gate 
valves are designed for a pressure of 800 Ibs., the 1-inch 
and smaller sizes are actually in use satisfactorily at 1500 
Ibs. (Made in sizes Ye inch to 2 inches.) 








WALWORTH MANUFACTURING CO., Boston, Mass. 


Walworth International Co.. New York. Foreign Representative 
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Co., Inc., Allentown, Pa. 
are impressed particularly with two facts: 


activity which were apparent in the spring. 


of different lines. 
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every company whose business is well managed and on 
the proper foundation. 

There is no doubt but that, generally speaking, this 
country of ours is in-a very prosperous condition, and 
while there may be some setbacks to some of us in a 
local way, these can, no doubt, be overcome by a little 
extra effort which should result in a fairly prosperous 
business for 1925. 

We hope that there will be sufficient business for all 
of us to justify our taking a little more sensible view of 
things and getting a somewhat better margin on our 
sales than prevailed throughout the past year. It seems 
to us that there is a tendency on the part of all distribu- 
tors to see how close they can sell goods and still survive, 
and it looks as though we have about reached the limit 
along that line. Our overhead is necessarily high, and 
most of us have reached our possibility as to volume of 
sales, consequently the only solution is to get a legitimate 
profit on the goods sold. 

If we will all watch this phase of the situation through- 
out 1925 and profit by the experiences of the past year, 
there is no reason why all of us should not have a very 
successful year. 


From T. E. Hazell, vice-president, Wm. H. Taylor & 
In reviewing the year 1924 we 


First, that business has not fulfilled the optimistic 
prognostications of a year ago, nor the promises of 
After a few 
months of expanding business we, with many others, 


experienced a falling off in volume. 


Second, that the year has not been without its com- 
pensations, in that it has led us to examine very closely 
into the costs of operation, and the relative profitableness 
We have discovered that by the elim- 
ination of certain goods, and the adding of others, and 
by simplifying and co-ordinating our office routine, we 
have been able to offset to a considerable degree the effect 


of smaller volume and the low price competition of those 


who have been seeking to reduce their investment. 

So we are encouraged and feel that we are starting 
1925 prepared to take full advantage of the opportunities 
that we are sure will be ours. 

We look to 1925 as the beginning of a period of good 
business that will last for some time. We do not expect, 
nor want, boom times with highly inflated prices, but do 
expect a rising market and good, healthy business in 
increasing volume. te _ Oe) 

From Morgan T. Williams, managing director, Bond 
Foundry and Machine Company, Manheim, Lancaster Co., 
Pa.—Our business for 1924, naturally, has not been all 
that could be desired, but we presume that we have been 
in the same boat as many other manufacturers. 

This, however, had no tendency to discourage us. It 
only compelled us to work that much harder with our 
hopes and visions strongly fixed on the future. We have 
every confidence in this glorious country of ours. 

The chaotic condition which has been in existence in 
Europe since the termination of the war has made it 
almost impossible for this country to expect any great 
volume of business in the aggregate. 

The different economical problems between the Euro- 
pean countries are beginning to be amicably and satis- 
factorily adjusted, so that the European conditions seem 
to be a great deal more favorable at the end of 1924 
than at the end of 1923. 

Our domestic affairs are also being adjusted to the 
satisfaction of the majority of our citizens, so that we 

are looking forward, unless something unforeseen hap- 





pens, to a marked improvement of business in general 
for 1925. 


From P. L. Pryibil, vice-president, Midwest Steel & 
Supply Company, New York—I think that there is every 
reason to feel assured that the new year will contain a 
full measure of prosperity for practically everyone. The 
confidence which has generally been expressed during the 
past few months, and particularly since the recent elec- 
tion of Mr. Coolidge, is based on fundamentals. 

We now have more good reasons for marching forward 
in a confident and aggressive manner with our industrial 
projects than we have had during the past year. 

Our company has had a satisfactory number of worth- 
while jobs recently, and inquiries from owners are more 
definite. Our connections in the mill supply trade have 
shown greater activity with more closings. We know 
that 1925 is going to be good. 


From A. E. Cudlipp, manager, mill supply department, 
Lufkin Foundry and Machine Company, Lufkin, Texas.— 
From the comparatively dull period before the election, 
until the decision of the people could plainly be seen, our 
business has steadily gained momentum, until it looks 
from this present viewpoint that the year 1925 will be 
one of the largest and most prosperous years in our 
business history. 

We believe our business to be in better shape, due to 
the experience gained in the past, and we are rapidly 
putting our house in order for the wonderful new year 
that we expect and have every reason to believe will be 
for 1925. _ 

From A. G. Snider, president, Hide Leather & Belting 
Co., Indianapolis—The year 1924 was not up to 1923 
either in point of volume or profit. The volume for the 
first quarter was very satisfactory, but in May a con- 
siderable falling off was noticeable, touching bottom in 
July and continuing unsatisfactory until shortly after 
election. 

Since then business has shown a considerable improve- 
ment and we should say that December is normal for the 
last month in the year. 

We believe the sentiment is general that we are headed 
for a number of years of good business. It is the writer’s 
opinion that we will not experience a general inflation of 
commodity prices. There will doubtless be adjustments 
of prices, and such commodities as have been selling 
without profit will advance some, but generally speaking 
we believe that a skyrocketing of prices will be frowned 
upon. 

It is our opinion that the present administration is 
favorable to business, and with the condition of the 
farmer fairly satisfactory, and with a gradual stabiliza- 
tion of conditions in Europe it would appear as if the 
stage was set for a healthy business. 

It will be necessary for all of us to keep our feet on the 
ground, and avoid wild speculation, but we believe that 
most business men have learned their lesson. 

ST 


Hose Standardization Gains 

The Diamond Rubber Company, Akron, Ohio, an- 
nounces that the idea of standardizing on the %-inch 
size of garden hose has gained ground to such an extent 
that, whereas the percentage of orders booked for this 
size in 1921 was but 25 per cent, and in 1923 but 39 
per cent, this year 60 per cent of the orders for spring 
delivery are for the %-inch size. The company looks 
forward to the time when 100 per cent of all garden 
hose sold will be 54-inch size. 
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“LIGHTNING SPEED” “TRIPLE H” 

. Of strong, flexible material for A thoroughly dependable friction 
high speed transmission oper- surface belt for all general trans- 
ating small pulleys, especially mission purposes. 


high speed machinery, i. e., 
wood working machinery, fans, 
motors, blowers and similar in- 


The combination of duck and 


rubber built into this belt is based 
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etalictinns | on knowledge of transmission re- 

ee oe quirements for all general oper- 
—— ; ating conditions. 

yet it is unusually flexible and 


will conform to pulleys of small “Triple H’’ has great strength 
i diameter. and flexibility and will readily 
Our “Lightning Speed’’ Belt will conform to the pulleys. Its use 
hold fasteners of various types 
better than the average belt. 


assures a steady uninterrupted 
production and preserves energy. 





HEWITT RUBBER COMPANY 


Factory and Executive Offices 


Buffalo New York 
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A salesman, like an editor, needs to know all about 
his own work and something about the work of everyone 
else with whom he comes into business contact. 

The editor cannot intelligently select matter for his 
publication unless he knows the business of the readers 
and their interests and is able to spot errors and mis- 
statements in the contributions offered him. 

The salesman cannot make an intelligent appeal to the 
prospective purchaser unless he knows enough about that 
prospect’s business to understand where the supplies 
offered will fit into it. 

As a salesman you are approaching experts, men who 
know their own work thoroughly and will recognize any 
errors or misstatements on your part, just as the readers 
of a periodical will spot the mistakes that creep into its 
pages through carelessness or ignorance on the part of 
the editor. 

It goes without saying that successful salesmanship 
ealls for a knowledge of selling methods, but the salesman 
who expects to sell mill supplies successfully while 
knowing only salesmanship technique and not under- 
standing the mechanics of mill supplies usage will be 
disappointed. 

There can hardly be good mill supply salesmanship on 
the part of a man who is not well informed regarding 
the mechanical side of the business. 

When you go into a drug store to get a tooth brush 
you expect the clerk to be able to tell you which is the 
best brush for you to buy and why it is the best. If he 
is able only to explain that this brush is better than that 
because it costs 20 cents more he does not impress you. 
But if he is able to show you that the better brush has a 
superior quality of bristles, that the better bristles will 
neither pull out nor break off while the cheaper ones may 
do both and cause throat trouble, then you heed what 
he says. 

Telling a man an article is better because it is higher 
priced is like telling him it is better because it is better. 
It is not salesmanship, nor even good common sense. 

Take die stocks, for example. One salesman talks of 
the quality of his product in terms of money value and 
grade of raw material and workmanship. A salesman 
needs no real technical knowledge to be able to say of 
certain die stocks, “These are made of the finest grade of 
material and the workmanship is accurate and pains- 
taking. This number eight is a good value for eighteen 
dollars, but you might better pay thirty and get this 
number twelve that will give vou better service.” A 
salesman might talk all day in that strain without even 
knowing what dies are or for what they are used. 

But to be convincing and to get results he might 
better apply his technical knowledge and say, perhaps, 
“We can sell you die stocks at prices as low as anyone 
asks, but I think you will get the most satisfactory 
results at the lowest cost by buying this number forty. 
It threads all sizes, one, one and a quarter, one and a 


By Frank Farrington 


Knowledge Plus Action 
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half and two-inch, or variations from standard, without 
changing dies. One set of dies cuts all sizes and is 
adjustable to cut standard, oversize and _ undersize 
threads. A universal chuck centers all sizes. No loose 
bushings. You can cut close nipples with this tool. It is 
adjusted instantly; just shift the handle to size. The 
narrow receding dies draw back with each turn, removing 
less and less metal cutting standard taper thread 
and easing the work as the thread is cut. The price on 
this, complete, is twenty-nine dollars, and we can supply 
you with extra dies at four dollars a set. For a little 
more money we can give you a ratchet die stock that has 
a ratchet attachment for threading pipe in ditches and 
against walls or in corners.” 

When you talk that sort of practical, mechanical in- 
formation to a man whose business involves the use of 
die stocks you touch him at a vital point, and you 
increase very materially your chance of getting attention. 

With the smoothest of tongues and the most adroit of 
methods a salesman may “get by” in selling mill supplies 
with only a superficial knowledge of the line, but a large 
part of his smoothness and his adroitness will have to be 
used to get him out of difficulties into which his technical 
ignorance plunges him. 

Talk to a prospect in terms of the problems of his 
business and you interest him. Whether he is in the 
market for supplies or not he is usually ready to discuss 
business problems with anyone who may offer any 
suggestions for their solution. 

You may not know anything about the business of a 
certain buyer whose orders you would like to get, but 
who has persistently turned you down, but if you cannot 
learn about his identical business, seek for opportunities 
to discuss similar business with someone else. Perhaps 
Mr. A. in Des Moines is the buyer you want to reach and 
you are unable to break through his hard shell of 
resistance. You cannot interest him with suggestions 
particularly pertinent to the problems in his business 
because you cannot find out from him or his assistants 
anything about his business. But there is Mr. B in 
Springfield in the same line of business and you know 
him pretty well. Find out from him what are the prob- 
lems confronting that field and use your ingenuity and 
your imagination to visualize Mr. A’s problems. 

The mill supply salesman comes in contact with many 
kinds of business, and he needs to learn all he can about 
each one of them. A very big contract, trying to know 
all about the business of every prospective purchaser in 
your territory, but making a success of work in any line, 
selling or buying or anything else, is a big contract. 
Only the men competent to handle big contracts achieve 
the big successes. The rest are the “also rans” in the 
commercial race. 

If there was no hard work necessary in achieving 
success in selling mill supplies the field would soon be 
overrun with the type of men who are looking for easy 
jobs, for soft snaps. The obstacles in the path of the 
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Don’t Let Them Call You 
BAD NAMES; 


“A Suppty House”—That’s the worst thing 

fa) 
anyone could call you. “Supply” means to 
furnish on demand. 


Surely you are not in such a business. It’s 
a jobber’s job to sell a buyer the goods best 
suited to his needs. If not, he will eventually 
pass out of the picture in this day of swift 
communication and rapid transportation. 

It is time for every jobber to realize this 
fact. It is time for you to pick good items 
in every line, to learn their sales points and 
SELL them. Supprty House is a bad name. 


Gandy Belts are highest quality, backed by 
nearly a century of service. Selling Gandy 


means repeat orders. 


THE GANDY BELTING COMPANY 


GENERAL OFFICE anpb PLANT : 757 WEST PRATT STREET BALTIMORE, MARYLAND 


NEW YORK OFFICE 36 WARREN STREET CHICAGO OFFICE 554 W. ADAMS STREET 


MANUFACTURERS OF — 


GANDY STITCHED COTTON THE THERMO - GANDY BELT GANDY WAXED BELT same 
DUCK BELT, Originated 1880 a black, mineral- treated, heat construction as standard Gandy, 
7 . ae 2 but left white and wax-impreg- 

Best in service and cost on and moisture-resisting belt. 


nated for sanitation in handling 
food products. 


most installations. 


GANDY BELT DRESSING=—stick and paste, keeps fabric belts soft and pliable. 


THE BELT WiTH 





THE GREEN EDGE’ 
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mill supply salesman may add to the difficulty in making 
good at his job, but they at least keep down competition 
for that job. 

Malesherbes once said of Cardinal Richelieu, “‘Obsta- 
cles but tempt him, resistance only piques him, and 
nothing that is put in his way diverts him.” 

You can be like that. Perhaps you are. Perhaps 
obstacles that arise, making it difficult to sell goods, only 
tempt you to try the harder to overcome them. Perhaps 
resistance in the form of indifference among prospective 
purchasers only piques you, making you feel the more 
determined to show your ability to develop business in 
spite of adverse conditions. Perhaps nothing that hap- 
pens tending to divert you from your purpose to become 
a “hundred pointer” turns you a hair’s breadth from 
your course. 

I hope you are like that: determined in your attitude, 
urgent in your efforts, resolved to be master of your own 
commercial destiny. 

This persisting in acquiring perfect knowledge of your 
own occupation, your own line of work, and the applica- 
tion of your products to the uses of prospective pur- 
chasers, is largely a matter of nerve. A _ salesman 
weakens only when he loses his nerve. Haven’t you seen 
business men quit just a little too soon, just before there 
came a turn of the tide that would have changed their 
failure into success? Perhaps you have yourself given 
up the effort to interest a buyer who has repulsed you 
for years, only to discover that by sticking just one more 
trip you could have landed him. 

Zorvaster said, “Te the persevering mortal the blessed 
immortals are swift.” It may seem to you that results 
from your perseverance are mighty slow in appearing, 
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and yet they may be just around the corner. Plenty of 
men have won out just by refusing to quit until the very 
last minute. There is never any good luck fgr the 
quitter. 

The day is past when a man achieves success by 
waiting for it. They used to say that everything will 
come to him who waits, but if that ever did apply to the 
traveling salesman it does not apply now. The only 
thing that is going to come to him who waits is an early 
discharge. He will be fired for waiting. 

Action is the only thing that gets results. There was 
need of the quick erection of a railway bridge and a 
contractor was put on the job and asked to bring in plans 
and specifications for the heads of the road to see as 
soon as the engineer had them ready. After waiting for 
some time for the plans, the officials impatiently sent for 
the contractor and asked him about them. 

“T don’t know whether the engineer has got the pic- 
tures drawed yet or not,” the old contractor replied, “but 
the bridge is up and trains is passin’ over it.” 

The man who can act while others are waiting or 
thinking it over or drawing plans, is the man who will 
get the business. Action today is what is going to count 
for you in selling mill supplies. 

Bill Edwards says in his book about football, “The 
time to make good is the day of the game. The next 
day is too late.” 

We all expect to make good sometime. Why not now? 
There is too much of putting it off until tomorrow. 
Tomorrow, tomorrow, and always tomorrow! What is 
the matter with today? Isn’t today a good time to begin 
action? Tomorrow will bring its own responsibilities 
and opportunities. 





Select French Lick Springs 


National Pipe and Supplies Association Will Convene There Next May 


The sixteenth annual convention of the National Pipe 
and Supplies Association will be held at French Lick 
Springs, Indiana, Tuesday, Wednesday and Thursday, 
May 26, 27 and 28. This announcement was made during 
the past month by George D. Mcllvaine, secretary- 
treasurer of the association, who at the same time made 
the following statement: 

“This will be in the nature of a departure from our 
custom of recent years, when we have been going to 
large cities, and condensing the work of the association 
into a two days’ session. 

“The game of golf has become so popular that all trade 
associations have been forced to take account of it when 
making convention arrangements. For this reason our 
executive committee decided to experiment this year by 
going to a resort rather than to a large city, and by 
having a three days’ session rather than only two days’. 
It is our plan to have but one session daily, from 
9:30 a. m. to 12:30 p. m., thereby releasing not only our 
members but their friends, the manufacturers, who may 
wish to indulge in the old Scotch sport during the 
remainder of the day. 

“T am rather inclined to think that this experiment will 
work out to the satisfaction of all, because it will give a 
better opportunity for conference between jobbers and 
manufacturers, and the development of the social side, 
than we have had in recent years. After all, the personal 
contact between responsible officers from both manufac- 
turers and jobbers is desirable, and we believe this will 
be attained at French Lick.” 


This announcement of the convention plans of the pipe 
and supplies association marks another break in the 
arrangements which so fortunately in the past twe years 
brought the three mill supply associations and the pipe 
and supplies association together in the same city and 
during the same week. It will be recalled that in 1923 
all four organizations met in Cincinnati, the pipe and 
supplies association meeting on the two days preceding 
the opening of the triple convention of the mill supply 
associations; and last year a similar situation prevailed, 
with the exception that the order of meetings was re- 
versed, the mill supply associations convening the first 
part of the week and the pipe and supplies association on 
the two days following the close of the triple convention. 

On the other hand, this year the American Supply and 
Machinery Manufacturers’ Association and the Southern 
Supply and Machinery Dealers’ Association will hold a 
joint convention in Atlanta May 5, 6 and 7, and the 
National Supply and Machinery Dealers’ Association will 
hold a separate convention in another city. 





To Carry Warehouse Stocks 


The Michigan Smelting & Refining Company, Detroit, 
announces that its babbitt metal department, in order 
to render more adequate service to its distributors in 
all sections of the United States, has made arrangements 
to carry stocks of babbitt metals in public warehouses 
in 36 cities, located for advantageous distribution. The 
company has also issued a revised price list catalogue. 
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¥ |) A Superior Product — 
and a Fair Policy 


ie carrying the Bassick line of steel truck casters you 
’ are assul 
qual an 





ed of two things:—(1) a product that has 
ywhere at any price; (2) a manufacturer 


10 ¢€ 


ilv to the customs of the trade. 


k casters your customers get rugged 
perfect rolling qualities. A patented 
horn gives added strength. The axle is 

vy and is enclosed in a spanner bushing, 

is reduced to a minimum. And Bassick truck 
casters are surprisingly low in cost. 
The Bassick policy is one of co-operation with the 
Supply House. Bassick distributors throughout the 
world are protected. They are aided by a continuous 
program of advertising and sales promotion which 
aims to make profits by making it profitable for dealers 
to stock and sell Bassick products. 


Write today for Catalog 102F and prices. 


Cs 
THE BASSICK COMPANY . 


Bridgeport, Conn REG. U. S. PAT. OFF 


For thirty years the leading makers of 
high grade casters for the home, of- 
fice, hospital, warehouse and factory. 
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Setting new standards of service for 
grease cups and safety collars 


OSITIVE lubrication directly to machine bearings, is 

accomplished in a simpler, more convenient and eco- 
nomical manner with the use of Link-Belt > HEX-TOP< 
Compression Grease Cups. 


The distinctive hexagonal-shaped and slotted top affords 
greater ease of operation. Accurate die-cut threads insure 
a permanently perfect fit between top and base, making it 
alwayseasy to turn. Besides saving time,>HEX-TOP< 
Compression Grease Cups save lubricating material. 
Wasteful leakage, common to ordinary grease cups, is 
prevented by the rugged, grease-tight, Link-Belt Malle- 
able Iron construction. 


Link-Belt Malleable Iron Safety Collars combine correct- 
ness of design with great strength, 
toughness, durability, and light 
weight. The design is simple, 
convenient and practical. The set 
screws are well protected and 
the collars are easily tightened 
on the shaft. The Split Collar is 
especially easy to locate or remove 
in inaccessible places. 













| 
| 
Die Cut Threads 
remain sharp 


andtrue aiter 


years of use. 


Link-Belt >HEX-TOP< Compression Grease 
Cups, and Link-Belt Malleable Iron Safety Collars 
are made of the same high grade Malleable Iron 
used in Link-Belt Chains—in service throughout 
industry. Both are first and last quality products, 
and embody the best of workmanship. They add 
to the appearance and value of equipment with 
which used. Write today for full particulars, and 
samples. Use the coupon. 


Look for 
our 


Trade Mark 


on 
Every Product 
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MILL SUPPLIES 


LINK-BELT COMPANY, 200 souTH BELMONT AVE,, INDIANAPOLIS C]> Hex TOP< Grease Cup 

l I am interested in examining these Link-Belt Power Transmission accessories. Oo Link-Belt Malleable Iron Safety Collars ! 
PLEASE SEND SAMPLE without obligation on my part. | 

| NAME FIRM... 
ADDRESS TOWN STATE j 
a_i er me oe oe ee eee oe oe eee eee eee eee eee eee eee eee eee eee eee eee eee eee eee eee 

LINK-BELT COMPANY 2038 
Leading manufacturers of Elevating, Conveying and Power Transmission Chains and Machinery 
PHILADELPHIA, 2045 Hunting Park Ave. CHICAGO, 300 W. Pershing Road INDIANAPOLIS, 200 S. Belmont Ave Offices in Principal Cities 
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| Power Transmission Equipment 
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SELLING YOUR IMPORTANCE 


F all rubber jobbers were suddenly to go out of 
business, several serious things would happen. 
Not only would costs go up and shipments be 
slower, but the entire structure of the mechanical 
rubber industry would be badly racked and shaken. 


Your job is selling many things. Ours is making 
them. But Republic knows your work in the field 
is necessary to manufacturers and ultimate buyers 
alike. That is one reason why our advertising 
department is taking the time to sell your 
importance. 


Call upon Republic for sales plans that will carry a 
complete message of your value to every prospec- 
tive buyer and to your salesmen. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


REPUBLIC 


BELTING * HOSE * PACKING 
MOULDED + LATHE-CUT + SPECIAL ITEMS 


























‘hen writing to Advertisers please mention Mitt Suppties. 











i. 





Pioneers Who Have Made Mill Supply History 








Many Companies Which Are Today Identified With the Distribution of 
Industrial Products Trace Their Origin to Days of the Stage-Coach 


“It is of such stuff as gun-powder, plow-shares, two- 
men saws and logging chains that the refinements of 
life are born. Before silks and silver was stone and 
iron.” 

To the above quotation might very well be added, “Be- 
fore the mill supply house came, the hardware store 
was.” 

The quotation itself is taken from a boak, “From Ox- 
Cart to Aeroplane,” published in 1918 by Weed & Com- 
pany, Buffalo, to mark its one hundredth business 
anniversary. 

In delving into some records that might throw a light 
on the general history of the mill supply business in 
this country, one finds that this old Buffalo house, now 
in the seventh year of its second century of existence, 
holds in its history many of the essential facts that are 
necessary to a proper understanding of the development 
of the present system of mill supply distribution. 

When George and Thaddeus Weed, the founders of 
the business, arrived in Buffalo in the autumn of 1818, 





WEED MILL SUPPLY BUILDING, BUFFALO 


they concluded a long and arduous journey for those days 
for they had come all the way from Troy, N. Y. Part 
of the distance they traveled by wagon, the remainder— 
from Batavia to their destination—was by stage-coach, 
for in those days the latter was the accomodation de- 
luxe in transportation. The two Weeds were cousins, 
whose families, with other Puritans, had emigrated from 
England during the reign of Charles the First. 

Buffalo at that time was a frontier village. It had 
neither a local tool supply store nor a gunsmith. The 
nearest source of supplies for the townspeople was 
Batavia, the metropolis of the “new west.” Buffalo at 
that time had a population of 842 whites and 1200 
Indians. Five years before, the Indian allies of the 
British had burned the village, and in the two years 
previous to the Weeds’ arrival, a crop blight visited the 
district. However, Buffalo was being mentioned as the 
terminus of the projected Erie canal, and with vision 
of the great possibilities of the future, the new firm of 
G. & T. Weed opened for business. 

The first advertisement of the company on the open- 


ing day gives a good insight into the lines which the 
predecessors of the mill supply houses of today carried 
in stock a century ago. We find that the Weeds sold 
hardware, cutlery, saddlery, cabinet wares and iron- 
mongery, and in addition carried “‘a constant supply of 
Dutch bolting cloths, bench and moulding planes,” and 
“as agents to the manufactory at Albany, offer for sale, 
screws, tubs and rollers for oil-mills, screws for paper 
mills, ditto for raising mill-stones and for various other 
uses, made to any order—church clocks, ete.” 

In those pioneering days supplies from the eastern 
centers were brought to the Weed store by ox-cart and 
wagon. Picture if you can a modern mill supply house 
customer leaving a special order, and waiting while 
stage-driver and courier carried the request to the east 
and the goods came back by mountain trails. That 
what happened in the early nineteenth century. 

In the decade that followed the establishment of the 
Weed business, several important history making events, 
which had a profound influence upon the future indus- 
trial progress of the United States, were recorded. The 
first steamship to cross the Atlantic ocean, the Savannah, 
made the voyage from New York to Liverpool; the Erie 
canal was opened; the first railway in this country was 
completed at Quincy, Mass.; Congress enacted a high 
protective tariff. 

Meantime, Thaddeus Weed left the business in the 
hands of his cousin. A few months later, the latter died 
suddenly, and for two years the store was operated by 
Samuel F. Pratt and -General Lucius F. Storrs for the 
benefit of the heirs. In 1829 Thaddeus Weed returned 
and purchased the Weed interests, and the firm name 
was changed to Weed & Pratt. Since that time the Weed 
family has continued in the active management of the 
business. Since 1878 the company has operated under 
its present name. 

In the early part of the latter half of the nineteenth 
century cabinet making became a predominant industry, 
and the Weed store introduced a cabinet maker’s depart- 
ment in which the artisan could find all of his supplies. 

As transportation facilities increased and industries 
began to attain size, mill supplies were added to the hard- 
ware lines, and the company continually expanded this 
department. In connection with the development of this 
branch of the business, it is interesting to note that De 
Witt Chapin Weed, first son of Thaddeus Weed, was 
very much interested in mill supplies, and used a circular 
saw as a trade mark. 

In 1911 the company acquired the business of Weaver, 
Palmer & Richmond, of Rochester, N. Y., and has since 
that time operated it as a branch house, with mill sup- 
plies as an important feature. 

The present officers of the company are: President 
and treasurer, Shelton Weed; vice-presidents, William C. 
Klune and Loren C. Davenport; secretary, Theodore H. 
Meyer. 

The following quotation from the anniversary book 
contains what may be an explanation for a large degree 
of the success which the company has enjoyed during its 
existence of more than a century: 

“The Weed management holds that the fewer times 
a jobber has to apologize for not being able to fill an 
order, the more successful will he be. The phrase ‘we 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
i 70 years is at your disposal. 





Write for catalogs. 
















































. Since 1880, when Salem Buckets were awarded 
| first premium for superiority, no other make of 
bucket has approached the Salem in quality, long 
wear, or unusual service. It is made in many dif- 
ferent sizes and gauges of steel ranging from 24 
gauge to 6 gauge, and is adaptable for handling 
materials of practically any size, shape or weight. 


Our large stock of standard sizes and gauges and 


i Hie, O86. Extra heavy our ability to furnish buckets made up in accord- 
N em ievato yuckKet, - — c 

f suitable for ores,coal, broken ance with your specifications, enables us to offer 

; stone, and similar heavy fe : 

j substances. excellent service and prompt delivery. 


Write for Price List 3625 


MULLINS BODY CORPORATION 


Successors to W. J. CLARK CO. 
102 Mill St. Salem, Ohio 
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| Fig. 133. Acute Heel Shelf 

i Bucket, heavy duty, especi- Fig.1124. Trough front, 
| po adapted for Landling “Continuous Type’’ Bucket, 
; coal, stone, cement, ores, used for a variety of service 
| etc. May be attached to conditions. Pours its load 
| either chain or belt. 


instead of throwing it. 


Fig. 132. Round Heel Sheir 
Bucket for handling damp 
materials which will notdis- 
chaige readily from other 
styles of buckets. 
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regret’ played a very minor part in the sales correspon- 
dence of the fathers of the house. 

“In the early days contact with the customer was more 
intimate, but the ‘principle of 1818’ as it is known in the 
Weed office is to follow the good old Golden Rule which 
Hobard Weed insisted should never be left under the 
counter. A diamond bearing the date 1818, and the strik- 
ing phrase, One Hundred Years of Successful Business, 
is now the trade-mark of Weed & Company. This mark 
tells a long and wonderful story. If you see the mark 








on a piece of merchandise, or a tag, remember that it 
means one hundred years of honest dealing. A firm can- 
not survive a century in one locality without the sterling 
mark of reputation and integrity on their transactions.” 

The headquarters of the mill supply business is in the 
wholesale building which the company erected at 95 East 
Swan street in 1905. In addition to this building, the 
company has a large warehouse building extending 
throgh to Seneca street. Since its hundredth anniver- 
sary, the company has built a new retail store. 





Tells About the Old Days 


D. W. Wardwell Traces History 


Some interesting phases of the development of a mill 
supply business as an adjunct of a hardware store have 
been traced by D. W. Wardwell, president of the Ward- 
well Hardware Company, Rome, N. Y., which is now 
in its 77th business year. The head of this old house, 
himself the first salesman for the company’s mill supply 
department, recently analyzed the varying conditions of 
merchandising, and some of the experiences of his com- 
pany since it was founded in 1848. For 70 years the 
Wardwell family has been actively connected with the 
business. 

When the business was started, Rome was a town of 
barely 8,000 people. It had no public utilities, no paved 
streets nor sidewalks, and only two trains a day east 
and west on the New York Central railroad. The pioneer 
who paved the way for what is today the Wardwell Hard- 
ware Company was Harmon Emerson. In those days the 
requirements of the comparatively modest industrial es- 
tablishments in that section of the country were chiefly 
hardware and tools, and consequently like many more of 
the companies which are now factors in the distribution 
of mill supplies, the Wardwell beginning was like that 
of many another small hardware store. 

The business was sold in 1852 to W. H. Doxtater, who 
conducted it until 1855, when it was acquired by Newton 
M. Wardwell and William W. Wardwell, two of the 
great-uncles of the present head of the company. In 
1864 the latter’s grandfather, Samuel Wardwell, pur- 
chased Newton M. Wardwell’s interest, and with W. W. 
Wardwell formed the partnership of Wardwell Bros. In 
1871 the present quarters of the company were pur- 
chased and the business has been carried on in that 
location ever since. In this connection it is interesting 
to note that the old sign of the “Gilt Anvil and Sledge,” 
which had been a marker in front of the Wardwell store 
since it was first opened, is still a feature which takes 
visitors back through the years to the old days when 
such signs were in the heyday of popularity. 

The main sources of trade for a hardware store in 
that section between 1848 and 1880 were the local iron 
foundries, wagon manufactories, blacksmith shops and 
the boat trade on the Erie and Black River canals. Dry 
docks were operated at Rome, Frankfort, Higginsville, 
Stacy Basin, North Bay and Utica, and hundreds of 
Canal boats were built at these points, the tools and 
supplies constituting a large item in early day trade. 
Later there came a decline in traffic on the Erie canal. 
Towards the close of the first 30-year period of the 
Wardwell company’s business life, the manufacture of 
wagons became an important industry in New York state. 

During the first 25 years of the business, the prin- 
cipal sources of supply were in New England commun- 
ities and in Europe. The early managers were obliged 





of His Company Back to 1848 


to make one or two purchasing trips to New York or 
Boston each year. The general custom was to pay for 
their previous orders on these trips, and to purchase 
requirements for another season. Turnovers of stock 
were limited, and payments were made largely by long 
term notes and often in produce or merchandise. 

From 1880 to 1900, there was a marked change in the 
merchandising methods. During this 20-year period 
there came a rapid industrial development in Rome. As 
a result, the Wardwell company added transmission 
equipment and essential mill supplies to its lines to take 
care of the increased demands from the local industries. 

In 1903, D. W. Wardwell entered the corporation, and 
at that time the decision to work the mill supply trade 
intensively was made, and the efforts then begun have 
been continued to the present time. In addition to the 
local market, the company’s territory includes Oneida, 
Lewis, Herkimer and Madison counties. 

The present officers of the company are: president and 
treasurer, D. W. Wardwell, vice-president, Samuel Ward- 
well; secretary P. A. Miller. 





BUSINESS NINETY YEARS OLD 


Bangor House Which Now Sells Mill Supplies Was Originally a 
General Store Whose Supplies Came by Vessel 


From a general country store to a seed and agricultural 
implement house, and then to a mill, plumbing, heating 
and electrical supply distributing organization, is the 
sequence of development of one of the oldest business 
institutions in the state of Maine, R. B. Dunning & Co., 
54-68 Broad street, Bangor, which has completed 90 years 
of business life. Indications are that the supply end of 
the business will be expanded to a point where it will 
become the leading activity of the company. 

James A. Dunning, president and treasurer of the 
company, states that when the business started in 1835, 
it was a general country store handling everything from 
dry goods to West Indian products, and all stock came 
to Bangor by vessel. Gradually certain lines were 
dropped, and for many years the business was operated 
as a seed and implement house. During the last 30 
years the executives of the company saw the need of 
expansion and gradually added mill, plumbing and steam 
supplies, and within the past year, an electrical supply 
department has been added. 

The company serves a territory extending from the 
Kennebec river on the west to the St. Croix on the east, 
and north to the Allegash and St. John. Each year the 
company, whose place of business is known as the 
“Bangor Agricultural Warehouse and Seed Store,” issues 
a large illustrated catalogue. The present location of 
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| PAPER "FEEDERS 
BOTTLE FILLERS 
GAS APPLIANCES 
SAND BLASTS 
FUEL OIL BURNERS 
TESTING FOR LEAKS 
AGITATING LIQUIDS 
BLOWING CHIPS and 
STAMPINGS from presses 
and tools 
BLOWING DUST out of 
machinery parts 
ATOMIZING 
VACUUM CLEANING 





Every factory needs an 
air pump so why not 
have a quiet one. It 
will cost no more yet 
will give you better 
satisfaction and more 
dollar value. 

















All sorts of buildings, 
houses, hotels, office 


factories, 
buildings, 


green 


homes, 


of fuel oil. 


NO ASHES, DIRT, DUST, 
LABOR OR COAL STORAGE 
There are many points in areee of fuel 


oil burning It's the fuel all 
over the w eskd. 


con ling 





AiR PUMPS FOR PRESSURE OR VACUUM 





THEY TAKE UP THEIR OWN WEAR 


NOISELESS 
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THE HEAVY, CHEAP GRADE 
FUEL OILS ARE MOST 
ABUNDANT AND CAN ONLY 
BE USED WITH A PUMP LIKE 
THIS 





These pump units are already being 
installed by manufacturers of the lead- 
ing oil burners because installed 
they stay installed. They are as near 
self contained as it is possible to make 
them—small, compact, yet powerful, 
they transport the oil without fluctua- 
tion and atomize it under low pressure. 


once 


LEIMAN BROS., 60-H, Lispenard St. New York 


Makers of good machinery for 35 years 


GENERAL ELECTRIC 
WESTINGHOUSE 
FRANKLIN MOTORS 
EAGLE PENCIL 
VICTROLA 
DE FOREST RADIO 
EASTMAN KODAK 
COCA COLA 
CARTER’S INK 


And thousands more 





See the relative size of the 
piston compared to the 
cylinder, see the large air 
space. This means that a 
sit small pump will give a big 
air supply. This reduces 
the cost of the air. 

THE CURVED WINGS 
SCOOP UP THE AIR. 
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GAS BOOSTER 


will maintain gas pressure 
no matter how much is 
being used at the burner. 
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the company is within 10 feet of the place where the 
company’s first store was opened in 1835. The business 
is housed in a five-story building, which was remodeled 
in recent years, and now contains over two acres of floor 
space. 

The business was founded by James Dunning, an old 
New England pioneer. In the early forties, Alexander 
Dunning, a brother, became a member of the firm which 
then operated as a partnership under the name of J. & A. 
Dunning. After several years, Alexander Dunning sold 
out his interest, and Robert B. Dunning, another brother, 
became a partner. The latter acquired entire control 
when James Dunning sold out in the late fifties. 

In 1897 the business was incorporated under its present 
name. The present officers are: President and treasurer, 
James A. Dunning; assistant treasurer, Vinal L. Smart; 
directors, James A. Dunning, Ernest H. Littlefield, Vinal 
L. Smart, Albert R. Brown and E. H. Eames; clerk, 
Robert B. Dunning. The company’s capital stock is 
$40,000, and it carries an average stock of goods valued 


at between $250,000 and $275,000. 
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OLDEST MISSISSIPPI HOUSE 
Demand for Mill Supplies in That Section Does Not Warrant 
Carrying Complete or Extensive Stock 

The oldest establishment connected in any way with 
the distribution of mill supplies in the state of Missis- 
sippi is Schwartz & Stewart, 410 Main street, Natchez, 
which is now in its 102nd year. The business was founded 
in 1823 by William Brune, who carried it on as a success- 
ful hardware store for 20 years. Upon his retirement 
he moved to Germany where, it is said, he acquired an 
estate and a title. John Baptiste Quegles was the next 
owner, and he retired in 1859, after selling out to Ar- 
mand Perrault. The latter in turn sold it to J. C. 
Schwartz, who carried on the business until his retire- 
ment in 1890, when his son, the late J. E. Schwartz, 
and his son-in-law, William Perey Stewart, succeeded 
him, forming the partnership of Schwartz & Stewart, 
under which name the business has been continued to 
this day. At the death of J. E. Schwartz in 1909, the 
surviving partner acquired entire control and took his 
son, R. P. Stewart, into the business. 

Many of the pioneer hardware stores have developed 
large mill supply departments, but the firm of Schwartz 
& Stewart has preferred to stick more closely to the orig- 
inal lines. In a recent statement to MILL SUPPLIES, R. P. 
Stewart makes the following explanation of why it has 
not attempted to expand the supply end of the business: 

“We are sorry to say that the mill supply department 
of our business has not prospered very much due to the 
fact that larger organizations, featuring the complete 
line, and located both in Memphis and in New Orleans, 
can handle any mill order for anything needed; while 
the demand did not warrant our stocking with items that 
did not move as they should. While we carry a supply 
of mill goods and sell our share for small jobbers, we 
do not begin to do what we once did.” 





NEW JENKINS SALES DIRECTOR 
William H. Utz, for Twenty-two Years in Charge of European 
Branch, Has Assumed New Duties in New York 

William H. Utz, vice-president and European director 
of Jenkins Bros., Limited, with headquarters at London, 
England, has been appointed director of sales of Jenkins 
Bros., New York. He assumed his new duties on Jan- 


uary 1st, and will have general charge of the selling 
In addition to his new title, 


activities of the company. 











Mr. Utz will retain that of vice-president and managing 
director of the European branch. He was formerly a 
salesman and later manager in Jenkins Bros.’ New York 
store, from which position he was transferred to London 
as manager of the European branch. The following 
article about Mr. Utz appeared in “Domestic Engineer- 
ing,” of London a few weeks ago: 

*“A man who will be very much missed in London busi- 
ness circles is Mr. W. H. Utz, vice-president and manag- 
ing director of Jenkins Bros., Ltd., the well known firm 
of valve manufacturers, of 6, Great Queen Street, Kings- 
way W. C. 2. 

“Mr. Utz is returning to New York shortly to take up 
the position of director of sales of the American and 
Canadian companies of Messrs. Jenkins Bros. 

“He has been in London for twenty-two years, and 
during that time has made a very wide circle of British 
business friends. He was one of the founders of the 








WILLIAM H. UTZ 


American Chamber of Commerce in London, and in 1919 
became one of its directors. His business and social 
activities have been very varied. He is, for instance, on 
the council of the Canadian Chamber of Commerce, a 
director of the American Club, a valued and highly 
esteemed member of the Iron and Steel Institute and 
the Institution of Engineers-in-Charge. He has been 
very closely identified with the activities of the Rotary 
Club movement in London, and as a man who believes in 
the Anglo-American friendship movement, he has taken 
a leading part in the English speaking union, the 
Pilgrims, the American Society in London, and also the 
Royal Automobile Club. 

“Tt is a matter of regret to his many friends in London 
that he is leaving them, but he goes with the cordial 
wishes of a host of friends for a great and growing suc- 
cess in the United States. A farewell dinner was held 
by the British friends on November 28 at the Connaught 
Rooms, with Col. W. F. Cheesewright, D. S. O., in the 
chair. The popularity of Mr. Utz was evinced by the 
large assembly that attended this send-off. It was no 
surprise to those who know him that friends from all 
parts of the country felt compelled to journey to London 
for the event. The chairman in a happy vein presented 
an old silver mug to Mr. Utz as a token of regard from 
those present. The success of this dinner was due to 
the committee composed of Col. W. F. Cheesewright, 
Messrs. Charles H. Dewey and G. A. Pullen.” 







































Look at this illustration of the pulley side of a Tentacular Belt and note three important features— 


1. Soft chrome strips giving high pulley grip. 
2. Vacuum cups increasing pulley adhesion to the utmost maximum. 


3. Ventilating channels eliminating air pockets between belt and pulley. 


‘ENTACULAR BELTS CAN’T SLIP 


PATENTED AUG. 7, 1923 


Alexander Brothers 


14 SOUTH STREET PHILADELPHIA 

Our Tentacular Booklet tells why this 
belt gives high efficiency in power : 
renmenstinat. the United States and Canada. 
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Ball Bearing Hanger Boxes 
‘The CHICAGO Line”’ CONSIDER THEIR ADVANTAGES. 


Fit present hanger frames. 
Power Transmitting Appliances Simplest possible construction. 
Lubricate but two or three times a year. 
Hot bearing impossible. 
No noise—no dirt. 
No dripping of oil. 


Each Bearing fitted with two high class Ball 
Bearings. 


This is only one of many power saving specialties 
of CHICAGO LINE EQUIPMENT. 


SEND FOR CATALOG No. 12 


Chicago Pulley & Shafting Co. 





“DAGGETT” BALL BEARING 


HANGER BOX . MAIN OFFICE: 
17 No. Desplaines St., 
Chicago, Ill. 
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Announce Results of Leather Belt Research 


Experiments Which Have Been Made Developed Valuable Data Which 
Have Been Reduced to the Form of Practical Tables and Charts 


The results of the research work which has been car- 
ried on by the Leather Belting Exchange are summarized 
in a report which has just been issued by R. F. Jones, 
research engineer, the purpose being to present the re- 
sults in a form which will permit practical application 
of the knowledge obtained from the research experi- 
ments. Among the subjects discussed are: are of contact 
studies; the effect of center distance on transmitting 
capacity; the effect of pulley size on transmitting capaci- 
ty; the effect on the belt’s capacity of using a small 
pulley to drive a large one and vice versa, such as is 
commonly the case with belted motor drives; a study of 
the gravity idler such as the Lenix drive; and the effect 
of belt speeds up to 8,000 feet per minute on the trans- 
mitting capacity of leather belting. 

It was found by experiments that the are of contact, 
which is the angle measured in degrees from the point 
where the belt comes on the pulley to the point where 
it leaves, materially affects a belt’s capacity. Also, the 
effect on the horse power of an are of contact change 
is dependent upon the character of the belt surface, and 
a belt with a good frictional surface is less susceptible 
to are of contact changes than one with a poor frictional 
surface. 

Center distance has an appreciable effect on the trans- 
mission capacity of a belt on a horizontal or angle drive, 
because of the weight of belt material suspended from 
pulley to pulley. A long center distance drive when 
operating undei ioad will have more tension on its slack 
side than a short center drive. A long center drive in- 
herently has more capacity than a short center drive. 

The diameter of the pulley is a factor that has often 
been neglected. To find out whether there is any in- 
crease or decrease in power chargeable directly to the 
pulley size, experiments were made. The shaft speed 
was regulated to give the same belt speed of 2,000 feet 
per minute for all sizes of pulleys used. Cast iron pul- 
leys ranging from six to 36 inches were employed, the 
driver and driven pulleys being the same size. Several 
belts were used and in each case the capacity became 
greater as the diameter of the pulley was increased. The 
greatest reduction was found to be on pulleys below 12 
inches in diameter. 

In studying belts operating at various pulley ratios, 
the research engineers made tests on six different belts, 
the work on each constituting one or more series. A 
series consisted of five tests, using the following pulley 
combinations: 36-inch driving a 36-inch, 24-inch driving 
a 36-inch, 18-inch driving a 36-inch, 12-inch driving a 
36-inch, and 5-inch driving a 36-inch, the pulleys used 
being cast iron. In some cases tests were made at two 
center distances, one series at five feet and another at 
10 feet. The shaft speed of the driver was regulated at 
a belt speed of 2,000 feet per minute. In one or two 
instances the conditions were reversed, the large pulley 
being used as the driver, with the same results as before. 
The conclusion reached is that the same belt capacity 
would obtain regardless of whether the small or large 
one did the driving. Paper pulleys were also tested, a 
six-inch one being used to drive a 36-inch cast iron pul- 
ley. It was found that it transmitted about 25 per cent 
more power than the cast iron combination. 
“Evidently,” says Mr. Jones, “a belt to be used on a 





cast iron motor pulley of small diameter should be from 
20 to 30 per cent wider than on a normal drive with 
large pulleys. If a paper motor pulley is used, its in- 
creased capacity will tend to overcome the effect of the 
small pulley, and not much allowance will have to be 
made except for motor pulleys below six-inch, unless the 
driven pulley diameter is more than six times the diame- 
ter of the driver. 

“The work on different pulley combinations incident- 
ally gives us data on the position of the pitch line in a 
leather belt. By pitch line I mean the point somewhere 
in the belt that determines the working diameter of the 
pulley. It is common practice in figuring pulley sizes 
to add the thickness of the belt to the pulley diameters 
if a close calculation is required. This method assumes 
that the pitch line is 50 per cent of the belt thickness 
out from the pulley face. Our recent tests proved that 
the pitch line is from 60 to 80 per cent of the belt 
thickness with an average of 70 per cent out from the 
grain side of a single leather belt. 

“This is quite important in close speed calculations as 
I will show by simple illustration. Suppose a 36-inch 
pulley running at 200 revolutions per minute is driving 
a machine with a six-inch pulley through a single belt 
two-tenths of an inch thick. If the speed of the driven 
shaft is computed entirely neglecting the belt thick- 
ness, the arithmetic would be as follows: 36 divided by 
six multiplied by 200 equals 1,200 revolutions per minute. 
Now if we assume the pitch line of the belt to be but 
50 per cent of the belt thickness, the belt thickness 
would be added to the pulley diameter and the compu- 
tations would be: 36.2 divided by 6.2 multiplied by 200 
equals 1,168 revolutions per minute. Then if the driven 
speed is figured, assuming that the pitch line is 70 per 
cent of the belt thickness out from the pulley, then two 
times 70 per cent of two-tenths of an inch would be added 
to the pulley diameters resulting in the following calcu- 
lation: 36.28 divided by 6.28 multiplied by 200 equals 
1,156 revolutions per minute. 

“Apparently then we can only expect a maximum speed 
of 1,156 revolutions per minute from this machine, neg- 
lecting slip entirely. A mechanic who did not under- 
stand these principles would expect 1,200 revolutions per 
minute, and would attribute the 44 revolutions per min- 
ute difference to belt slippage. Even the difference be- 
tween 1,168 revolutions per minute, as computed in the 
second case, and 1,156 revolutions per minute, might have 
an appreciable effect on production. Thus on drives 
where the driven machine speed must be closely regu- 
lated, the position of the pitch line has an important 
effect and should be taken into account in determining 
the exact pulley sizes.” 

Tests on gravity idler drives were made on a two-inch 
single leather belt operating at 2,000 revolutions per 
minute. The results showed that the idler drive has a 
much: higher overload capacity than the normal drive, but 
that it may slip more at light loads if used on a fluctuat- 
ing load, unless extra weight is used on the idler. 

The following are enumerated as advantages of the 
idler drive: it automatically takes up the stretch; it 


increases the arc of contact on both pulleys, thus allow- 
ing the same load to be carried with less bearing ten- 
fundamentally capable of carrying higher 


sion; it is 

















BUNTIN 


Increasing the Volume 
and Profit Per Sale 


Are your customers still ordering a little piece 
of bearing metal every now and then? 


Are they quite often getting it somewhere else 
when sudden need arises? 


If so it’s because you haven’t realized that the 
bearing metal business is now on a package 
basis. The modern mill supply jobber is selling 
5 bars of Bunting Phosphor Bronze at a time 
and his customer always has metal in the stock 
room when he needs it. 


We will cheerfully tell you more about the 
Bunting Bar Shop Assortment. 


. 
The Bunting Brass & Bronze Co. 
Toledo, Chio 
Branches and Warehe s a 
NEW YORK CLEVELAND SAN FRANCISCO 
245 West 54th St 710 St. Clair Ave., N. E 198 Second St., 
Columbus 7528 Main 5991 Douglas 6245 
PHILADELPHIA BOSTON CHICAGO 
1330 Arch St. 36 Oliver St. 722 S. Michigan Ave. 
Spruce 529¢ Main 8488 Wabash 9153 
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overloads; it saves space because it can be used at very 
short centers; its use makes an efficient drive with large 
pulley ratios, permitting the utilization of the more 
economical high speed motors. 

The disadvantages of the idler drive, in the opinion 
of the research engineer, are: increased initial expense; 
possibility of higher maintenance expense because of 
shorter belt life, caused by reverse bending over small 
pulleys; the weight on the idler must be carefully ad- 
justed or it may operate the belt too tight. 

Experiments to determine the effect of high speed on 
the capacity of leather belts were also made. The re- 
ports state that it was found that in addition to trans- 
mitting more power per inch of width, a high capacity 
belt has its greatest power at a higher speed. The fol- 
lowing conclusions are drawn from the experiment: 

“The speed at which the maximum power, or power 
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peak, of a leather belt occurs, depends upon the frictional 
condition of the leather. A belt with a poor surface 
shows a peak at about 5,000 feet per minute. while a 
good belt might go to a maximum of 8,000 feet per 
minute. 

“Belt speed seems to have about the same effect on 
singles, doubles and triples, so a constant relation be- 
tween their capacities can be established for all speeds. 

“It is possible to transmit power at speeds well beyond 
the speed where the computed centrifugal force equals 
the initial tension. (This value has usally been consid- 
ered the absolute limit of transmission for all belts, the 
idea being that the belt would be forced away from the 
pulley by centrifugal force at this speed, so no power 
could be transmitted.”’) 

As a result of the experimental data, rating charts for 
leather belting have been prepared and also rating tables. 





Machine Tool Exhibition 


The Young & Vann Supply Co., Birmingham, Held Special Store Display 


The Young & Vann Supply Co., Birmingham, Ala., held 
an exhibition of machine tools at its showrooms, 1725- 
1731 First avenue, from January 12 to 24. All tools 
were exhibited under power, and during the two weeks’ 
period of the show, expert demonstrators were on hand 
to explain to visitors the workings of the machines. The 
exhibition was open to the public daily from 9 a. m. to 
5 p. m., and evenings from 7 to 10 o’clock. To announce 
the event and to invite interested persons to attend, the 
company issued a 24-page booklet. In a foreword, the 
purpose of the show is explained as follows: 

“We were prompted in arranging this exhibition 
through the realization of the importance to industry 
of modern machine tools and practice; also by a feeling 
of responsibility to our customers, to at all times bring 
to their attention any means by which they might im- 
prove their operations. 

“The idea of a running exhibition was suggested by 
the fact that many of our customers have, in the past, 
gone to the inconvenience of visiting distant points for 
the purpose of studying equipment and methods. The 
rapid industrial growth and development of the ter- 
ritory served by us, has led us to feel that an exhibit 
of machine tools and a demonstration of the most 
economical production methods and _ shop _ practices, 
would be justified as a constructive service. 

“The machines on exhibit, which are catalogued in 
the following pages, embody the latest improvements in 
their respective lines, and will be demonstrated by men 
who, through long experience, are not only familiar with 
the full possibilities of their own machines, but can 
advise with authority in reference to the best practice 
on any like machines. 

“We have arranged to conduct this exhibition along 
such lines that its influence in an educational way will 
be of the greatest possible value to any one attending, 
and feel sure our efforts will merit the interest and 
attendance of our friends.” 

Among the manufacturers who co-operated with The 
Young & Vann Supply Co. in the arrangements for the 
exhibition were: The American Tool Works Company, 
Barnes Drill Co., Brown & Sharpe Mfg. Co., The Canton 
Foundry & Machine Co., The Chisholm-Moore Mfg. Co., 
The Cincinnati Electrical Tool Co., The Cleveland Twist 
Drill Co., Colonial Steel Co., The Columbian Hardware 
Co., Delta File Works, Kearney & Trecker Corporation, 


Landis Machine Co., Norton Company, Plimpton Lift 
Truck Corp., Racine Tool & Machine Co., Skinner Chuck 
Co., Smith’s Inventions, Inc., The Henry G. Thompson 
& Son Co., The Warner & Swasey Co., and Wilmarth 
& Morman Co. 

J. A. Vann, president of The Young & Vann company, 
made the following statement to MILL SUPPLIES about the 
success of the enterprise: 

“We have been very highly complimented on the 
exhibition, and it has created a great deal of interest 
in this district as the tools we have shown are the very 
latest manufactured, containing all the new improve- 
ments. Of course, the cost of staging the affair has 
been considerable, and as far as actual sales go, we 
have not made anything like profit enough to cover the 
expense. We believe, however, that we are sowing 
wheat and hope to reap the harvest later. We of course 
realize that it means we will have to work as our com- 
petitors are alive and will, naturally, profit more or less 
by our enterprise, but that is all right, and we do not 
regret doing what we have done.” 


Mr. Vann further stated that in addition to getting 
out the announcement book, his company advertised 
extensively in all the daily papers of Alabama and fol- 
lowed this up with an intensive mail campaign. 


ek 


Wire Mills and Products 


Wire mills and wire-drawing departments of rolling 
mills and other establishments in 1923 reported products 
valued at $472,864,296, an increase of 88.2 per cent as 
compared with $251,234,826 in 1921, and of 20.4 per cent 
as compared with $392,601,073, in 1919. The data were 
compiled from reports made by 113 establishments com- 
prising 64 independent wire-drawing mills, 32 wire-draw- 
ing departments of steel-rolling mills, and 17 wire-draw- 
ing departments of other establishments, such as brass 
and copper rolling mills and plants engaged in the man- 
ufacture of electrical equipment. The total output in- 
cludes all wire manufactured for sale as such, together 
with wire products—barbed wire, woven wire, wire nails 
and spikes—made by wire-drawing plants, but does not 
include wire products made from purchased wire by 
establishments not equipped with wire-drawing ma- 
chinery. 





75 








































The Sign of Real 
Wire Rope 


Wickwire Rope has always been 
a good will builder. It is made to 
stand up against the stress and 
strain of long and continual ser- 
vice. The Wickwire Spencer rope 
mill is equipped to supply you with 
all standard kinds and sizes of 
first quality always. 


Every process in the manufac- | 


ture of Wickwire Wire Rope from 
mines to finished product is con- 
trolled within the Wickwire 
Spencer organization. 








Wickwire Spencer Steel Corporation 
General Offices 


41 East Forty-second Street New York 
Worcester Buffalo Philadelphia Cleveland Detroit 
Chicago San Francisco Los Angeles Seattle 
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Steel Shelving 


Modern steel construction 
Strength — combines strength with light 
weight. 
°1: Fire-resistive—oil, water 
Durability — "4 wear proof. 
= — Installed or rearranged 
Simplicity — easily and quickly, with 
ordinary tools. 
*1: Arranged to store any 
Adaptability—<orincdity. 
10% to 30% greater 
¢ __ Storage capacity. 
Economical Moved or altered 
without depreciation, 
Shelving, Files, Desks, Transfer Cases, Safes, 
Counter-heights, Sectional Cases, Accessories and Supplies 
THE GENERAL FIREPROOFING CO. 
Youngstown, O. Dealers Everywhere 
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Mills & Lupton’s New Home 


Chattanooga Supply House Now Occupies Five-Story and Basement Building 


Mills & Lupton Supply Company, Chattanooga, Tenn., 
has moved into a spacious five-story and basement build- 
ing at 1160 Market street, containing approximately 
75,000 square feet of floor space, all of which is occupied 
by the company. The formal opening of the new home 
took place on Monday, January 19, and marks a new 
period in the history of the company which began busi- 
ness in 1909 in a small store building on Carter street, 
with a bookkeeper, a stenographer, one city salesman and 
a horse and wagon. 

Until the removal to the present new quarters, the 
company had for some years occupied a building at 1146 
Market street, and an additional space in an adjoining 
building. Expansion of business made the need for more 
commodious quarters a crying necessity, and while in- 
vestigating available sites, the company decided upon the 
present building, which was formerly occupied by a 
wholesale grocer, whose business was recently merged 
with that of another company. 

After the acquisition of the building, the company be- 
gan work on a scientific arrangement of shelving, bins, 
racks and every modern method of handling stocks. Plans 
were drawn and receptacles provided for 10,000 different 
items of stock. The transmission of goods was carried 
out by first placing the articles to be moved on warehouse 
trucks, detailing the latter to the rear of the building 
and then placing them on specially constructed flat rail- 
road trucks on which they were moved to the new build- 
ing. 

The first floor is devoted to general offices and to a 
modern machine shop. On the second floor is the elec- 
trical department. The third floor contains miscellaneous 
supplies. On the fourth floor are the stocks of wire, rope, 
belting and transmission appliances. The fifth floor con- 
tains miscellaneous machinery and tools, as well as roof- 
ing and insulating materials. The basement is stocked 
with steel products such as nails, shafting, pipe and con- 
duit; also paints, oils and the overflow of electrical appli- 
ances from the second floor. 

The machinery department stocks woodworking and 
metalworking machinery, contractors’ equipment and 
supplies, complete laundry installations and other allied 
supplies. A force of erecting engineers is maintained to 
handle installation work. 

The electrical department is now one of the most active 
divisions of the Mills & Lupton business, and complete 
stocks of standard electrical merchandise are carried at 
all times. 

To announce the opening of its new home, the company 
utilized a 12-page section of a local newspaper. In addi- 
tion to advertising of numerous manufacturers whose 
products the company stocks, the paper also contains a 
special article on the general subject of the necessity of 
mill supply houses, numerous stories of various lines 
-arried in stock and pictures of the new building, officers 
of the company and salesmen. 

The officers of the Mills & Lupton Supply Company 
are: President, George B. Adams; vice-president, treas- 
urer and general manager, S. E. Stern. Mr. Adams is 
also president of several other large organizations and is 
prominent in Dixie business circles. Mr. Stern is an 
engineer by training and is especially interested in scien- 
tific methods of doing business. The general sales man- 
ager of the company is John B. Crimmins, who has been 
in the mill supply business for many years. F. J. Pem- 


berton, the company’s buyer, is another ‘old-timer’ in 
the supply field. C. T. Kimball is manager of the ma- 
chinery and small tool department, W. J. Wootton man- 
ages city sales, Arthur J. Gomilla has charge of the 
roofing, belting and transmission department, and Sid- 
ney Steinau is manager of the electrical department. 





COLONEL PECK RETIRES 
Works Manager of Cleveland Twist Drill Was Presented With 
Watch as Token of Esteem from Associates 

Colonel Eugene C. Peck, after a service of almost a 
quarter of a century as general superintendent and later 
as works manager of the Cleveland Twist Drill Company, 
Cleveland, has retired from active management. He will 
continue, however, as a stockholder in the company and 
as a member of the board of directors. 

During the course of a long and distinguished career 
Colonel Peck has been an outstanding figure in the tool 
industry. 

On behalf of the board of directors of The Cleveland 
Twist Drill Company F. F. Prentiss, vice-president, pre- 
sented Colonel Peck with a wrist watch and wrote him 
the following letter: 

“It doesn’t seem twenty-five years ago that I met you 
in Mansfield, Mass., and urged you to come west and 
join Mr. Cox and myself in building a drill plant whose 
product would have the best reputation in the world. This 
was a youthful and ambitious dream, considering our 
principal competitor was an old and well established firm 
with an enviable reputation and selling its drills all over 
the world, but this did not discourage you or us, and you 
decided you were willing to try it on, and in due time 
came to Cleveland and entered our employ June 1, 1900, 
as inventor, designer and draftsman. You immediately 
started designing and building fixtures and machinery 
that greatly improved and increased our product. 

“A few years later you were made superintendent, 
and at once you introduced methods that reduced cost 
and again improved and increased output. From that 
time to the present you have had entire charge of the 
manufacturing department, and owing to your skill and 
ingenuity have equipped the plant with the best and most 
efficient drill machinery of any twist drill plant in the 
world. In addition to being an inventor and draftsman, 
you developed superior executive ability, and as general 
superintendent your management made our factory rank 
as one of the model plants of this city. 

“Mr. Cox and I recognize your inventive genius, wise 
counsel, faithful performance of duties and loyalty, and 
by these you have been an important factor in establish- 
ing the fine reputation for our product and making the 
company a success. 

“It is with sincere regret we realize you too are 
advancing in years and feel you must join the retired 
list and become a consultant along with Mr. Buckwell 
and ourselves. In taking this action we should like to 
present you with a slight remembrance or symbol of 
conscientious service and work well done, so it is with 
genuine feeling of affection for you that your old asso- 
ciates, the members of the board, unite in presenting 
you with a wrist watch which we hope will be your con- 
stant companion, and signify our feeling of friendship, 
and we are heartily glad that you can now take a well- 
earned rest after a full, busy and useful life.” 
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SAGINAW MANUFACTURING COMPANY 
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Com pletely 
equipped. 


Dumore products are ‘“‘want- 
ed” products because they 
have established a reputation 
for their ability to work hard 
and wear well. Buyers have 
come to expect only the high- 
est type of efficient, satisfac- 
tory service from Dumore 
products—and that’s the only 
kind they get. 

That’s why any tool or appli- 
ance bearing the Dumore 
name is easy to sell. And be- 
cause it’s easy to sell, the Du- 
more line presents jobbers 
and dealers with a real oppor- 
tunity to increase profit. 

In addition to the consumer 
good will enjoyed by Dumore 
products, we offer a compre- 
hensive selling plan, national 
advertising and generous dis- 
counts to further interest the 
man whois on the lookout for 
profitable propositions. 

If you’re curious, just drop us 
a line and we’ll tell you the 
whole story. 
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Wisconsin Electric Co. 
45-16th Street, Racine, Wis. 
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The Black & Decker Mfg. Co., Towson, Md., has issued 
a new catalogue, No. 8, describing and illustrating its 
portable electric tools, including electric drills, grinders, 
valve grinders, tappers, screw drivers, socket wrenches, 
post and bench drill stands and electric bench and ped- 
estal grinders. The catalogue also contains several half- 
tone illustrations of the company’s plant and of views 
at Towson Heights, the Black and Decker community 
near Baltimore. The cover design is an unusually attrac- 
tive one, embossed in gold, black and red colors. 

The Inc., Foxboro, Mass., has issued a 
new bulletin, No. 96-1, describing its line of indicating, 
recording and controlling instruments. 


Foxboro Co., 


Palmer-Bee Co., Detroit, manufacturer of speed re- 
ducers and conveying systems, has issued a_ bulletin, 
No. 45, describing its mill type and worm reducers, and 
flexible couplings. The bulletin contains 48 pages of 
descriptions, illustrations, tables and price lists. It tells 
how to select a speed reducer. Copies will be sent to 
interested manufacturers and jobbers. 

The Westinghouse Electric and Manufacturing Com- 
pany, East Pittsburgh, has issued a 52-page book de- 
scribing the company’s engineering achievements for the 
year 1924. Among the achievements which are pointed 
out is the development of a new motor designed particu- 
larly for industrial use in drives where the character- 
istics of a synchronous motor are desirable and where 
high starting torque with low starting current is essen- 
tial. The new motor is a combination of a 
synchronous motor with a standard magnetic clutch 
arranged so as to form a compact unit. The book also 
illustrates and describes other Westinghouse products for 
industrial use. 


standard 


The Illinois Malleable Iron Co., Chicago, has issued a 
new catalog, J-1925, containing 130 pages of listings, in 
addition to cover and index. 

Geo. W. Diener Mfg. Co., Chicago, has issued a new 
catalogue, No. 25, covering its complete line of fire ex- 
tinguishers, safety cans and appliances. A unique fea- 
ture of this new book is that the illustrations are repro- 
duced in actual colors of the goods described. The issu- 
ance of this catalogue comes at a time when the Diener 
company is celebrating its 25th business anniversary. 
The company’s new jobber’s discount sheet applies to 
this catalogue, effective December 10th. 

The United States Electrical Tool Co., Cincinnati, has 
recently been distributing a sixteen-page revised price 
list. This booklet is designed as a dealer’s help, with 
space on the cover for imprinting the dealer’s name 
and address. 

Metalwood Manufacturing Company, Detroit, has just 
issued a new catalog of its hydraulic and hydro-pneu- 
matic presses. It contains 88 pages of descriptions and 
illustrations. 

W. A. Jones Foundry & Machine Company, Chicago, 
has issued two new catalogues, Nos. 31 and 32. The 
first covers the company’s power transmission machinery, 
including shaft hangers, pillow blocks, couplings, col- 
lars, belt tighteners, mule stands, bench legs and other 
allied products. It is well illustrated, and contains lists, 
dimensions, tabulations and the latest data on the com- 
pany’s appliances. The second of these new catalogues 
covers the Jones line of sprocket wheels and chain belt- 








ing, including illustrations, price lists and complete speci- 
fications on sprocket wheels, chain belting, chain tight- 
eners, elevator boots, buckets, bolts, hand wheels and 
other accessories. 

Charles A. Hones, Inc., Baldwin, L. I., manufacturer 
of automatic blast gas industrial equipment, has issued 
a new catalog covering its complete line of soldering 
furnaces, burner torches, soft metal furnaces, radiator 
dipping outfits, urn burners and special burners. The 
catalog contains illustrations, descriptions price 
lists. 


and 


The National Tube Company, Pittsburgh, has issued a 
bulletin, No. 25, under the caption, “ ‘National’ Pipe in 
Large Buildings.” This is a 76-page book in 8'% in. by 
11 in. size. In addition to showing some representative 
types of buildings in which the company’s pipe is used, 
the book contains specifications for pipe and tables of 
weights and dimensions, chapters on pipe bends, pipe 
columns, solid and tubular beams, hand railings, safety 
factors and safe loads, properties of pipe and other useful 
data. 
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Roller-Smith Company, 233 Broadway, New York, has 
issued a bulletin, No. 530, describing its circuit breakers, 
including a new double pole “interlocked trip’ breaker 
and a new “shock proof” breaker. 

Walden-Worcester, Inc., Worcester, Mass., manufac- 
turer of wrenches, has issued a new catalogue covering 
its complete line. In the announcement to the trade sent 
with each catalogue is contained a miniature catalogue 
which contains several new wrench items which have 
recently been added to the company’s line. 


Boston Woven Hose & Rubber Co., Cambridge, Mass., 
has issued a new book of “Standards of Practice for 
Rubber Belting.” It contains 72 pages of text, written 
in simple language so that it may be easily understood 
by any reader. Chapters in the book are devoted to 
descriptions of general principles of rubber belting and 
of the company’s own brands, also rules for the applica- 
tion and care of rubber belting and rules for belting 
practice. 

Century Brass Works, Inc., Belleville, Ill., manufac- 
turer of sanitary bubblers and drinking fountains, has 
issued a catalogue “L,” covering its entire line of prod- 
ucts. The catalogue contains 34 pages of listings, in- 
cluding descriptive text, illustrations and price lists. 

Braiding & Packing Works of America, Inc., Brooklyn, 
has distributed to the jobbing trade copies of standard 
loose leaf catalogue sheets covering the company’s pack- 
ings. The sheets are not punched in order to allow the 
individual distributor to punch them according to his 
own binding posts. 


High Mileage for Trucks 

Those mill supply manufacturers and distributors who 
use White trucks in their delivery service, and there are 
many of them who have one or more of this make, will 
be interested in an announcement which the White com- 
pany has recently made, showing that thousands of trucks 
have exceeded 100,000 miles of service, while some, the 
company claims, have gone so far as to exceed 500,000 
miles. In connection with this claim the company re- 
ports that they have records to prove that 4195 owners 
of White trucks have reported their trucks to have run 
100,000 miles or more. It would be interesting to know 
whether any mill supply manufacturer or distributor is 
included in this “big mileage” list. 
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Glenn G. Howe 


Glenn Grenville Howe, for many years senior vice- 
president of the Link-Belt Company, passed away at his 
home in Muskegon, Mich., on Christmas day, 1924, follow- 
ing a long illness. His first connection with the Link- 
Belt organization was as a 16 year old office boy in 1877. 
He was mechanically inclined and gradually worked up 
in the manufacturing end of the business to the position 
of superintendent of the Ewart Manufacturing Company, 





GLENN G. 


HOWE 


and when that company, the Link-Belt Machinery Com- 
pany and the Link-Belt Engineering Company were 
merged into one in 1906, Mr. Howe became vice-president 
in charge of the company’s Indianapolis operations. He 
continued as senior vice-president until failing health 
led to his retirement from active business. 

Later, with returning health, he organized the Howe 
Chain Company at Muskegon, and served as president of 
that organization. Late in 1923 Mr. Howe was stricken 
with an illness which finally resulted in his death. In 
January, 1924, the Howe Chain Company was sold to the 
Link-Belt Company and is now operated as the Howe 
chain plant, specializing in chain manufacture. 

Eugene A. Eddy 

Eugene A. Eddy, owner of the E. A. Eddy Machinery 
Co., Providence, R. I., dealer in machinery and tools, died 
in that city on Monday, November 24, at the age of 48. 
He had been connected with the machinery business all 
of his business life, and established his own business a 
quarter of a century 
machinery. 


ago, specializing in jewelers’ 


Andrew Z. Boyd 

Andrew Z. Boyd, president of the A. Z. Boyd Co., Inc., 
126 Chambers street, New. York, died at his home in 
Brooklyn... Tuesday,,..Dec. 30, after an illness of three 
weeks.» Mr. Boyd-enjoyed a wide acquaintance with mill 
supply and hardware manufacturérs, many of whom his 
company represented in eastern territory. Mr. Boyd has 
for some time been eastern distributor for the Ferry Cap 
\& Set Screw, Company, & avelantk x: 
; Mr. Boyd was in his fifty-eighth year. In his earlier 
tbusiness career he had been. a. salesman for the Whitman 
i& Barnes ‘Mfg. Co., later being in charge of the com- 
;pany’s export department, He then formed a partnership 





with Benjamin S. Alder under the firm name of Alder & 
Boyd. After five years of this partnership Mr. Boyd 
started in business under his own name, and for the past 
17 years the company has been at its present business 
address. 
Charles A. Allen 

Charles A. Allen, for the past 30 years New York 
manager for the American Steam Gauge & Valve Mfg. 
Co., which is now part of the American Schaeffer & 
Budenberg Corporation, Brooklyn, died at home in that 
city, Dec. 24, in his sixty-ninth year. Mr. Allen was 
born in Brooklyn. In his earlier business career he was 
connected with Rumsey & Co. and the Silsby Fire Engine 
Co. He had a wide acquaintance with mill supply and 
machinery men. 


Clyde O. Sherwood 
Clyde O. Sherwood, for 13 years salesmanager of the 
Ross-Willoughby Company, Columbus, Ohio, distributor 
of mill, mine, railroad and contractors’ supplies, died 
Wednesday, January 7, after an illness with nephritis. 
He was 46 years old at the time of his death and had 
been connected with the Ross-Willoughby company since 
youth. Asa mark of respect the company closed its store 
at noon on Friday, January 9, the day of the funeral. 
Mr. Sherwood was a member of Goodale lodge of Masons, 
Mt. Vernon Commandery Knights Templar and the 
Shrine. He had a wide acquaintance among mill supply 
manufacturers. 

Gene Stratton-Porter 

Gene Stratton-Porter, noted novelist and president of 
the Kendallville Broom & Brush Co., Kendallville, Ind., 
was killed in Los Angeles on Saturday, December 6th, 
when her automobile collided with a street car. 

In the December, 1923, issue of MILL SUPPLIES, Mrs. 
Porter gave an explanation of how she happened to be 
connected with the Kendallville company, and also stated 
her conception of a woman’s place in the business world. 


——— 


More Industrial Building 
Following an survey “The Architectural 
Forum” forecasts another five-billion-dollar building vear 
for 1925. Of this total, it is estimated that the cost of 
industrial buildings will be $392,367,000. The geo- 
graphical division of this work is as follows: Northeast- 
ern states, $37,770,000; north Atlantic states, $115,089,- 
000; southeastern states, $7,191,000; southwestern states, 
$13,698,000; middle states, $178,050,000; western states, 
$40,569,000. This represents an increase in industrial 
projects as compared with 1924 in all sections except the 

north Atlantic and the southeastern states. 


extensive 
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Standard Purchasing Forms 

A national conference held under the auspices of the 
division of simplified practice of the Department of Com- 
merce at Washington on January 14 adopted standard 
invoice, purchase order and inquiry forms for recom- 
mended use by all branches of American industry and 
commerce. Forty-five organizations, including pro- 
ducers, distributors and consumers, were represented at 
the conference, which was called at the request of W. L. 
Chandler, secretary of the National Association of Pur- 
chasing Agents. Copies of the forms adopted may be 
secured upon application to the division of simplified 
practice, or to the National Association of Purchasing 
Agents, Woolworth Building, New York. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 








The material used in the manufacture of VOGEL closets is the best to be obtained \ 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 


weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 









































Where is the jobber, or user 
either, who has not heard 
the name and fame of 


COCHECO BELTING 


Made and sold for eighty years on one standard, 
one plan, “the best that can be made at the lowest 
possible price.” 

If you handle leather belting it will pay you to 
write us. We are looking for reputable jobbers who 
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JOBBERS WRITE US FOR NEW CATALOG 


LIDSEEN PRODUCTS 


830-840 South Central Avenue Chicago 























are looking for a belt like Cocheco and who want to 
arrange for an exclusive agency 


Are you interested? 
I. B. Williams & Sons 


Dover N. H. 


71-73 Murray St. 14-16 N. Franklin St. 157 Summer St. 
NEW YORK CHICAGO BOSTON 
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New Products 








The Penberthy Injector Co., Detroit, has patented 
and placed on the market a new model “R” automatic 
cellar drainer, which the company states has a greater 
capacity, with less water consumption and with 50 per 
cent more efficiency than the company’s old models of 
corresponding sizes. The improvements are built 
around the old center tube construction. A small sump 
below the floor level provides a drainage water level for 


actuating the float, which starts and stops the cellar 
drainer automatically. 
which 


The only moving parts are in 
is located above the water. Beveled 


bbuce 


the valve, 





brass seats are used, and a city water strainer ahead 
of the valve is said to prevent scale from entering and 
scoring the seats. The valve disc is full floating. The 
lever is made adjustable for water pressure. The valve 
is of improved rotary type. The lever is counterweighed 
so as to act perfectly neutral so far as opening or closing 
the valve is concerned. The valve plug recess is adapted 
to take 44-inch pipe bushing in case a pressure gage 
reading is desired, or when an air chamber is needed. 
Strainers are provided for both the pressure water 
supply line and the ejector sump inlet. The device 
may be used wherever drainage water accumulates and 
steam or water pressure is available. The popular size 


has 44-inch pressure water supply and one-inch dis- 
charge pipe. 
H. B. Sherman Manufacturing Co., Battle Creek, 


Mich., manufacturer of brass goods, has placed on the 
market a new battery clip which has several features. 





It is made in one piece, and of a special spring steel 
coated with hot lead to withstand fumes. There are no 
places where frictional wear can remove the lead and 
permit corrosion, nor loose parts to permit the clip to 
come to pieces. It is claimed that the electrical current 
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is carried through every part of the new clip with an 
even distribution, and that the construction is such that 
it will cling under all circumstances, and can not be 
knocked off by an accidental blow. The new clip is being 
made in two sizes, one for automotive work, the other for 
charging radio A batteries. 


Blacker Engineering Company, Inc., Grand Central 
Terminal, N. Y., has just announced that it is placing on 
the market a new product, a mechanical blacksmith l-elp- 
er, a power hammer which the company claims to be 
an absolutely new departure. The new device can be 
operated so that one man can perform forging opera- 
tions without the aid of anyone. The blow can be regu- 
lated, striking any part of the anvil face desired. The 
hammer raises to its maximum height before it takes 
its downward course. Conveniently placed boot treadles 
control the force and rapidity of the blow as well as its 
striking position on the anvil face. The company claims 
that any forging that can be performed today by a 
blacksmith with one or two helpers, can be done better 
and quicker by the blacksmith himself and the new 
device. 


Stamford, 


Co., 


The Yale & Towne Manufacturing 
Conn., has placed on the market a 
new ball bearing spur-geared chain 
block. It is claimed to be the latest 
development in this type of hoist. 
Large size ball bearings are intro- 
duced to support the load sheave. 
The bearings contain chrome va- 
nadium steel balls. The top hook, 
crosshead, suspension plates, load 
sheave, electric welded load chain, 
detachable shackle, bottom 
head and hook are all steel. It is 
claimed that the mechanical effi- 
ciency of the block has been in- L 
creased greatly by the introduction 
of these ball bearings. The bear- 
ings are located in small chambers, 
and provision is made by means of 
steel and felt washers to prevent 
dust and grit from entering them. 
Continuous lubrication of bearings, 
driving pinion, shaft and driving 
gears is another feature of the new 
block. The blocks are being manu- 
factured in sizes ranging from 14 
ton to 20 tons capacity. 
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The Cutter & Wood Supply Co., Boston, is placing on 
the market a new broaching tool which is made up of 
several cutters, any of which may be detached. The new 
tool is intended for use in repair shops for work in 
broaching connecting rods, steering knuckles, pulleys, 
gears and bushings. It is composed of a body, a pilot, 
and five cutters when assembled for use. The nominal 
sizes of the broaches vary from a diameter of 1% inch up 
to 14% inch by steps of 1/32 inch. 

William L. Procunier, 18 S. Clinton street, Chicago, 
who recently announced a new quick change chuck, has 
now placed on the market several new tools, including 
a tapping attachment, a stud setter, a die holder and a 
friction tapping chuck. The tapping attachment is 
equipped with a quick change chuck which enables the 
operator to change tools while the machine is in motion. 
The stud setter is made with either friction or positive 
drive, the former being equipped with a friction device 
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AUTOMATIC SAFETY TURNER StoTOR(H 
VALVE i 


Prevents excess pressure 


SEPARATE NEEDLES 


Obviate enlarged orifice, so com- 
mon on ordinary torches 


PISTOL-GRIP HANDLE 


Comfortable and convenient 


INTENSIFYING BAFFLE 


Perfectly gasifies either gasoline 


or ke rosene, 


hese are exclusive blotorch patents found only 
in Turner Blotorches. Turner is the fastest 
selling blotorch in the world. And every one 


is FEARLESSLY GUARANTEED. 


Turner Plumber’s Furnaces Are Also Without 


Equal 


CT HE TURNER BRASs WORK' 
The Worlds Largest Exclusive Manufacturers of 








Newton St., Sycamore, IIl. 


Blow Torches, Fire Pots and Brazers 
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Ford Triblocs are quality hoists— 


built to make friends and keep them. The 

facts are in Catalog 6-B. Send for your copy. 3 
isk also for Bulletin 4-G, describing and 3 
illustrating the ‘“‘Ezeejoin’” Shackle. 


Ford Chain Block Company 


2nd & Diamond Streets, Philadelphia, Penna 














CHAIN HOISTS 











Every Factory 
a Potential Buyer 


Modern engineering practice of connecting the 
motor direct to the driven machine makes 
every factory, plant and mill of any appreciable 
size a “live” prospect for speed reducers. 


The many distinct advantages of these enclozed 
oil-tight, dust-proof, accident-proof and fool-proof 
drives over open gears, chain, belt, and rope 
methods of transmitting power are so obvious and 
effect such marked economies in floor space, power 
consumption, maintenance cost and attendance 
upkeep that little sales effort is required on the 
part of the jobber. 


Neither is it necessary for a saleman to be an 
engineer. The ratios, horse power capacities and 
dimensions of the various size reducers are so 
simply arranged in our Speed Bulletin that it is an 
easy matter to select the proper size reducer for 
a given purpose. Just fill out one of our standard 
data forms, and our Engineering Department will 
assume all responsibility in connection with the 
proper functioning of the reducer. 


Send for a copy of Bulletin 245 now, and reap 
your share of the profits being made on this class 
of power transmitting machinery. 







Cover Removed— 
Accessibility! 





Patented 6-10-21 
Other Patents Pending 





PALMER-BEE COMPANY 
DETROIT MICHIGAN 


Manufacturers of 


Palmer-Bee 


MILL iB} TYPE 


REG. U. S. PAT. OFF. 


Speed Reducers 


Conveyors for Every Purpose 
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which will slip when the strain becomes too great. The 
die holder permits external threading to be done on 
drilling machines; a balanced reversing mechanism will 
back off at twice the speed at which it was driven. The 


friction tapping chuck permits the tap to be driven to 








the bottom of the hole. The safety friction will slip 
when the strain becomes too great. In the accompanying 
illustration, the stud setters are shown to the right of the 
tapping attachment, the die holder at the extreme left, 
the friction tapping chuck on the left of the attachment, 
with tap inserted. 


Gustave Lidseen, Chicago, has added a new pump oiler 
to its line. The new oiler is self-priming and, it is 
claimed, will handle perfectly at extreme temperatures 
any oil from gasoline to the heaviest grade of transmis- 

sion lubricant. By means of the operat- 
\ ing lever, the oil may be forced to a great 


height in any quantity desired. The can 
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is drawn from heavy steel and has triple interlocked leak- 
proof joints. The spout is also of steel and has a welded 
seam, attached to the cam by curved flanges and locking 
members. A wide opening for filling is embodied as in 
the company’s force feed and push bottom oilers. The 
construction is simple and sturdy. In all outward ap- 
pearances the oiler is identical with the force feed oiler. 
The pump feature is embodied in and attached to the 
spout and not to the can, permitting the entire pumping 
mechanism to be removed with the spout. Any injury 
to the can will not impair the operation of the oiler. No 
leather washers or packing of any kind is used. All parts 
of the pump mechanism are of brass. The piston tube is 
actuated by an operating lever, and slides in a sleeve of 
the same material, working against a spring located in 
the cylinder resting on the base of the piston and the top 
of the sleeve. Two valves, an inlet and an outlet, are 
located at the base of the piston-tube and at the extreme 
top of the sleeve, respectively. 

The Flexible Steel Lacing Company, Chicago, has 
revised its line of expanded metal lamp guards to a 
series of only 34 numbers, and has also reduced its 


prices on this line. Both the regular key locking and 
the screw locking types are now made in sizes for stand- 
ard brass and 1 5/16, 1 1/2 and 1 5/8 inch weather- 
proof sockets for lamps of 60 watt or less and 150 watt 
or less. The mill type guards are made for similar 
range of socket sizes in both styles. The reflector guards 
are made in sizes for standard brass and 1 1/2 inch 
weatherproof sockets in both styles. The portable guards 
are made for standard brass and 1 1/2 inch sockets. 





WALWORTH COMPANY CHANGES 
Charles W. Watson Has Resigned as Western Sales Manager to 
Become Officer of Los Angeles Company 

Charles W. Watson, who since 1921 has been manager 
of sales for the western division of the Walworth Manu- 
facturing Company, resigned recently to enter business 
as an officer and director of Shinn-Holtz-Lyon Company, 
Los Angeles, jobber of plumbing, waterworks and engi- 
neering supplies. Mr. Watson has been identified with 
the Kewanee plant since 1897, when he became a clerk 
in the Western Tube Company. He was order chief dur- 
ing the period when the plant operated as the Kewanee 
works of the National Tube Company. In 1920 he became 
assistant manager of sales of the western division of the 
Walworth organization, the next year being appointed 
manager. 

Mr. Watson’s resignation became effective January 12, 
and the same day Clyde Goza was appointed manager of 
sales of the western division, with headquarters in 
Kewanee, and E. B. Keane, formerly assistant to the vice- 
president of the company at the general offices in Boston, 
was appointed assistant general manager of sales and 
will be located at 222 North Desplanes street, Chicago. 
Mr. Keane will have supervisory control of the western 
division sales department. 





ANVIL COMPANY REORGANIZED 


New Interests Who 
Add to Former Line and Expand the Business 


Old Columbus 


Industry will 


Acquired by 


The Columbus Anvil & Forging Co., Columbus, Ohio, 
has recently been completely reorganized, according to 
an announcement by the management, and the new com- 
pany has taken over the name, good-will and other assets 
of the old organization, which has been manufacturing 
wrought iron anvils for the past 24 years. 

In addition to the line formerly made, the new com- 
pany will specialize also in tool steel rings for dies, both 
cutting and drawing; composite rings and _ general 
machine forgings. It is expected that the factory will 
be operating at full capacity within a short time. 

The officers of the new organization are: President, 
J. E. Finneran; vice-president, W. C. Speck; secretary- 
treasurer, W. J. Bennett; general manager, T. N. Long. 





Decision Expected Soon 

The National Supply and Machinery Distributors’ As- 
sociation will announce the time and place of holding its 
twentieth annual convention as soon as the votes of the 
members are received and tabulated. Under date of 
January 24th, Secretary-Treasurer George A. Fernley 
sent out the blanks containing the questions in reference 
to the convention. The members were asked: First, 
whether they intended to attend the convention; second, 
their choice as to the place of the convention with Chi- 
cago, Detroit and Atlantic City as the cities under con- 
sideration; third, what week in May would be most con- 
venient for the gathering. 
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Nothing Takes the Place 
of Good Performance 


Any product entering a field already consid- 
y | f . 





ered crowded must have unusual merit to estab- 
lish itself in a few years. 

This is the record of STANLEY SOLID 
WOVEN COTTON BELTING. The path was 
not easy. STANLEY had to make good in places 
where other belts had failed. | 

But STANLEY did it! Nothing takes the 


place of good performance. 


A growing group of leading jobbers have 
oftered the good performance of STANLEY to 
their trade. Complete data upon request. Write! 


Stanley Belting 
Corporation 


15 N. Jefferson st. 
CHICAGO 


AGF 4s 
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320 Broadway, 
NEW YORK 
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Machine Molded Gears 


This method as used by Poole represents the 
highest development of gear moulding and pro- 
duces cast gears practically as accurate in pitch as 
commercial cut gears. 





We can furnish gears of any size, kind or type 
for every industrial purpose—no patterns neces- 
sary——just give us your specifications. 


We also make speed transformers, castings and 
special machinery. 


Our Catalog No. 259 will aid in your Gear problems 


Poole Engineering & Machine Co. 
BALTIMORE, MD. 

































Flexible Blades G ; 
Tanged Y= Fully 


Half-Round AV Guaranteed 
Bastard XN 
Smooth 


We carry a full line of files. 
Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
116 Broad St., New York. N. Y. 


Minneapolis, Minn. Montreal, Can. 














OUR Service 


To give the users of our blades a better service, we 
offer the Victor Shop Chart as a guide in the 
proper selection of blades for your different needs. 


This chart is arranged in a very unique way and 
may be placed on the shop wall for the easy use 
of all mechanics. 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 


This chart will be mailed to any mechanic giving his name 


and where employed. Enclose 10c for postage. 
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NEW MYERS CALENDAR ISSUED 


Combines Many Unique Features, Chief Among Them Being the 
Catalogue Listings of Company Products 

One of the most unique calendars issued in the mill 
supply field each year is that of The F. E. Myers & Bro. 
Co., Ashland, Ohio. First of all, it is an unusual size, 
being 1634 inches wide and 48 inches long. Secondly, it 
is not only a calendar; it is a catalogue. In fact, the 
catalogue feature outshines the calendar. Approximately 
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100 items of the Myers line are illustrated, grouped into 
five distinct sections. In addition the company’s trade 
marks and slogan are given effective display. 

This type of calendar-catalogue has been found to be 
an exceedingly valuable publicity feature by the Myers 
company. John C. Myers, vice-president of the company, 
states that this year between 50,000 and 60,000 copies 
have been distributed to the trade, and that his salesmen 
report that they are not only appreciated, but that they 
are usually placed in the same position in dealers’ stores 
year after year. The accompanying illustration is a 
miniature reproduction of the 1925 catalogue section. 
The calendar, which does not appear in this picture, on 
the completed poster is stitched on just below the com- 
pany’s address, and is only 24% by 4 inches. 





Talk these points 
and sell more drills 





CHROME NICKEL! 
STEEL GEARS / 


important to you, 














CHEAPER gear might 
be used—but here again 
U. S. goes to the extreme. 


All the gears are Chrome 
Nickel Steel, hardened, run in 
grease. As your U. S. leaves 
months of gruelling service be- 
hind, this quality and tough- 
ness will become apparent. 
The drill will carry on with its 
trouble-free service. 











Zhe UNITED STATES 


ELECTRICAL TOOL CQ 
CINCINNATI,OHIO. 


of Portable Elec- 
tric Drill Prac- 
tice Sent free 


nm request. 




















Standard 
Equipment 


District Sales Offices and Service Stations 


Boston Detroit Philadelphia 
Buffalo Houston Pittsburgh 
Chicago Kansas City St. Louis 
Cleveland Minneapolis Toledo 

New York 


Complete stocks carried in all service stations 
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Get the 
»>MEDARP 
Wood Split 
PULLEY 
from Stock! 


@ What are the sizes, 


regardless of what 
quantities, you want 


shipped TODAY? ‘ 

© Wire them— phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 
@ You can always get them from stock, and for a fair 
pric e, at ° “Me dart’s.” 





MR. SUP DEALER RW have been engaged in the 
Pulley bu nd 
about mak Z 
€ TTF I 
ness is sui DY 
wo uldn’t think of ru is ghtest risk of impat 
value o r most valued asset ur Goc vd Will. 
Get the “ME DART * Woop SP L IT PULLEY from stock! 


THE MEDART COMPANY 


r lart Pa 
General Offices and Works: ¥* iy U. aS. A. 


Office and Warehouse, CINCINNATI 


Offices 
CHICAGO PHILADELPHIA NEW YORK PITTSBURGH 
Shafting. Couplings, Collars, Hangers, Bearings, Bearing Supports, 
Friction Clutches, Iron Euless, Steel oe m gos s, Gearing, Sprock 





ets, Chain, Rope She ‘lt Tighteners, etc. 
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LIBBEY 


Gauge Glasses 
Safety Always 


To mill supply dealers who value 
their reputation and good will 
there is no substitute for safety. 
Consequently there is no substi- 
tute for Libbey Gauge Glasses, 
which are widely used by lead- 


ing railroads and _ industrials. 


The Libbey Glass Mfe. 
Ohio 


Toledo. 
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Our Specialties are sold to Jobbers Only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 
imples 


and 


tronges 
HANGER EVER MADE 


€ Note the ball and socket 
joint. 
@ Hanger can swing in any 


direction. 


@ Not necessary to remove 
hanger to raise or lower 
pipe. 


Write for 
“Our Silent Salesman” 





The Penn Engineering Co. 
Philadelphia, Pa. 


Why Wait 
Until it is 
Too Late? 


When all depends upon 
your ability to get water 
into the boilers or shut 


down the plant —it will be 
too late to regret that you 
did not give more attention 
to the selection of abso- 
lutely reliable injectors. 

never give cause for re- 
egret. They respond in- E 
stantly to the demand 
and are always ready to 
feed your boilers contin- 
uously when necessary. 
Over a million satisfied 
users is a_ testimony 
that cannot be 
looked. 














over- 


INJECTORS 


If yours is a special problem— 
our engineers will be glad to as- 
sist you in selecting PEN- 
BERTHY INJECTORS | that 
will meet your conditions in full. 
Don’t wait. Write us today for 
Catalog 





PENBERTHY INJECTOR COMPANY 
Estab. 1886 


1238 Holden Ave., 
Detroit, Mich. 


Canadian Plant, 
Windsor, Ont. 
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" PARKER SALES CONVENTION 


Entire Field Organization Gathered at Company’s 


Factory in 
Meriden Last Three Days of December 

The Charles Parker Company, Meriden, Conn., manu- 
facturer of vises, wood screws and other products, held 
its annual sales convention at the company’s factory on 
December 29, 30 and 31. The following salesmen par- 
ticipated: C. T. Jordan, J. W. Spencer, H. B. Morris, 
G. A. Allen, P. N. Payne, F. I. Camp, E. D. Bristol, J. J. 
Cribben, W. N. Warnes, C. W. Wellbrock, P. H. Griffin 
and G. H. Chapin. 

The factory executives who took part in the meetings 
were: W. H. Lyon, secretary and treasurer of the com- 
pany; W. F. Parker, vice-president; W. R. Bannister, 
assistant treasurer and office manager; H. E. Thayer, 
sales manager; P. A. Wuterich, purchasing agent; C. L. 
Lyon, manager of the piano bench, lamp and bathroom 
fixture department; W. A. King, works manager; P. H. 
D. Walker and L. L. Turner, superintendents; Charles S. 
Parker, Oden Hughart and D. B. Stretch. 

The convention opened Monday morning, December 
29th, when the sales organization connected with the mill 
supply lines assembled for general discussion of plans 
for 1925. In the afternoon this section of the Parker 
organization met for further with factory 
executives, headed by W. F. Parker, vice-president. 
Salesmen connected with the other departments as- 
sembled in private session while the mill supply salesmen 
convened. 


discussion 


On Tuesday, the lamp salesmen met in separate confer- 
ence discussion with factory executives, headed by W. F. 
Parker and C. L. Lyon, when the new 1925 line was ex- 
hibited. While this session was in progress, the mill sup- 
ply salesmen were being taken through the plant by fac- 
tory executives, and were given a general review of the 
manutacturing operations. 

On Tuesday afternoon the entire sales organization 
assembled in conference, and that evening a banquet was 
held at the Hotel Matis, with 30 executives and salesmen 
present. W. H. Lyon, secretary and treasurer of the 
company and son-in-law of the original Charles Parker, 
gave a brief history of the business, which was founded 
in 1832. W. F. Parker, vice-president, in his message 
to both factory and sales divisions stressed the import- 
ance of the policy which has always been followed by the 
company, that of quality first, at a fair price. Interesting 
talks were also given by the older members of the sales 
organization. E. D. Bristol, who has been in the Parker 
employ for 39 years as a piano bench salesman, gave an 
account of some of his early selling experiences. H. B. 
Morris, another veteran of over a quarter of a century 
service, also contributed interesting anecdotes. 

In the mill supply field, The Charles Parker Company 
has been prominently known for many years as a manu- 
facturer of wood screws and vises, but comparatively 
few in this field have known that the company is also 
a large manufacturer of table, bridge and junior lamps 
and bathroom fixtures, and one of the largest manufac- 
turers of piano benches in this country. In addition, the 
company manufactures a shot gun, which is marketed 
under the name of Parker Brothers, a department of the 
Charles Parker Company. 

During the convention the salesmen had an opportunity 
to become acquainted with Charles 8S. Parker, great 
grandson of the founder of the company, who is now 
employed at the bench in the gun department, learning 
the business from the bottom. 











_ KESTER SOLDER 


Self-Fluxing 


VIRGIN TIN &LEAD SOLDER: 








(Underwriters’ Laboratories Inspected) 


“Requires Only Heat” 























For Safety’s Sake 


EPAIRING safety goggles with 
Kester Solder is safe practice be- 
cause Kester is a safe solder. 


The scientific non-corrosive flux con- 
tained in tiny pockets inside itself, is 
Underwriters’ Laboratories inspected. 
This flux flows to the job according to 
the amount of solder used, no sur- 
plus remaining after the job is finished. 
Use Kester anywhere and make cer- 
tain your finished job will last. 


That feature is important in this field, 
where solder is called upon for vari- 
ous classes of work. Whenever there’s 
need for a safe solder and flux, use 
Kester — it combines both and requires 
only heat. 
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Kester Acid-Core Solder for general use in 1 tb. cartons; 1, 

5 and 10 lb. spools. Small package Acid-Core Soluer, Kester 

Metal Mender for autoist, householder, etc. For de icate 

radio and electrical work — Kester Rosin-Core Solder. 
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3 Manufactured by the 

CHICAGO SOLDER COMPANY 

4215 Wrightwood Ave. 
CHICAGO, U.S.A. 
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ings, in all sizes including pulleys up to 12”, are 
kept in our stock room, and ample machine shop 
facilities enable us to ship from 12 to 24 hours 
after receipt of order. We also carry a large 
stock of paper motor pulleys. Catalog on request. 
Send us your next order for Motor Pulleys, Rails 
or Couplings 
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456 N. Union Ave., Chicago 
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| PULLEYS AMERICAN SWISS 

i ae The File of Precision, manufactured to a gauge and with 
| quality first requisite. Used by manufacturers of quality 
b |i products, tool and die makers, instrument manufacturers, 
|| There’s no waiting for shipments of Birkle Motor | machinists, jewelers, and other skilled workers. 

’ Pulleys, Couplings and Rails. Over 100,000 cast- —EE— ae 
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Booklet with list of distributors and other interesting daia sent 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 
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The ATLAS Car 


No 


Uses all the energy to PUSH the car. 
energy wasted in lifting it. 














The chief engineer of tests of one of America’s 
leading railroads, after experiments with various 
makes of movers, said of the ATLAS: “It will move 
a car farther in a given number of strokes than any 


ther mover, and with less effort.”’ 


- 


Product 


,” ; 1 
Mover Backed by our 
Unqualified 


Guarantee 


Ley 
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Our 1925 Distributors’ Proposition 
will interest any supply house that is 
not selling Atlas Car Movers. Send 
for it. 











3 Reasons Why 
You Should Sell 


Blue Grass Wipers 


1—The first sale makes a satisfied customer who 
will place many repeat orders. 


2—Practically all of 
customers need 
The market is 
the turnover 


your 
them. 
broad and 


frequent. 


3—Our dealer proposi- 
tion makes it well worth 
your while to stock and 
push them. 


Write at once for 
Special Dealer Proposi- 
tion 





Louisville Sanitary Wipers Co., Inc. 
Vanufacturers 


Louisville, Kentucky 








BUCKEYE 


Automatically Oiled 
POWER PUMP 


For Pressures Up to 100 Pounds 


Built in five sizes 







The Buckeye Automatically Oiled Power 
Pump is designed for hard, continuous 
service. It is double acting, driving mech- 
anism runs in oil, is brass lined and has 


many excellent features not to be had in any other pump of 
its kind. It is an exceptional pump for general service. 


Write for catalogue and prices 


Made by 


MAST, FOOS & CO. 


SPRINGFIELD, OHIO 
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Personals 











Don R. Forsythe has been appointed assistant sales man- 
ager of the mill saw department os 
of E. C. Atkins & Co., Indianapolis, 
to succeed Lew Doster. Mr. For- 
sythe has had a long experience in 
the sawmill and lumber industry. 
He born in 1872 on St. Sim- 
onds Island, Georgia, in the vicin- 
ity of three large sawmills. His 
father was in the sawmill business, 
and at his death, it was only nat- 
ural for the son to enter the same 
field. After working for some 
years at St. Simonds, he left the 
island, and spent several years in 
various sawmills throughout the 
south. Eleven years ago he was 
engaged by the Atkins organization in an expert capacity to 
look over the saws sold by that company to the large mills 


Was 





R. FORSYTHE 


DON 


in the south. His permanent address is Savannah, Ga., but 
his new duties will require him to travel all over the United 
States. 

A. H. Ingle, formerly vice-president of the Consolidated 


Machine Tool Corporation of America, has been elected pres- 
ident of that organization. 

A. G. Snider, president of the Hide, 
Company, Indianapolis, returned the latter 
from a trip to the Pacific coast. 

O. L. Chapman has joined the sales 
Scott Valve Manufacturing Company, Detroit, 
vote his time to the industrial field. 

H. M. Cree has been appointed sales representative for 
Texas and Oklahoma for the Cincinnati Ball Crank Co., 
Cincinnati, and will make his headquarters in Dallas, Texas. 

A. H. Maddox, for many years a machinery salesman in 


Leather & Belting 
part of December 


the 
de- 


of 
W ill 


organization 
and 


southwestern territory, has been appointed assistant sales 
manager of the Woodruff Machinery Mfg. Co., 92 South 
Forsyth street, Atlanta, Ga. 

I. E. May, president of the May Supply Co., Anderson, 


Ind., is one of the directors of the Anderson Engine & Foun- 
dry Co., which has been formed to take over the Anderson 
Foundry & Machine Company. 

John B. Cornell has resigned as treasurer of the Niles- 
Bement-Pond Company and the Pratt & Whitney Company, 
New York, with which organizations he has been associated 
for the past quarter of a century. 

Robert S. Lyons, formerly in the sales organization of the 


National Tube Company, has been appointed manager of the 
order department of Clayton Mark & Co., Chicago, manu- 


facturers of pipe and well supplies. 

J. L. Price, who has been elected president of the Bendix 
Brake Corp., and vice-president and general manager of the 
Bendix Corp., was formerly secretary and treasurer of the 
Chicago Pneumatic Tool Company. 

A. G. Agnew has been appointed treasurer of the Stewart 
Manufacturing Company, Waterloo, Iowa, manufacturer of 
contractors’ equipment. He was formerly vice-president 0° 
the Waterloo Bank & Trust Company. 

Clinton S. Bradley has been appointed general sales man- 
ager of the Jones & Laughlin Steel Corporation, Pittsburgh. 


Mr. Bradley was for many years Buffalo district manager of 
the company and since October, 1923, has been manager of 
sales of the hot rolled department of the company at the 
home offices. He was also at one time with the Whitman & 
Barnes Mfg. Co., Akron, Ohio, as special New England rep- 
resentative. 

James W. Hook, president and-treasurer of the Geometric 
Tool Company, New Haven, Conn., has purchased control of 
the company, formerly held by the late Howard E. Adt. Mr. 
Hook was formerly president of the Allied Machinery Com- 
pany of America, and assumed the position as head of the 
Geometric Tool Company a year ago. 

James J. Shanahan has resigned as general manager of 
the E. L. Essley Machinery Co., Chicago. E. P. Essley, sec- 
retary of the company will now be sales manager, and E. L. 
Essley will assume the other duties formerly delegated to the 
general manager. 

C. B. Starr, formerly sales engineer in the Detroit office 
of the Wayne Tank & Pump Company, and previous to that 
associated with the engineering department of the Duff Man- 
ufacturing Company, Pittsburgh, has joined the Robert June 
Engineering Management Organization of Detroit. 

Granville P. Rogers, formerly general sales manager of 
the Pyrene Manufacturing Company, Newark, N. J., and 
more recently vice-president and general manager of the 
Kant-Rust Products Corporation, has been appointed sales 
manager of the general automotive department of Johns- 
Manville, Inc., New York. 

William J. Eberlien has been appointed district manager 
of the Williams Tool Corporation, 
Erie, Pa., at its Chicago branch of- 


fice, 549 West Washington boule- 
vard. He was formerly store man- 
ager of the Chicago branch of the 


Greenfield Tap & Die Corporation, 
and had also been associated with 
the latter corporation at its factory 
‘in Greenfield, Mass. Mr. Eberlien 
has assumed his new duties after 
thoroughly acquainting himself 
with the Williams line at its Erie 
factory. 





WILLIAM J. 
Roland Gerry and Robert Geddis, the former special repre- 


EBERLIEN 


representative of the 
have resigned after 
30 years, respec- 
among industrial 


sentative and the latter western sales 
Jones & Laughlin Steel Corporation, 
being in the company’s service for 44 and 
tively. They enjoy a wide acquaintance 
buyers and jobbers throughout the country. 

J. W. Judge, Call building, San Francisco, has been ap- 
pointed the Pacific coast representative of The Ferry Cap & 
Set Screw Company, Cleveland. He is very well known on 
the coast, handling the Lake Erie Bolt & Nut Company’s 
distribution in the same territory, where he had a wide 
acquaintance among the mill supply houses from north to 
south. 

Joseph Wainwright, formerly district sales manager at 
Philadelphia for Manning, Maxwell & Moore, Inc., has been 
transferred to the New York headquarters of that company 
as eastern sales manager, and has been succeeded in Phila- 
delphia by D. M. McDowell, formerly of the New York office. 
Several other recent changes in the organization include th> 
appointments of W. A. Deems as sales engineer to cover 
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ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 

Dae Make your belts carry the load. High grade 
materials only are used in the manufacture of 
Atlantic Bar Belt Dressing. It will put life into 
your belts. Nothing injurious to crack or dry 
them out. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 








MOLONEY 
Leather Belting 


If there were even a 
small doubt as to the 


It’s YOUR Packing 


Progressive Jobbers and Mill Supply Houses 
now sell their own PACKING 








dependability of this Highest grades of Asbestos, Cotton, Flax and “‘Spe- 
belting we would not cial” Packings are manufactured by us under your 
ing : 

aie . : own Brand—under your own name. In attractive 

= - opens it. wna eae wrappings and at very low cost. 

ut there isnt: carry it 21 stocR : ; 
Investigate-—say the word and full particulars will be 
Mol y Belting C ao 
g F BRAIDING AND PACKING WORKS of AMERICA 
74.123 I EF , “ as 7 q . 

PORTI PO <a N. Franklin St. cana ee GA 251-253 Forty Sixth Street Brooklyn, New York 














Sell the“New Badger Car Mover Under Our 6ipe"2 


Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
our strong guarantee. We warrant all malleable parts for six months—re- 
placements made free—f. o. b. factory. 


The “NEW BADGER” moves the biggest cars easily and rapidly. It is light, 
well balanced and has a quick-acting compound leverage. It has the power and the 


speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 
maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO., WHanziN 











Turned and Polished Shafting 


Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers——Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 


Chieago Phone: Pullman 6496 Phone: Monroe 5356 and 5357 
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eastern and southeastern territories, of J. Fontes as manag 
of the new Los Angeles sales office, and of Thomas A. Ree 
James W. Barr and Herbert S. Lester as members of the 
sales organization, the first named of the three new salesm2n 
being assigned to the Pittsburgh office and the other two i 
the New York office. 

E. D. Fitzpatrick, formerly president and general manager 
of the Mechanical Supply Company, Inc., Battle Creek, Mic... 
distributor of mill supplies and machinery, has sold his entir 
interest in the business to W. J. McMullen, who has kee 
secretary and treasurer of the company. H. P. Dunnin 
formerly vice-president, has now assumed the duties of 9: 
eral manager, in addition to his former duties. 

J. W. Lytton has been appointed by the Swartwout Com- 
pany, Cleveland, manufacturers of steam specialties, as spe- 
cial factory representative to make authoritative recom- 
mendations covering the efficient use of high pressure bucket 
type, low pressure float type, return trap, oil, steam and 
air separators and feed water heaters, specializing partic- 
ularly on return trap installations. This follows closely the 
placing on the market of the Swartwout return trap, which 
has several noteworthy improvements. Mr. Lytton’s entire 
business life has been spent in the trap field, so he is qual- 
ified both by actual experience and engineering training to 
give expert and useful advice regarding the use of this 
product. 





Factory Additions 
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The Illinois Power Co, Springfield, Ill., plans to build addi 
tions to its power house at DeKalb at an estimated cost of 
$150,000. 

The Humble Oil & Refining Co., Houston, Texas, is report 
to be planning to build a pipe line at an estimated cost of 
$500,000. 

The Rockford Paper Box Board Co., Rockford, IIl., is build 
ing a three-story addition to its factory at an estimated co-t 
of $80,000. 

The Allen Bradley Co., Milwaukee, manufacturer of radio 
parts, is building a two-story addition at an estimated cost 
of $25,000. 

The Saniwax Paper Co., Kalamazoo, Mich., plans to bu'l 
a one-story and basement mill addition at an estimated cos‘ 
of $150,000. 

The Detroit Edison Co., Detroit, has plans for extensions 
and improvements for this year at an estimated cost 
$16,000,000. 


of 


The Herbrand Co., Fremont, Ohio, manufacturer of forg- 
ings, will build additions to its plant at an estimated cost 
of $400,000. 

The Alamo Iron Works, San Antonio, Texas, recently le 
contracts for a four-story addition to its plant at an estimat2d 


cost of $50,000. 


The Acme Handle Co., 228 Orient avenue, Jersey City, 


N. J., plans to build a one-story addition at an 


an estimated 
cost of $30,000. 


The Pacific Power & Light Co., Portland, Ore., plans to 
build extensions in some of its power stations at an estimated 


cost of $350,000. 

The Tool & Screw Corporation, 1800 Fourteenth avenue, 
tockford, Ill., will build a two-story factory addition at an 
estimated cost of $30,000. 

The Sterling Furniture Co., 16 Nelson avenue, Salamanca, 
N. Y., is considering plans for a factory addition which, it is 
estimated, will cost $75,000. 

The Kitselman Brothers Mfg. Co., Muncie, Ind., manu- 
facturer of wire goods, plans to build factory additions a‘ 
an estimated cost of $100,000. 

The Seneca Iron & Steel Co., Blasdell, N. Y., plans to bui’ 
an addition to its plant to manufacture sheet steels, the 
estimated cost being $500,000. 

The Union Electric Light & Power Co., St. Louis, will build 
additions and extensions to its plants at an estimated cost 
of $11,000,000, including an expenditure of $200,000 for new 


machinery for the coal mine owned by the company a: 
Dowell, Ill. 


The Kansas City Macaroni & Importing Co., 562 Campbell 
street, Kansas City, Mo., will build an addition to its factory 
at an estimated cost of $135,000. 

The Andes Copper Mining Co., 25 Broadway, New York, 
plans extensions and improvements in its Chilean properties, 
at an estimated cost of $40,000,000. 

The William H. Haskell Mfg. Co., Pawtucket, R. I., manu- 
facturer of expansion bolts, will erect an addition to its fac- 
tory at an estimated cost of $35,000. 

The Newark Paraffine & Parchment Paper Co., 42 Jelliff 
avenue, Newark, N. J., is building a one-story factory addi- 
tion at an estimated cost of $30,000. 

The Central Power & Light Co., Walnut Ridge, Ark., has 
plans for additions to its hydroelectric plants on the Spring 
river at an estimated cost of $500,000. 

The St. Louis-San Francisco Railway, St. Louis, is report- 
ed to be considering the purchase of over $100,000 worth of 
machine tools during the present year. 

The Hopple Handle Co., Tiffin, Ohio, is considering rebuild- 
ing the portion of its plant which was destroyed by fire 
recently with loss reported at $150,000. 

The City of Knoxville, Tenn., plans to build a pumping 
plant and to make other additions to its municipal water- 
works at an estimated cost of $2,500,000. 

The Lamberton Tire & Rubber Co., Barberton, Ohio, will 
build a new power plant at an estimated cost of $40,000, and 
is said to be planning other factory additions. 

The Lincoln Iron Works, Inc., Rutland, Vt., is reported to 
be planning to rebuild the portion of its plant recently de- 
stroyed by fire, the estimated cost being $75,000. 

The United Chemical Products Co., Calumet, Mich., is 
planning to rebuild the portion of its plant which was d 
stroyed by fire recently with loss estimated at $350,000. 

The Beacon Oil Co., 111 Devonshire street, Boston, manu- 
facturer of lubricating oils, is planning to erect additions to 
its plant at Everett, Mass., at an estimated cost of $55,000. 

The Horni Signal Mfg. Corporation, 153 Frelinghuysen 
avenue, Newark, plans to expand its facilities to manufac- 
ture metal traffic signals, the estimated cost being $200,000. 

The Philadelphia & Reading Railway Company, Philadel- 
phia, plans extensions and improvements at Reading an 
vicinity during this year at an estimated cost of $3,000,000. 

The Milwaukee Electric Railway & Light Co., Milwaukee, 
will build additions to its plants at an estimated cost of 
$10,000,000, including extensions of its electrical gas and rail 
road properties. 

The Schutte & Koerting Co., Twelfth and Thompson 
streets, Philadelphia, manufacturer of valves and steam 
specialties, may rebuild the portion of its plant which was 
destroyed by fire a few weeks ago with loss estimated at 
$70,000. 

The Quality Metal Bed Co., 410 North Western avenue, 
Chicago, plans to build an addition and to make improve- 
ments on a newly acquired factory at 1800 South Kilbourn 
avenue, the estimated cost of the work being $75,000. 





New Factories 
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The Highland Mills, Inc., Griffin, Ga., plans to build a new 
textile mill and power plant at an estimated cost of $350,000. 

The Stoneville Cabinet Co., Stoneville, N. C., plans to build 
a new woodworking factory and a power plant in the near 
future. 

The Brooklyn Edison Co., Inc., Brooklyn, plans to build a 
one-story automatic power substation at an estimated cost 
of $85,000. 

Fruit Growers Express Co., Walton building, Atlanta, G>. 
is planning to start work soon on a new plant to be erecte1 
at an estimated cost of $450,000, and to include a machine 
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ALWAYS A SOUND INVESTMENT 


Production is faster—the work is done better—and your men are 
more contented if their tools are always keen and sharp. High quality i 
work is impossible with dull tools. The i 


BODINE TOOL GRINDER | 
Portable—Electric 
soon pays for itself by increasing 
the amount of work each man can 
do, thereby lowering labor costs 

and saving time. 





The Bodine is made in ™% H.P. 

and 1, H.P. Equipped with ball 

—— bearings, heavy wheel guards, ad- 

justable tool rests, extra thick rubber covered cord. The Bodine is 
never an expense—always a saving. The price is reasonable. 





We will be glad to send vou full particulars on request. 


THE BODINE ELECTRIC CO. 
2256 West Ohio St. Chicago, Ill. 
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ad Sensen” 


U S PAT OFF 


They “Sell Themselves 


The only really successful 
Steel Spindle Hand Screw 
—one that is time tested and 
approved by thousands of 
users, 

The “‘Jorgensen” is made of 
selected straight grain hard 
maple jaws, with cold drawn 
steel spindles and nuts. 10 
sizes adjustable. 10 sizes 
non-adjustable. 

Ask your jobber for prices, 
or write us. 


ADJUSTABLE CLAMP COMPANY 
213 N. Jefferson St., Chicago, Ill. 

















"Usé-Es-Ue" 


Sockets and Sleeves 
One solid piece—Standard except the flat 

AN ORDINARY DRILL SOCKET will 
drive a twist drill only as long as the drill 
has a tang. When the tang twists off or the 
shank breaks, the drill is useless in the ordi- 
nary socket. 
BUT—grind a flat (time 3 minutes) on the 
broken drill, slip it into a “Use-Em-Up” 
Socket, and it’s as good as a new drill. 
Furnished in Sleeve orSocket Type. Specials 
made to order. 


Write for Jobber’s proposition, 


Lovejoy Tool Works 
328 W. Ohio St., Chicago 




















— Queen Fire 
—=| > limace| Protection 





“| Specialties 
=| | = Show a Profit 


Write today 
gee Harker Mfg. Co. 
Queen Liquid for the 1 qt. Pump Type 


Fire Protection and Safety 
Extinguishers. We furni iis in 1 qt 
ga 


ngineers 
i gal. or 5 kL « Very ef- ° ° ° 
fuitivo Gn dvcaice Gk elneleat Arse Cincinnati, O. 


HARKER MFG. ¢ 




















This Metallo 
Valve Disc 
will outlast | 

six ordinary | 
aa valve discs. | 


Asbestos filler Is 


entirely enclosed 
copper 
. Square 


hole discs No dealer's stock of 
% In., » | n° Fa valves is complete with- 
out METALLO Valve 
Discs. Send for samples. 


METALLO GASKET CO. 


242 Lafayette St.. New York 
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The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler 
makers, ete. The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 
but also throughout the entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers, 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 











RUE RIBBO 
ELT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production. 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon folders 
with your imprint will help you sell. Write for jobbers’ 
prices. 





JOBBERS MANUFACTURING CO. 


950 Webster Bldg. Chicago 


Pete ene na ee 


These Spaces at 
Twelve Dollars a Month 
are a good 
Advertising Investment 
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shop, woodworking mill, air brake shop, sheet metal shop 
and axle shop. 

C. L. Frost & Son, Grand Rapids, Mich., hardware manu- 
facturers, plan to build a new factory at an estimated cost 
of $50,000. 

The South Florida Cold Storage & Ice Corporation, Miami, 
Fla., will build a four-story plant at an estimated cost ot 
$500,000. 

The Humphreys-Boyd Oil Co., Mexia, Texas, will build a 
natural gas manufacturing plant at an estimated cost of 
$150,000. 

The National Biscuit Co., New York, will build a new 
branch factory at Atlanta, Ga., at an estimated cost of 
$900,000. 

The city of Hagerstown, Md., will build a new municipal 
electric light and power plant at an estimated cost of 
$250,000. 

Eli Lilly & Co., Indianapolis, Ind., plan to build a new 
factory to manufacture chemicals, the estimated cost being 
$1,000,000. 

The Russell Grader Mfg. Co., Minneapolis, is considering 
plans for the building of a new factory at an estimated cost 
of $450,000. 

The Merchants’ Cold Storage Co., Charlotte, N. C., plans 
to build a three-story refrigerating plant at an estimated cost 
of $100,000. 

The Dirigold Corporation, Minneapolis, which will manu- 
facture a special alloy metal, plans to build a plant at an 
estimated cost of $150,000. 

The Pennsylvania Railroad Co., Philadelphia, plans to build 
a new engine house and repair shop near Altoona, Pa., at an 
estimated cost of $100,000. 

The Walworth Mfg. Co., Boston, has plans to build a six- 
story branch at Hunting Park avenue, Philadelphia, at an 
estimated cost of $100,000. 

The department of public works of Jamestown, N. Y., will 
build a new sewage disposal and purification plant at an 
estimated cost of $125,000. 

The Delaware, Lackawanna & Western Railroad Co., New 
York, will build a new car repair shop at East Buffalo at an 
estimated cost of $175,000. 

The Jewett Radio & Phonograph Co., 5680 Twelfth street, 
Detroit, will build a new plant at 


Pontiac, 
estimated cost of $100,000. 


Mich., at an 

The city of Boston will install machine and woodworking 
shops in a new elementary school to be built in West Roxbury 
at an estimated cost of $400,000. 

The Western Tie & Timber Co., Syndicate Trust building, 
St. Louis, plans to build a new plant near Edwardsville, IIl., 
at an estimated cost of $150,000. 

The F A. North Co., 1306 Chestnut street, Philadelphia, 
piano manufacturer, plans to build a five-story repair fac- 
tory at an estimated cost of $160,000. 

The Pennsylvania Power & Light Corporation, Allentown, 
Pa., plans to build the initial units of a new electric power 
plant at an estimated cost of $5,000,000. 

The board of education of New York City plans to build 
a new vocational school at Wales avenue and 147th street, 
the Bronx, at an estimated cost of $650,000. 

The Kentucky Hydro-Electric Co., Louisville, is considering 
plans for building a new generating plant on the Kentucky 
river at an estimated cost of $450,000. 

The Blue Ridge Power Co., 144 East Fair street, Spartan- 
burg, S. C., plans to build a new hydro-electric generating 
plant at an estimated cost of $4,000,000. 

The Parkersburg Clay Products Co., Parkersburg, W. Va., 
a new company, plans to build a new factory to manufacture 
hollow tile, the estimated cost being $80,000. 


James B. Clow & Son, Chicago, manufacturer and jobber 
of pipe and supplies and plumbing goods, will begin work 
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this spring on its new four-story plant at Talman and Fulton 
streets which, it is estimated, will cost $500,000. 

The Gay Engineering Co., 311 California street, San Fran- 
cisco, plans to build a new factory to build refrigerating 
machinery, the estimated cost being $50,000. 

The Sinko Tool & Mfg. Co., 1632 North Halsted street, 
Chicago, is building a new one-story factory on Crawford 
avenue near Lake street at an estimated cost of $30,000. 

The Auto Strop Safety Razor Co., 656 First avenue, New 
York, has awarded contracts for its new factory to be built 
at 960 Frelinghuysen avenue, Newark, N J., at an estimated 
cost of $75,000. 

The Chicago & Eastern Illinois Railway Co., 332 South 
Michigan avenue, Chicago, is considering plans for building 
a new terminal and shops at Evansville, Ind., at an estimated 
cost of $1,500,000. 

Construction work will begin soon on a new textile plant 
to be built near Asheville, N. C., for the Sayles Finishing 
Plants, Saylesville, R. I., the estimated cost, according to 
reports, being $2,000,000. 

The Glass Novelty Co., 1915 West Nineteenth street, Chi- 
cago, manufacturer of wood cribs, will build a new factory 
at the corner of Twenty-sixth street and Kostner avenue at 
an estimated cost of $500,000. 

The Breyer Ice Cream Co., Eighth and Cumberland streets, 
Philadelphia, is reported to be planning to build a new fac- 
tory at Queen boulevard and Honeywell street, Long Island 
City, N. Y., at an estimated cost of $500,000. 





Increased Capital 











The American Abrasive Metals Co., New York, has in- 
creased its capital stock from $200,000 to $500,000. 

Reliable Railway Equipment Co., 306 South Wabash ave- 
nue, Chicago, is reported to have increased its capitalization 
to $150,000. 

The Hughes Tool Company, Houston, Texas, manufacturer 
of oil well tools, has recently increased its capital stock from 
$300,000 to $2,000,000. 

The American Casting Co., Birmingham, Ala., has in- 
creased its capital stock from $50,000 to $250,000, in antic- 
ipation of plant expansion. 

McWane Cast Iron Pipe Co., Birmingham, Ala., has in- 
creased its capital stock from $200,000 to $300,000, and will 
build plant additions, including a new machine shop. 

The Atlantic Ice & Coal Corporation, Atlanta, Ga., will in- 
crease its capital stock from $8,000,000 to $25,000,000, and 
according to reports will build three new branch plants and 
make extensions to its main plant. 





New Corporations 











The L. A. Spring & Forge Co., Los Angeles, $50,000; in- 
corporators: J. A. Earhuff, C. V. Feliz, J. C. Walpey an 
Reese Evans. 

Waterford Mill & Supply Co., Waterford, Ohio, $20,000, 
to sell industrial supplies; incorporators: A. E. Roberts and 
J. L. Deering. 

The Sun Tube Corporation, Newark, N. J., $100,000, to 
manufacture tin tubes; incorporators: F. J. Lynch, Hillsi_e 
N. J., and others. 

The Love Motor Generator Co., Columbus, Ohio, $50,000, 
to manufacture generating equipment; incorporators: Robert 
E. Love and others. 

The American Refractories Company, Los Angeles, 
$100,000; incorporators: F. E. Keeler, Mason City, Iowa; 
G. Ray Boggs and others. 

Amazon Hose & Rubber Co., 27 South Desplaines street, 
Chicago, $25,000, to carry on a business that has been oper- 
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A. 'L. "Schu itz & rv "1675 Elston Ave., Chicago 


DETEX 


WATCHCLOCK 
CORPORATION 


SUCCESSOR 








EcoClockCompany 
Hardinge Patents 
Newman Clock Company 
PATROL—ALERT—NEWMAN 
and ECO Watchclock Systems 
Boston New York 
4141 Ravenswood Avenue, Chicago, Illinois 








All Service Belting 


Whether used for elevat- 
ing, conveying or power 
transmission, Hettrick Can- 
vas Stitched Belting can be 
depended upon to give ex- 
cellent service. A good 
belting proposition for every 
mill supply house. 


The Hettrick Mfg. Co. 
Toledo, Ohio 


‘7 . ’ +f . 3lack—Co D and Transmission 
“The Belt of Service” Red and Bla Conveyor a ransmiss 


HETTIRICK 


HETTRICK 
es ee 


HETTRICK = 
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HETTRICK 
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Geena to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 


Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 
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EXCELSIOR 
Wood Pulleys 


Strong—Light—Durable 
Absolutely the Best Wood Pulley 


Manufactured. 


We solicit your correspondence and orders. 


Excelsior Pulley Co., Inc. 
Cuba, N. Y., U.S.A. 








Every mill supply house 
should stock and catalog— 
DAVIS VALWE 


STEAM SA RS SINCE 1875 


SPreCraAirrusS 


Pressure Regulators Float Valves 

Back Pressure Valves Steam Traps 

Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 


Write for your copy and for the liberal dealer plan to 


G. M. Davis Regulator Co. 


108 Milwaukee Ave.. Chicago 





When renewing your subscription to 
MILL SUPPLIES, specify that you 
want it to include a copy of the 1925 
Mill Supply Buyers’ Guide. The éost 
is merely nominal. They are the two . 
publications that should be read.and 51" 
used by every distfibutét of ’ mill 
supplies. 
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ating for some time under the same name; incorporators: 
Harry E. Jacoby, F. G. Jacoby and J. G. Paul. 

The Never Slip Door-Holder Co., 18161 Auburn avenue 
Detroit, $50,000, to manufacture a garage door holder; incor 
porators: Dedrick F. Stearns and others. 

The Dixie Metal Products Sales Co., Inc., Birmingham, 
Ala., $50,000, to manufacture and distribute various metal 
products; incorporators: D. A. Thomas, D. D. Bentley an. 
J. M. Chapman. 

Perry Wright Co., 5613 Lake street, Chicago, $50,000, 
manufacture and distribute automobile accessories and 
bumpers; incorporators: Ira D. Perry, Ivan L. Taylor an 
William H. Babcock. 

The Erie Stove & Mfg. Co., Los Angeles, $50,000, to manu- 
facture gas stoves; incorporators: J. E. Nason and others. 
This is a California company organized by the company « 
the same name in Erie, Pa. 





Field Notes 








The Leighton Supply Company, Fort Dodge, Iowa, held 
its annual sales meeting on January 6th to 9th. 

West Leather Belting Company, Chicago, formerly located 
at 844 West Adams street, is now in a new factory at 224 
North Sheldon street. 

The Hickory Ball Bearing Works, Hickory, N. C., has been 
organized by F. W. McComb and others to reconstruct an- 
nular ball bearings. 

The Carborundum Co., Niagara Falls, has moved its Chi- 
cago store to 111 North Canal street. It was formerly a. 
558 West Washington boulevard. 

The Gutta Percha & Rubber Mfg. Company has removed 
its executive offices from 350 Madison avenue, New York 
City, to 53 Franklin avenue, Brooklyn. 

The Hanson Tap & Gauge Co. and the Hanson-Whitn 
Machine Co., both of Hartford, Conn., have been merged i 
der the name of the Hanson-Whitney Machine Co. 

The Chicago Pneumatic Tool Co., Chicago, has appointe 
the Smith & Woodbury Co., 55 Second street, Portland, Ore. 
as its distributor for Oregon and southwest Washington. 

The Foster Machine Co., Elkhart, Ind., manufacturer oi 
turret lathes, has appointed the E. L. Essley Machinery Co., 
Chicago, as its exclusive sales representative in that terri- 
tory. 

The Central Steel & Wire Co., Chicago, has moved into 
a new warehouse and office building at 4545 South Western 
boulevard. The company specializes in cold finished steel 
of all kinds. 

The Union Drawn Steel Co., Beaver Falls, Pa., has pu 
chased the plant of the Frasse Steel Works, Inc., Hartford, 
Conn. This plant has a capacity of upwards of 30,000 to 
of cold-drawn steel annually. 

W. P. Leshure, at one time president of the Hampden 
Grinding Wheel Co., Westfield, Mass., has organized the 
Leshure Co., 55 Governor street, Springfield, Mass., and will 
manufacture grinding wheels. 

The Joliet Wrought Washer Co., Joliet, Ill., expects to be 
in full operation again by March 1st. The company is 
equipping a plant at Rockdale, its former factory having 
been destroyed recently by fire. 

The Manufacturers’ Rubber & Supply Company and the 
Hardware & Supply Company, of Akron, contributed favors 
for distribution at a recent “ladies’ night” party of the Akron 
Purchasing Agents’ Association. 

The Wickwire Spencer Steel Corporation has already 
ceived for deposit approximately $10,200,000 worth of 
first mortgage sinking fund bonds under the terms of t! 
recent agreement with bondholders. 

Mill supply men will find interest in the news that an 
organization known as “The Nutmeggers” has been formed 
by salesmen calling on the hardware trade in the state of 
Connecticut. Fred Rackliffe of Rackliffe Bros. Co., New 
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Britain, Conn., is given credit for arranging a banquet which 
preceded the organization meeting on January 12. The aim 
of the club is to promote better acquaintance among the 
salesmen and a closer relationship with the dealers. 

The American Association of Oil Burner Manufacturers 
will hold its second annual convention at the Edgewater 
Beach Hotel, Chicago, April 1, 2 and 3. In connection wit: 
the convention there will be an exposition. 

The Contractors Supply Company, Miami, Fla., has been 
incorporated with $100,000 capital stock to distribute con- 
tracting machinery and equipment. Charles L. Pettit of 
Miami is president of the new company. 

The Cunningham Furnace & Machinery Co., Ltd., has 
been incorporated at London, Ontario, and in addition to 
manufacturing industrial furnaces, will distribute machine 
tools, shafting and other industrial supplies. 

The Swartwout Co., Cleveland, recently appointed Joseph 
J. Beeman, 14559 Hubbell avenue, Detroit, as its agent 
Detroit territory, and the Industrial Equipment Co., Jackson 
building, Buffalo, as agent in Buffalo territory. 

The Hammond-Byrd Iron Company, Birmingham, Ala., has 
changed its name to Hammond Iron Company, and has closed 
its Chicago office, according to an announcement from H. L. 
Morrow, secretary and treasurer of the company. 

The Purcell-Cox Corp., Hartford, Conn., jobber of plumb- 
ing supplies, has changed its name to Frank Cox, Inc. The 
company’s address remains as formerly, 70 Trumbull street. 
Frank Cox is president and treasurer of the company. 

The Kellogg-Mackay Company, Chicago, pipe and supply 
distributors, is now installed in its new business home at 
1351 West Thirty-seventh place. The building is a four-story 
and basement structure and covers a site over half a block 
square. 

The Roller-Smith Company, New York, manufacturer of 
Electrical instruments and circuit breakers, has appointed 
W. H. Pugh as its representative in northeastern Pennsyl- 
vania with headquarters at the company’s factory at Beth- 
lehem, Pa. 

The Service Tool Company, which was recently incor- 
porated, has leased a plant in Latrobe, Pa., and will manufac- 
ture milled files. W. S. Jones is president of the company and 
E. L. Moberg, vice-president of the Vanadium-Alloys Steel 
Co., is treasurer. 

The Williams Gauge Company, Pittsburgh, announces that 
it is now located in its new plant, 1620 Pennsylvania avenue, 
northside, Pittsburgh. The company, which manufactures 
gauges, traps and other specialties, was formerly located at 
547 Fourth avenue. 

The Josam Mfg. Co., Michigan City, Ind., held its tenth 
annual sales conference at the factory on January 12th to 
14th. The company reported that the year 1924 was the 
best in its history and that indications are that 1925 will 
be even better. 

The Marion Tool Works, Inc., Marion, Ind., has appointed 
M. R. MacKinnon, 317 Simpson-Whiteman building, Dallas, 
Texas; Couch & Jackson, 116 Marquette street, Atlanta; and 
Frank Diel & Son, 239 Holland street, Syracuse, as its spe- 
cial distributors in their respective territories. 

Husky Wrench Company, Milwaukee, manufacturer of 
automotive and industrial wrenches, announces the opening 
of a new export office at 280 Broadway, New York City, and 
the appointment of Benjamin Hacker as export manager in 
charge of foreign distribution of the company’s interchange- 
able socket wrenches. 

The Midwest Machinery Company, 104 South Main stre:t, 
St. Louis, has been appointed representative in St. Louis ter- 
ritory for the Diamond Power Specialty Corporation, Detroi., 
manufacturer of soot blowers. The principals in the Midwe:t 
organization are M. M. Stone and B. G. Proetz, who operate 
as manufacturers’ agents. 


I. T. Madsen, president of the Perth Amboy Hardware 
Co., Perth Amboy, N. J., has been elected a vice-president 
of the North Jersey Hardware & Supply Association. Among 
































SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 











Known the World Over as the 


“V-B” Belt 


For 
Transmission, Conveying and 
Elevating 


The Very Best Balata Belt Obtainable. 
We also Manufacture 
Special and Ampere Canvas Stitched Belt- 


ing and the Victor Endless Thresher and 
Tractor Belts 





Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: Factories: 
345-351 W. Austin Ave. Easton, Pa. 


LOINGEO 
WELDNGEO 


OXY- ACETYLENE PROCESS iT 


Complete Welding and Cutting 
Outfits for All Requirements 


Automatic Acetylene Generators 
Brazing and Pre-heating Torches 





Le a d Burning Outfits 
Welding Rod, Flux, etc. 


Catalog and Prices on Request 


Imperial Brass Mfg. Co. 
511 South Racine Ave., Chicago 





Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 
When once installed it 
becomes the most pop- 
ular machine in the shop. 
Several sizes 
Catalog Upon Request 
Manufactured by 
N. A. Strand & Co. 


5001-09 No. Lincoln St. 
Chicago, Ml. 
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MASON 


Reducing Valves 
Are Standard 





Do You Carry 
Them in Stock? 








MASON REGULATOR CO. 


BOSTON, MASS. 





LATEST IMPROVED 
TINNER’S FIRE POT 


looking for. The powerful generator is 
controlled by a single needle and burns 
either high or low test gasoline perfectly 
prod ucing a noiseless, blue flame, burning 
from both sides of the burner plate to the 
center. Can be turned low between jobs, 
thus saving fuel expense. Will quickly 
heat a pair of large coppers and melt a 
pot of metal. No. 80 is the ideal fire pot 
for tinners’ use and is not affected by wind 
or extreme cold weather. Jobbers supply 
at factory price. Write for a catalogue. 





CLAYTON & LAMBERT MFG. CO. 


No. 80 Fire Pot 10583 Knodell Ave., 
Ask for latest price. DETROIT, MICH., U. Ss. A. 





No. 80 is the Fire Pot that you have been , 


Cut bolts, rods and wire. 
Split nuts. Man power mul- 
tiplied to make hard work 
easy. A style and model for 
every purpose. Tool 
dealers every- 

where 


_ R 
OR Nop 
POF iat 


wep HK PORTER" | 


EVERETT MASS. a 








“Christiansen”’ 


Malleable Clamp Fixture 


Strong 
Light 
Easily Operated 


This malieable clamp fixture ttached t <r ris 4 if x 1 he inches 
tl tr t htest ated ar i w stock from 







C CHRISTIANSEN 
\ CLAMP FIXTURE 
\ r a 









in ‘h in a ameter, 7 inche *s long, with 





rom cold ro ed steel This screw is 1 inch above 
bar, which for glue tock up to 2 inches in thickness, as 
well as n ft 5-ft. and 6-ft. size 
C. CHRISTIANSEN, 2814-42 W. 26th St., CHICAGO 
Manufucturer of Woodworking Benches, Clamps, Hand Screws, Vises, 


Swing ‘at-Off Saw Tables, Bench Stops, Manuel Training Furniture, ete. 








ress. Usually they have sensible policies 

of doing business. They keep income and 
expense in proper ratio, plan ahead, advertise 
steadily, gain the confidence of their dealers, 
and sell at a profit. 


Advertisers in MILL SUPPLIES are in this 
class. Consequently they have the best of 
propositions to offer to distributors who use 
good judgment in selecting the lines they sell. 
It pays to sell advertised products. 


a concerns always make steady prog- 


— 











When writing to Advertisers please mention Mitt Suppties. 
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the directors are the following well known mill supply men: 
Sidney J. Milligan, president of Crane & Milligan, Newark; 
Matthias Ludlow, president, Ludlow & Squier, Newark; V. 
A. Whitla, secretary, Geo. A. Myers & Co., Inc., Paterson. 
H. L. Imler, president of the Kirby-Stack Hardware Co., 
Elizabeth, N. J., is the retiring president of the association. 

The Joseph Woodwell Co., 201 Wood street, Pittsburgh, 
distributor of mill, mine and automobile supplies and hard- 
ware, has let contracts for a new distributing building to be 
erected at 235 Second avenue. It is said that the building 
will cost $75,000. The company has been established since 
1847. W. E. Woodwell is president. 

The Kemp Machinery Company, Baltimore, has recently 
been appointed agent for Maryland, Virginia and the Dis- 
trict of Columbia, by the Meldrum-Gabrielson Co., Syracuse, 
manufacturer of machine tools; the Tomlin Harris Machine 
Co., Cordele, Ga.; the Cowan Truck Co., Holyoke, Mass.; 
and the Wausau Abrasive Co., Wausau, Wis. 

The Kent Machine Co., Kent, Ohio, has purchased from the 
National Acme Co., Cleveland, all rights to manufacture:a 
line of auxiliary machinery formerly made by the National 
company. The machines include bar pointers, automatic stud 
threaders, small tool grinders, single spindle grinders, semi- 
automatic drillers, screw slotters and two-spindle threaders. 

The Kansas City ‘Bolt & Nut Company, Kansas City, M 
has issued $700,000 first mortgage refunding 6'2 per cent 
gold bonds to retire a prior mortgage, to partially reimburse 
the company for capital expenditures already made on plant 
and equipment and for additional working capital. The plan: 
consists of three units—steel mills, bar iron and re-rolling 
mills and bolt, nut and forging plant. 

Charles J. Graham, vice-president of the Graham Bolt & 
Nut Company, Pittsburgh, has purchased controlling interest 
in the Gould Coupler Co., and the Gould Storage Battery 
Co., Depew, N. Y. It is understood that it was a personal 
transaction, and that the only change in the organization of 
the Gould companies will be that Charles A. Gould will retire 
as president and will be succeeded by his son, W. S. Gould. 

The Geo. J. Halligan Co. has been incorporated under 
the laws of Illinois to conduct a genera] jobbing and fab- 
ricating business in iron and steel pipe, fittings, valves, in- 
dustrial and power plant equipment and steamfitters’ tools 
and supplies. The company’s offices, warehouse and pipe 
shop are now located at 4638-4646 West Roosevelt road, 
Chicago. George J. Halligan is president and treasurer of 
the company and H. E. Shoff is secretary. Mr. Halligan 
was formerly president of the Halligan Pipe & Supply Com- 
pany. 

The Black & Decker Manufacturing Company, Towson, 
Md., manufacturer of electric tools, has announced several 
changes in the personnel of its sales organization. Leo C. 
Gehring has been transferred from Minneapolis to Buffalo as 
manager of the branch at the latter place, which is located 
at 31 Barker street. T. H. Belling, formerly traveling in 
Iowa, has been transferred to Minneapolis as manager of the 
branch there. J. K. Courim formerly stationed in Indianap- 
olis, has been transferred to St. Louis as manager of the 
St. Louis branch. L. E. Berry, who has been traveling in 
the state of Texas for several years, has been appointed man- 
ager of the branch at Dallas. R. W. Somerville, who served 
the Black & Decker organization in Canadian territory for 
several years, has been appointed manager of the new branch 
which has been opened at 52 Dundas street, West, Toronto, 
Ontario. In addition to the foregoing changes, the company 
has added salesmen to its various branches as follows: L. M. 
Boyd, New York City; B. A. Brown, Boston; E. H. Jung, 
Newark, N. J.; J. T. McQuillan, Cleveland, Ohio; E. L. Mul- 
len, Davenport, Iowa; T. H. Uhland, Indianapolis; A. H. 
Walker, Detroit; Harry White, San Francisco; A. M. York, 
Chicago; and H. B. Austin, Buffalo. The Black & Decker 
outside sales organization now numbers 50 men, and the 
establishment of the new branch offices at Buffalo, Minneap- 
olis, St. Louis, Dallas and Toronto brings the total branches 
up to 16. Factory service stations are operated at each of 
these branches and in addition service stations have been 
installed at Los Angeles and Seattle. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 








SALESMEN WANTED 








WANTED—Experienced mechanical salesman to travel 
southeastern states for large mechanical rubber goods cor- 
poration. Give full record of experience and with whom 
connected. Address No. 809, care MILL SUPPLIES, 537 S. 
Dearborn St., Chicago. 

WANTED—Mill Supply Salesmen can add to their income 
by taking orders for a specialty that is sold in volume. It’s 
by far the best and backed by highly rated company with 25 
years’ standing. Either side line or all of your time depend- 
ing on territory. Write for particulars giving reference and 
present occupation, territory covered, etc. Address No. 780, 
care MILL SUPPLIES, 537 South Dearborn St., Chicago. 

WANTED—AMill Supply Salesman acquainted in Chicago, 
Illinois, Wisconsin or northern part of Indiana. Would 
prefer young or middle aged man who could make a small 
investment in firmly established corporation. All communi- 
cations strictly confidential. Address No. 795, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—Traveling Salesman, for Power Transmission 
and other Specialties, to cover Middle West and Southwest 
territory. Must be thoroughly acquainted with jobbing and 
mill supply houses. Give full record of experience and with 
whom connected, together with remuneration. Address No. 
806, care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—Mill supply salesman for a high-grade trans- 
mission specialty. Product is a steady repeater and assures 
high earnings. Commission basis. State territory covered. 
Address No. 808, care of MILL SupPPLIEs, 537 S. Dearborn 
street, Chicago. 





SITUATIONS WANTED 





WANTED-—Situation by man of 40, with experience as 
salesman, manager and buyer of Mill Supply House, 18 years’ 
experience in this line; can furnish very best references. In 
reply address No. 784 care MILL SUPPLIES, 537 South Dear- 
born St., Chicago. 

WANTED—Thoroughly experienced mill supply man de- 
sires to make a change. Executive and sales experience. 
Would consider position with either manufacturer or jobber, 
northern or southern territory. Address No. 803, care MILL 
Suppuies, 537 S. Dearborn St., Chicago. 

WANTED—Mechanical engineer, 33, good personality, 13 
years’ experience in technical and practical fields—elevating, 
conveying, power transmission machinery, complete plant 
equipment, especially interested in anti-friction bearings, 
speed reducers and the more progressive types of machinery. 
Now employed on construction work, desires to return to sales 
field. Metropolitan, New Jersey or Eastern territory desired. 
Address No. 805, care MILL SUPPLIES, 537 S. Dearborn street, 
Chicago. 














BUSINESS OPPORTUNITY 

CHICAGO SUPPLY BUSINESS 
The owners, having other important lines of business, desire 
to interest experienced man in their engineers’ supply depart- 
ment, which is capable of being built up on account of an 
old established name. All bills discounted, highest credit 
rating. Opportunity to step into established money-making 
business if you have $9,000 cash; easy terms, if necessary. 
Address No. 804, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago. 








WANTED 
WANTED—Manufacturer of patented line of wrenches, 
ratchets, etc., in general use wherever machinery is made or 
used, desires distributor with established connections and 
financial responsibility. Approved and used by representative 
plants, railroads, etc. Address No. 807, care MILL SUPPLIES, 
537 S. Dearborn St., Chicago. 
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PERFECTION 
EXCELSIOR CAN 


One of the ‘‘Diener’’ 


Jobbers,—write for 


quality line 


discount and _ particulars— 


This article will sell. There is a demand for it, 
and every plant using excelsior, wiping cloths or 
waste needs the protection it affords against fire 
and the waste of material if left loose and unpro- 
tected. 

Correctly designed, strongly 
priced and good profit for dealer. 

Made in three sizes, for one, two or four bales of 
excelsior. 


Geo. W. Diener Mfg. Co. 
400-420 Monticello Ave., Chicago 


built, reasonably 























Mechanical 


Rawhide 





is vastly superior to the ordinary 
rawhide lace leather. 


In making it no lime or acids are used to distend 
and weaken the natural hide fibres. The genuine 
mechanical Chicago Rawhide has much greater ten- 
sile strength than any other, and you or your cus- 
tomer can safely carry it in stock for months or 
years without danger of its rotting or growing hard, 
as the ordinary rawhide or Indian-tan leather does. 


Chicago Rawhide “Selected” Cut Lacing 
Mechanical—Every lace perfect 


—It will pay you to handle 
this lace leather and none other— 


Write us for Prices and Samples 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, Ill. 


Mechanical Leather Tanners 


Rawhide—Indian Tan —~Krome 
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gives complete details. 


THE D. T. WILLIAMS VALVE CO. 





The Valvewi with the Reversible Disc & Seat 


Engineers everywhere in power, 
chemical and textile plants, in 
oil refineries, paper mills, steel 
mills, etc., prefer the Reverso 
valve for the following reasons: 

1. MORE SEAT VITALITY 
—Seat and disc of Niculanium, 
our special process, hard, tough, 
close-grained nickel alloy, that 
stands high temperatures, pres- 
sures and resists corrosion and 
erosion 

2. DOUBLE VALVE LIFE 
—The seat and disc, being alike 
and threaded on each end, can 
be reversed when one side is 
finally worn, making the Re- 
verso like new. 

3. Easily and quickly regrind- 
able and renewable with valve 
on the line. 

4. Improved design as shown 
in high lifting disc and full 
areas which allow unrestricted 
flow with minimum friction. 
Non-stripping stem, superior 
union ring construction and 
non-heating hand wheel. Excel- 
lent material and workmanship 
# throughout in every size and 
type. 

REVERSO: — Bronze body 
for 200 Ibs. pressure. Total 
temperature 550 deg. F. 

ROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F 
Write for it 


NCINNATI, OHIO 
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CATALOGS, MILL SUPPLY COPPERS, SOLDERING The Medart Company 
: Cur Lent rry Service Co, Chicago Solder Co. T. B. Wood's Sons Co. 
R. R. Donnelley & Sons Co COUNTERSHAFTS EJECTORS 
; CEMENT, LEATHER BELT Chicago Pulley & Shafting Co. American Injector Co. 
Alexand Brothers Edgemont Machine Co., The Nason Manufacturing Co. (acid) 
Chi Rawhide Mf 0. The Hill Clutch, Machine & Foundry Co. Penberthy Injector Co, 
Co I. B. Willi s & Sons The Medart Company Sherwood Mfg. Co, 
E Re Ladew Ir ug Foundry & Machine Co, ELIMINATORS, OIL 
( A. f ee ” . - b. bate s etn Co. a The D. T. Williams Valve Co. 
| C grnmneiteds one E JOINT tai ~ — ig oul SMALL ENGINE AND BOILER FITTINGS 
i J as. ay P cansioar yy 4 > tia American Injector Co. 
: CHAIN BELTS SNe Sie SESmans nL McRae & Roberts Co. 
' I VW P &SsS COUPLINGS, SHAFT The Wm. Powell Co. 
; W. A. Je Foundry & M ne Co Chicago Pulley & Shafting Co. The Roberts Brass Mfg. Co. 
i CHAINS FOR ALL ELEVATING, CONVE YING Dodge Manufacturing Corporation Ste rling & Skinner Mfg. Co. 
' AND ALL POWER TRANSMISSION W. A. Jones Foundry & Machine Co. Sherwood Mfg. Co, 
PURPOSES The Hill Clutch, Machine & Foundry Co, D. T. Williams Valve Co. 
H.W, Caldwell & Son Co pee POS tnninn EXPANDERS, TUBE 
SESE ¥ Se a ee ee, oe The Watson-Stillman Co. 
‘ CHE —_ CLOTH Spiro—Bond Foundry & Machine Co. acolo Waa Worke = 
y Rag Co. Standard Pressed Steel Co. " 7 re : q 
I M n Hagy Waste Works T. B. Wood's Sons Co. EXTENSIONS, TAP 
CLAMPS, BAR WUPLINGS a The Allen Mfg. Co. 
Naieitshie Catan Co. aman ae eee EXTINGUISHER LIQUID 
Sul ( Bond Foundry & Machine Co. ST ee 
« L AMPS, BELT he a Clutch, Machine & Foundry Co, esti . se Bhat siecle . 7 
T. B. Wo Sons Ww. Jones Youndry & Machine Co. EXTINGL ISHERS, FIRE 
VP Paes Palmer-B« ( ipany Geo. W. Diener Mfg. Co. 
7” afer , CLA MPS, T. B. ‘Wood's nes Co. ‘darker Mfg. Co, . 
Sc wit & Go. COUPLINGS, SHAFT, FRICTION CUT-OFF FASTENERS, BELT 
nan scone earns Dodge Mfg. Corp. The Bristol Cc ompany 3 
CLAMPS, MITRE, “aa AND SHAPER Edgemont Machine Co., The Crescent Belt I astener Co. 
: The Hill Clutch, Machine & Foundry Co. fel Mae ieee ee 
g mMBSTION wv. A. Jones Foundry & Machine Co. FEED WATER SOFTENER AND PURIFIER 
I CLAMPS, WOODWORKE RS', ADJUSTABLE The Moore & White Dodge Manufacturing Corporation 
: A ijustat lamp Co, — M dart ' rompany: The Swartwout Company 
: ’ A. L. Schultz & Son . . a — PATTING 
. T B. Wooed’s Sons C FEEDER VALVES, STEAM HEATING 
; Ss p Co wien eile Bh BOILER 
i CLEANERS, FLUE COUPLINGS, SHAFT, MARINE Nason Manufacturing Co. 
Sherwood Mfg. Co. Bond Loundry & Machine: FILES 
CLIPPERS, BOLT COVERING, PULLFY American Swiss File & Tool Co. (Precision, 
H. I Chicago Pulley & Shafting Co. diemakers’, toolmakers’, jewelers’, machin- 
CLOCKS, WATCHMEN’S ( RAND, 1-BEAM ists’.) 
' I Pa ? Pp Pe ny ~ tegen ares Bora ny 
; : ; ; ” dota i s n Wes evn Importing Co., Ltd. 
log V ot =— TS, FROST PROOI CRAYONS, LUMBER FIRE FIGHTING DEVICES—UNDER- 
i _ : = Crucible Co, VRITERS’ APPROVED 
CLUTCHES, FRICTION CUPS, LEATHER Geo. W. Diener Mfg. Co. 
Foundry & N : ‘ Chicz Ago ae poco Mfg. Co. Harker Mfg. Co. 
Diba h (A el cagy Edw L. Co., It FIRE PREVENTING EQUIPMENT—UNDER- 
> M — tur % P yn The W eens Stillman Co. J WRITERS’ APPROVED 
Hill Clutch, Machine & Foundry Co. CUPS, OIL AND GREASE pe age gia lla 
; y"—w, A. Jones Fdy. & Mach. Co. American Injector Co. pa eee ee 
: bast Com Detroit L itor Co FITTINGS, HIGH PRESSURE 
; re & e ( Penberthy ‘Injector Co. Henry Vogt Machine Co, 
| Jeeves . Pu Co The Wm. Powell Co, The Watson-Stillman Co, 
Schultz & Son Sherwood Mfg. Co, “ITTINGS . : . 
| 2 oS Sate Ss es Ae Grice Geek Oe __ FITTINGS, HYDRAULIC 
: Henry Vogt Machine Co, 
COCKS, AIR _ CUTTERS, BEI The Watson-Stillman Co, 
ct ee ee FITTINGS, PIPE, MALLEABLE 
; ict ihinape ge depot : Illinois Malleable Iron Co. 
; 7 UT! TERS, BOLT, ROD AND CHAIN Walworth Mfg. 
{ ‘ . I \. orter satin — s 
' Be CUTTERS, GASKET AND WASHER wtih vn > 
: é Ce Edw RL oc Ir The Watson-Stillman Co, 
| ‘ ee : 7 2 Henry Vogt Machine Co 
i COCKS, BALI CUTTERS, GLASS enry g Me € " 
| = Detroit Lubricator Co I te Tiga FLEXIBLE SHAFT EQUIPMENTS 
j McRae & Roberts Co. piesa a = N, A. Strand & Co. 
The Sterling & Skinner Mfg. Co. - sa a TERS, MILLING FLOOR HARDENERS, CEMENT 
COCKS, CORPORATION : = saint. - a . The General Fireproofing Co, 
The Wm. Powell Co. ii ee FLOOR STANDS 
Ss Oo g sros oc > : . 
a DE S oy Bond Foundry & Machine Co. 
COCKS, CY LINDER Gree nfie Id Tap & _Die Corp. — . Dodge Manufacturing Corporation 
| The Roberts Brass Mfg. Co. Toledo Pipe Threading Machine Co. The Hill Clutch, Foundry & Machine Co. 
The Sterling & Skinner Mfg. Co, CYLINDERS, WATER, AIR OR GAS W. A. Jones Founary & Machine Co. 
COCKS, GAGE National Tube Co. The Medart Company 
American Injector Co. IESKS, STEEL, OFFICE AND FACT , Royersford rounary & Machine Co. 
} Jenkins Bros, “a Feat" Teaticaeaee Nagy » SAcToeE T. B. Wood’s Sons Co. 
McRae & Roberts Co. : : : : ; ; iG 
Eee Ohi Meese Co DIES, PIPE THREADING a FLUX, SOLDERING 
The Wm. Powel ) Armstrong Bros. Tool Co. Chicago Solder Cc. ; 
i The R Greenfield Tap & Die Corp. FLY WHEELS, CAST IRON 
Sherwoc Toledo Pipe Threading Machine Co. Dodge Manufacturing Corporation 
The St ig & Co DISCS, VALVE The Hill Clutch, Machine & Foundry Co, 
The D. T. Willi Valve re Jenkins Bros. W. A. Jones Foundry & Machine Co. 
| cocks, STE AM AND SERVICE Metallo Gasket Co. The Medart Company 
1 McRae & Koberts Co. DOGS, LATHE T. B. Wood's Sons Co. i 
/ The Wm. Armstrong Bros. Tool Co, FORGES, BLACKSMITH 
' The Rober Co, J. H. Williams & Co, Champion Blower & Forge Co. 
: walwo th } ss DRILLING POSTS FORGES, RIVET 
The D. T. tated . : Armstrong Bros. Tool Co. Champion Blower & Forge Co. 
' CcoGs “FOR MORTISE, GEARS Lovejoy Tool Works Lovejoy Tool Works 
| Poole Engineering & Machine potas DRILLS, ELECTRIC FRAMES, HACK SAW 
' COLLARS, SHAFT The Black & Decker Mfg. Co. E. C. Atkins & Co., Inc, 
P icy ak Ghatting Ce N. A. Strand & Co. FRAMES, WALL 
i emcees kre Pay arms eaistits . 5. on gly By Bond Foundry & Machine Co. 
' ses ‘ 4 sconsin Hlectric . Dodge Manufacturing Corporation 
> achin » _ 
. a zl ‘te oimary. — DRILLS, POST The Hill Clutch, Machine & Foundry Co. 
’ : “* 2 . Champion Blower & Forge Co. W. A. Jones Foundry & Machine Co. 
. . The Crescent Machine Co. The Medart Company 
es = ary ee ine Co. DRILLS, RATCHET Royersford Foundry & Machine Co. 
an Ca ; tig Fe T. B. Wood’s Sons Co. 
| ms Co. The Armstrong Bros. Tool Co. Se Hi 
' sf OL UMNS, WATER Lovejoy Tool Works ; FURNACES, SOLDERING 
{ Nason Manufacturing Co. DRILLS, TWIST Clayton & Lambert Mfg. ( oO. 
i ‘ ene Twist Drill C Geo. W. Diener Mfg. Co. 
COMPOUND, BOILER ee a te ae Diamond Rubber Co., Inc, 
R Sa many Greenfiel ap sana — 7 Hewitt Rubber Co, 
COMPOUND, PIPE JOINT DRIVES, POWER The Mechanical Rubber Co, 
Joseph Dixon Crucible Co. The Toledo Pipe Threading Machine Co. New York Belting & Packing Co, 
CONVEYORS, FOR ALL PURPOSES DRUMS, CAST TRON The Republic Rubber Co, : 
H. W.C uldwe ll & Son Co. The Hill Clutch, Foundry & Machine Co, PAINT, SILICA-GRAPHITE 
Palmer-Bee Company W. A. Jones Foundry & Machine Co. Joseph Dixon Crucible Co, 
— 
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Every Service 


Bulletins on request 


THE GOULDS MANUFACTURING 
SENECA FALLS, N. Y. 
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MONCRIEFF’S 
Scotch Gauge Glasses 














‘| GQBERGS 


=) 
AB | Scotch Gauge Glasses | | 
\ | wade v4 HN MONCRIFEE a af 








John 


elasses 


Moncrieff made 
for 


“Perth” brand of 


his 
No other glass equalled 
and no other glass excels them now for low pressure 
work. 


gauge 


years them 


When power requirements began to demand higher 
steam pressures, Moncrieff experimented. He com- 
pounded a glass that would stand the highest pres 
sures and shifting temperature. He it the 
name of “Unific.” 


gave if 


Moncrieff is always ahead of boiler requirements 
That is why we have been his sales agent for 54 
years and why satisfied customers are using Mon- 
crieff Gauge Glasses in every state in the Union 


PERTH Brand for pressures up to 200 Ibs. 


UNIFIC Brand for pressures up to 400 Ibs 
ron shipments from large New York stock. 
H. A. ROGERS CO., New York 
87 Walker Street Sales Agents for the United States 




















r 3 17 FTF 


¥VTIL, | watt 8) #1 
WESS DY 


h 
4 + 
i 

Se 
—_— 
z 


S 
iB 











— 


Class B—1 to 20 lbs. 






Class C—20 to 70 lbs. 





ACO VC UMMA 
> ToS Spmwn 


Sidelug—40 to 150 Ibs. 
Genuine Nason Steam Trap 


or several cf them 
Best Since 1841. Write Us 


NASON MANUFACTURING CO. 


Steam Specialty Specialists 
71 Fulton St., New York 














Our Line is the Recognized Standard on 


Air Cocks 
Air Valves 
Cylinder Cocks 











Gauge Cocks 
Water Gauges 
Priming Cocks 





THE 
STERLING & SKINNER MFG. CoO. 


DETROIT, MICH. 
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GAGE GLASSES 
Li ey ; Mf Oo 
H. A. Rogers & Co. 

GAGES, HYDRAULIC 
T! Watson-St man C¢ 


GAGES, LIQUID AMMONIA 





Nas M iring o. 
GAGES, WATER 
Americen Injector Co 
t Lubricator C¢ 
& Re s o 
M g 
ny ( ) 

















t Penn n ( 
Tt Ww Co 
Sterling & Skinner Mfg. Co 
GASKETS 
Jent s | 8 
Hew r 
M ( t Ce 
New York B ng & Pa ng Co. 
GEARS 
H. W w & Son Co 
The Hill Clutch, Mact Co 
Ww A Jones Four y & 
Tt Medart Compan 
Poole Engineering & Machine Co, (all kinds) 
RAWHIDE 
Ch igo | Co 
Ww. A nes oun & Machine Co. 
GEARS, SPEED REDUCING 
The Hill Clutch, Machine & Foundry Co, 
WwW. A. Jones 1 & Machine Co. 





Machine Co, 





ring & 
G E NERATORS, ACETYLENE 
I Mfg 
GL. [ASSEs S, GAGE 
The Libbey Glass Mfg. Co 
H A. Ro rs & Co, 





GRAPHITE _FOR aes. PURPOSES 


Joseph Dixon 


GREASE, LUBRI ATING 


Bond Foundry & Mi: ne Co., “‘Bondeline”’ 





epl Dixon Cru ‘ ‘o. 


toyersford Foundry & Machine Co 


GRINDERS, BENCH AND FLOOR 
‘hicago Pulley & Shafting Co 
yersfo 4 & M r . 











Tr if Too o 
Ww Sle ‘o 
GRINDERS, ELECTRIC 
Be I 
N. A t X ) 
U S 1 Too Co 
Wis 
GRINDERS, TOOL, ROLLER BEARING 
Ch igo Pulley & Shafting Co 
GRINDERS, VALVE 
Wisconsin Electric Co. 
GUARDs, ELECTRIC LAMP 
exible Stee Lacing o 
GUARDS, MACHINE 
GUNS, OIL AND GREASE 
Bor Foundry & M } ( 
Royersfo Foundry & Machine Co 
IANDSCREWS 
HANGERS, BALL BEARING 
HANGERS, DOOR 
B. My s & 
HANG ERS, PIPE 
The n Engineering 
HANGERS, SHAFT 
Bor y & [ € ri 
Tr H le 
W 4 Y & 
I M y 
y & Mz t o 
i i st oO 





HEADS, EXHAUST 
HEATERS, FEED WATER 


HEATERS, GLUE, STEAM AND GAS 
Nason Manufactu ( 








HOISTS, CHAIN 
Block Co. 
I Co. 
The Yale & Towne Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros, Tool Co. 
J. H. Williams & Co, 
HOOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co. 
ILOSE, COTTON 











Ni w Y rk Bi t ng & Pa king Co, 
HOSE, RUBBER 
Ta} Y : 





HYDRAU LIC ‘LEATHER 
4 hide Mfg. Co. 





en Co. 
man Co, 
INJECTORS 
( ‘o. 
Co, 
Co 





JACKS, LIFTING 
y Tool Wo 
KNIVES, MACHINE 
E. C. Atkins & Co, 
ae LEATHER 
Chicago Ra ide Mtg. Co. 
I R Ir 
I ren Co. 
I. B. Williams & Sons 
LACERS, BELT 














Belt Lacer Co, 
Detroit Belt La r Co. 
LACING, BELT, METALLIC 
Belt I er Cor iny 
Lacer Co . 
Lacing Co, 
he sr Company 
LADDERS AND LADDER SHOES, SAFETY 
M 
1. ADLES AND KETTLES, MELTING 
Mu I y n 
I. AMP GUARDS 
xible Steel Lacing Co. 
L _EATHE R SPECIALTIES 
Alexander Brothers 
Rawhid Mfg. Co 
I Co,, Ih 
LEATHERS, HAND 
i go Rawhide Mfg. Co 
LEGs, BENCH 
Ww A Jones Foundry & Machine Co. 
Standard I ssed Steel Co 


LOCKERS 


LUBRICANTS, BALL & ROLLER BEARING 
I M At h 





LUBRICATOR GLASSES 
A. Rogers & Co. 


LUBRICATORS 








\ in In 
M e & Ro ts Cc 
T Wr Co 
The ?. ] ns Valve Co, 
MACHINE TOOLS 
} S r M hine Co, 
p ; I & Di 
oye ‘ Foundry & Sachin Co 
MACHINERY CLUTCHES 
igo Pulley & Shafting Co. 
sodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill lutch, Machine & Foundry Co. 
nes r & Machine Co 
is Zee S & Son 
. Vi Sons Ce 


MACHINERY, COAL HANDLING 


turing Corporation 
MACHINER Y, CONVEYING AND ELEVATING 
Manuf 1 Corporation 





The “Hill Clut “4 
Ww 4 Jor 





J ne & Foundry Co, 
Foundry & Machine Co 


MACHINES, GRINDING AND POLISHING 


dry & M hine Co, 





Wnited States Electrical Tool Co. 
Wisconsin Electric 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co, 
MACHINES, METAL CUTTING 
E, C. Atkins & Co., Inc, 
MACHINES, PIPE CUTTING AND 
THREADING 
Greenfield Tap & Die Corp. 
Toledv Pipe Threading Machine Co, 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co, 


MACHINERY, WOODWORKING 
E. C. Atkins & Co. 
The Crescent Machine Co. 
MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
MATS AND MATTING, RUBBER 
Diamond Rubber Co., Inc. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro. Co. 
I rie bee Company 
METAL, BEARING 
Dox ige Manufacturing ( corporation 
unting Brass & Bronze Co. 
The Medart (« é 
Michigan Smelti 
Reeves Pulley Co. 
Stewart Manufacturing Corp. 


MILL LEATHERS, ALL &UNDS 
Chas. Bond Co., Philadelphia 
Chicago Belting Co. 
The eg Rz 
E«iw 1 R. La 
Chas. A. Schieren Co. 














I. B. W ms & Sons 

MOTORS AND DYNAMOS 
Wisconsin Electric Company 
Bodine Electric Company 


MOVERS, CAR 
Advance Car Mover Co, 
Appleton Car-Mover Co. 

MULE STANDS 
Boud Found: & Macl 
Dodge Manufactur 4 
The Hill C 
\ J 





e Co. 

Corporation 

Machine & Foundry Co, 
y & Machine Co, 











lart ‘ompany 
T. B. Wooe Sons Co, 


OIL PUMPS, HAND 





Sherwood Mfg, " 
OLL WELL ACCESSORIES 
The Wm. Powell Co 


OLLERS, PUMP 


lseen Produ ° 
OLLERS, MULTIPLE FEED 
Detroit Lubricat Co. 
Sherwood M 


OILING DEVICES 





OILS, LUBRICATING 














erly ¢ Wor Co. 

: ACKING, AMMONIA 
Br ling & ‘ing Works of America 
I> o1 ir 
I Me 1 I 
New Ye i & & n ( 
The Repu Ru r Co, 

PACKING, HYDRAULIC 
\lexar Brothers 
Br I < W ] of Amer 
Ch ‘aw M ci 
I ‘ Ru o., It 
Hewitt ‘Rubb I o 

ae 

I Mechat I 
New Yo I & g o 
hz A. Schi Co 
Th Vat S ( 
ey Wi & Sons 


PACKING, LEATHER 
Ww i M oO 
i a Co., It 
PACKING, PISTON 


Br ling & Packing Works of An 


Hewitt Rubber Co, 
The Mecha 














rR be Co 

New Yor I & P ing Co 
rt Republi Ce 

PACKING, RUBBE R 
I neg & ng W of Americ 
D 1 Rul Co 
Hat tun Rubber Mf ( 
Hewitt R ubber Co. 
The T ul ul r Co 
Naw rk x & Packing Co 
The Republi Rubber Co, 

P aC KING, SHEET 
Braiding & Packing Worl of America 
Diamond Rubber Co., Inc 
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“MI & W” 
The Clutch Supreme 





Power—Speed—Endurance 


200,000 in Operation 


Complete Information on Request 


MADE ONLY BY 


The Moore & White Co. 


Established 1886 


2711 N. 15th St., Philadelphia, Pa., U.S. A. 














“RADIEX” 


Water Treatment 


Prevents and Removes Scales in Boilers 
Used Successfully for 20 Years 


Essentially a Water Purifier and Softener 


A Large Mill Testifies: 


“Your ‘Radiex’ Boiler Compound is 
the Best Compound we ever used for 
dissolving Scales and Keeping Boil- 
ers clean.” 





A Reputable Manufactur- 


1 Prominent Mill Supply 
er Says: 


Jobber Writes: 


“We do not remember ever We have pleasure in recom- 
} ee ; mending ‘“RADIEX* most high- 
having had a_ single com- ly for dissolving scales: and 
plaint in 15 years.” keeping boilers clean.”” 














“RADIEX” is so HARMLESS that it has been 
used for Purifying DRINKING WATER 
“RADIEX” was formerly known as 
“GUNBY’S LAVADURA” 


Prices and further information sent upon request 


RADIEX SALES COMPANY 
42 West Broadway, New York 





SWARTWOUT PRODUCTS 
High Pressure Bucket, Low Pressure 
Float and Return, Lifting and Vacuum 
Steam Traps. Cast Iren Exhaust Head, 
Steam, Oil and Air Separators, Air 
Traps, Water Level Control Valves, and 
the well known Swartwout All-Service 
and Junior Feed Water Heaters. 












The Non-Tilting 


Swartwout 
Return Lifting 
and Vacuum 


Steam Trap 


HE Swartwout Return Trap was de- 
signed as a positive, economical and 


efficient means of returning condensa- 
tion direct to boilers at high temperatures. 


Swartwout High Pressure 
Bucket Type Steam Trap 
The reversible, inter- 
changeable valve and seat 








Trunnion stuffing box leaks are eliminated is an important feature of 
because of the non-tilting feature. No adjust- It is, ~ pitoineap esta 
ments are necessary for varying pressure. rates w oat 
Same trap operates from 5to250 Ibs. pressure g trouble at all pre ge 





without adjustment because entire operation 
takes place through only one perfectly bal- 
anced valve. 


ires up to 25 50 Ibs. per 
square inch. 

Swartwout Low Pressure 
Swartwout Hydromatic Steam Traps Float Type Steam Trap 

Is designed for us e in heat- 
This Swart wout trap does its work perfectly, 
without trouble, without expense. The Model 
metal valve and valve seat are both, reversible 
and interchangeable, insuring perfect fit and 
long wear. Should be carried by every jobber. 





ors or any ot 
ipparat ) 


steam : 
ag res 






Valve 
ine full pipe size. 


| raha 


Steam Specialties 


THE Sw ARTWOU ‘ COMPANY, crow eland, ~n | 
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Crescent Universal 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 


xX 


Send today for cata 
saw 


ing comple te description of our band 









S, Saw tabie 
matchers, 


Ss, jol 


swing 


apers, 
sk grit 
mortiser, variety wood worker, uni 


iver 


planers, borers, planer and 


off table 








saws, dl 


ider, cut > hollow chisel 


il wood workers. 
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Crescent Machine Co. 
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Tk 
H Rul Mfg. Co. Reeves Pulley Co, 
"Je vt Jenkins Bros, A. L. Sch ultz & Son 
He Rubber C Skayef Ba gearing Co. 
TI han l ber Co T. B. Wood's Sons Co. 
— r Be & Pa g& Co PULLEYS, IRON CENTER 
1€ cepubli 





PACKING, VALVE STEM 

B ng & I ng Works of America 
Penberthy Injector Co, 

The Roberts Brass Mfg. Co. 
Sherwood Mfg. Co 





Be; AINTS, WATERPROOF 
Th Gen Fireproo gz Co. 
PANS, TOTE 
Mu ns ] ly Cc 
P -ASTE, SOLDERING 
Chicag So 
PEGS OR PINS, BELT LACING 
Chi ro Rawhide Mfg. Co, 
‘lip Belt L r Co. 
Belt Lacer C 
Ste L ng Co, 
PIPE THREADING TOOLS 
Armstrong Bros. To Co, 
€ 1 Tap & Cory 
Tole io Pipe Threading M ‘hine Co. 
PIPE, HIGH PRESSURE 
The Watson-Stillman Co, 
STEEL 


PIPE, 
National Tube Co, 
PLATES, 





BASE 
Be Foundry & M hine Co. 
Dodge Manufactu g Corporation 
PLATES, FLOOR AND CEILING 
The Per ering Co, 
P LATFORMS, LIFT TRUCK 
Stand I Ss Co. 
PLUGS, BRASS AND FUSIBLE 
Amer n Ir tor Co, 
Sherwood Mfg. Co. 
The D. T. Williams Valve Co. 
The Wm. Powell Co. 
POLES, Seereen Se 
National Tu 





Be 4 
& LO 
& Shafting Co. 
Man tt Corporation 
Edgemont Machine Co., The 
The Hill Clutch, Machine & Foundry Co, 
Ww. & Machine Co, 


A, Jones Foundry 
The Medart Company 
The Moore & Whit 
Palmer-Bee C 
Royersford Fo 
A. L. Schultz & Son 











& Machine Co, 


Skayef Ball Bearing Co. 
Standard Pressed Steel Co, 
T. B. Wood's Sons Co. 
PRESSES, DRILL, JEWELERS’ SENSITIVE 
Leiman Bros, 
PRESSES, DRILL AND FOOT 


Royersford Foundry & Machine Co, 


PRIMING CUPS 





Detroit Lubricator Co, 
McRae & Roberts Co, 
The Roberts Brass Mfg. Co. 
The Sterling & Skinner Mfg. Co. 
PROTEC TORS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
PU yas LEY COVERING 
Chicago Rawt Mfg. Co. 
PULLEY S, BALL BEARING 
Skayef Ball Bearing Co. 
*} igo Pu y & Shafting Co. 
FU LLEYS, CAST IRON 
rkle Machine Works 
T an te & Machine Co, 
H, W. Caldwell & Son Co. 
Dodge Manufacturin Corporation 





hine & Foundry Co, 


The Hill ¢ ‘lutch, 
Ww , & Machine Co, 


. A. Jones 
The Medart C 
Royersford F ir} & Machine Co, 

B. Wood’s Sons Co, 

PULLEYS, CONVEYOR 
H. W. Caldwell & Son Co, 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
T. B. Wood's Sons Co, 
PULLEYS, FLANGE 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
W. A. Jones Foundry & Machine Co, 
The Medart Company 
Reeves Pulley Co, 
Saginaw M 
T. B. Wood 











» FRICTION CLUTCH 
Machine Co, 
Shafting Co. 
turing Corporation 
Machine Co. 
Machine & Foundry Co, 
& Machine Co. 


Bond Foundry; 
Chicago Pulley & 
Dodge Manufa 

The Edgemont 
The Hill Clutch, 
W. A. Jones Foun 

The Medart Compar 
The Moore & White 





Or AE En 





ufacturing 
my ny 


Corporation 


PULLEYS, LOOSE 

ifting Co, 
Corporation 

Mac hine & Foundry Co. 
& Machine Co, 





Dodge Manufactur 
The "HI ill Clutch, 
W. A. Jones Fou 
The Medart Com 








B, Wood's aa. hs 
PULLEYS, MOTOR 
ine Works 





1 < Corporation 
Company 
M: ichine & Foundry Co, 
r & Machine Co, 


Excelsior Pulley 
slutch, 





PULLEYS, 
The Rockwood Mfg. Co. 
PULLEYS, am OL LER BEARING 


PAPER 





ley Company 

















Ameri 
Dodg nu turing Corporation 
Pa ccsnesetpde STEEL RIM 
The Medar n} 
PULLEYS, STEP AND TAPER CONE 
¢ 1 g Corporation 
yu I & Machine Co, 
Mac hine & Foundry Co. 
ipan 
PULLEYS, WOOD SPLIT 
Cc go Pulley & Shafting Co. 
dD re Ma tur Corporation 
Ex sior I y mpany 
TI Meda Co ny 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
PUMP JACKS 
I Goulds M Co, 
Mas oos & ( 
F, E, Myers & Bro, Co. 
PUMPs, AIR 
I Br 


PUMPs, BOILER FEED 
The M. L. O Brass Co, 


ELECTRIC 


erdorfer 
ager 


Mt 





The M. L. Oberdorfer Brass Cc 


PL MPS, GAS AND V AC UUM 
Leiman Bros. 

PUMPS, HAND AND POWER 
The Goulds Mfg. Co, 
Ma , Co P 
FE. Bro, Co. 
TI Jberdorfer Brass Co, 





PUMPS, JET 
American Injector Co, 
PUMPS, MINE 





The Goulds Mfg. Co. 
M Foos & Co 
F, E. Myers & Bro, Co. 


PUMPS, OIL 
Detroit Lubricator Co, 
Leiman Bros, 
The M. L. Oberdorfer Brass Co, 
Sherwood Mfg. Co. 
PUMPS, 
The Goulds Mfg. Co. 
Mast, Foos & Co 
F, E. Myers & Bro, Co. 
PUNCHES AND DIES 
Royersford Foundry & Machine Co. 
PUNCHES, SCREW 
Lovejoy Tool Works 
RADIATORS, HIGH PRESSURE 
TUBE 


TANK 


VERTICAL 


Nason Manufacturing Co. 


RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RASPS 
Scandinavian Western Importing Co., Ltd. 
RATCHETS 
Armstrong Bros, Tool Co, 
REAMERS 


Cleveland Twist Drill Co, 
Greenfield Tap & Die Corp. 
REDUCERS, SPEED 
ane Hill Clutch, Machine & Foundry Co, 
A. Jones Foundry & Machine Co, 
P, alme r-Bee Company 
Poole Engineering & Machine Co, 
ROPE DRIVES 
Caldwell & Son Co. 
Manufacturing Corporation 


H, W. 
Dodge 


The Hill Clutch, Machine & Foundry Co, 
The Medart ¢ poemaage 
T. B. Wood's Sons ¢ 
ROP 1, WIRE 
Wickwire Spencer Steel Corp, 


RUBBER GOODS, MECHANICAL 
Boston Woven Hose & Rubber Co, 
biamond Rubber Co., Ine, 

Hamilton Rubber Mfg. Co. 
Hewitt Kubber Co, 
Jenkins Bros, 
The Mechanical Rubber Co. 
New York Belting & Packing Co, 
The Republic Rubber Co, 
SAFES, UNDERWRITERS’ 
The General Fireproofing Co, 
SAFETY DEVICES 
The Crescent Machine Co, 
Dodge Manufacturing Corporation 
SAND BLAST OUTFITS 
Leiman Bros. 

SAWS, BAND 
American Saw & Mfg. Co. 
E. C. Atkins & Co. 

The Crescent Machine Co. 


SAWs, CIRCULAR 
E. C. Atkins & Co. 
SAWSs, HACK (Blades) 


American Saw & Mfg. Co. 
E. Atkins & Co. 
Victor Saw Works, Ine. 
SAWS. HACK 
E. C. Atkins & Co. 
SAWS, 
E. C. Atkins & Co. 
SAWS, SWING, 
E. C. Atkins & Co, 
The Crescent Machine Co. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
N, A, Strand & Co, 
SCREWDRIVERS, 
American Saw & Mfg. Co. 
a he MACHINE PRODUCTS 





(Machines) 


HAND 


CUT-OFF 


HAND 


Ca t Screw Co, 
cmiest ‘Foca Steel Co. 
SCREW PLATES 
Greenfield Tap & Die Corp. 


SCREWS, CAP AND SET 
The Alle : Mfg. Co. 
Ferry ¢ & t Screw Co, 
Sta Marie ‘Preeucd Steel Co, 
SCREWS, PONY 
Clamp Co, 
SCREWS, SAFETY SET 
Allen Mfg. Co, 
The Bristol Company 
Standard Pressed Steel Co. 
SEPARATORS, OIL AND STEAM 
The Swartwout Company 
The D, T. Williams Valve Co. 
SHAFTING 
Bond Foundry & Machine Co. 
Bliss & Laughlin, Inc. 
H. W. Caldwell & Son Co 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 

SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
T. B. Wood's Sons Co. 

SHELVING, STEEL 
The General Fireproofing Co. 


CLAMP 


Superior 


SHOP FURNITURE, STEEL 
The General Fireproofing Co. 
SHOVELS 


Wood Shovel & Tool Co. 
SLEEVES AND SOCKETS, DRILL 
Lovejoy Tool Works 
SOLDER, BAR AND WIRE 
Chicago Solder Company 


SOLDERING COPPERS, FLUX, PASTE AND 
SALTS 


Chicago Solder Company 
SOLDERING OUTFITS, ACETYLENE 
Imperial Brass Mfg. Co. 
SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Cc, 
W, A. Jones Foundry & Machine Co, 
Palmer-Bee Company 
SPROCKETS 

W. A. Jones Foundry & Machine Co. 
The Medart Company 
Pyott Foundry Co, 
A. L. Schultz & Son 

STANDS, EMERY WHEEL 
3ond Foundry & Machine Co, 

STEAM SPECIALTIES 

American Injector Co. 
G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
Golden-Anderson Valve Specialty Co. 
Metallo Gasket Co, 
Nason Manufacturing Co. 
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“Cleveland Type” 
Collar Ojiling 
Bearings Clutches 





“Smith Type” 


“Industrial Type” 
Hill Friction 


spur Gear Speed 
Transformers 


There’s a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 


“Smith Type” Hill Friction Clutches 
“Cleveland Type’”’ Collar Oiling Bearings 


“Industrial Type’? Spur Gear Speed 
Transformers 


“‘Steelarm’”’ Automatic Belt Tighteners 


Your customers’ wants mean more to us than so 


much material’. A careful study is made by Engi- 
neering Experts skilled in Power Transmission prob- 
lens. You receive the accumulated experience of 
“half a century’ serving every kind of industry. 


The Hill Clutch Machine & Foundry Co. 
Power Transmission Engineers 
General Office and Plant, Cleveland, O. 
New York Office, 50 Church St. 








BERDORFER Bronze Pumps— 

tiny in size but with big capac- 
ity—are excellently adapted to use on 
return lines from condenser to water 
supply. Capacities up to 400 gallons 
per hour. Guaranteed to stand 80- 
pound pressure. 


Ask us to show how you can save money 
by installing an OBERDORFER Pump. 


M. L. OBERDORFER BRASS CO. 
Syracuse, N. Y. 


























WATER GAUGES 


and 
other quality 
Products 


Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Etc. 








Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 




















Dixon’s Cup Greases combine 
the superior lubricating qualities 


; of the best mineral oils with the 

D ] x 0 N S simplicity and economy of hard 
grease. 

a They are soiter than the average grease 

° so begin to lubricate as soon as there is 

4 Q : @ motion. Most greases begin to lubricate 

only after the parts warm up—that is 

they have to be thawed out by the fric- 

u ae tional heat. Dixon’s Cup Greases are all 


Grease 


thawed out and ready to function—they 
flow with the revolving parts. They also 
keep the surfaces from metal contact. 


Write for Cireular 71 R,. and Trade prices. 


Joseph Dixon Crucible Co. 


Jersey City, N. J. 


y) Y Established 1827 Y N 


MARK 
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ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 








VALVE LEATHEKS VISES, MACHINISTS’ 








Ste ng & Skinner Mfg. Co = 

The Mc! & k rts Co Chicago Rawhide Mfg. Co The Chas, Parker Co 

Th Wr Powell Co I Y R. Ladew.Co., In Walworth Mfg. Co. 
; & sz s & Co VALVE-UNIONS Yost Mfg. Co. 
{ The Swartwout Company Nason Manufacturing Co. VISES, PATTERN MAKERS’ 
j Walworth Mfg. Co. — ” VALVES, AIK Chr nsen 
t The D. T. W ams Valve o The Penn Engineering Co. Yost Mfg. Co, 
i STEEL The rts Brass Mfg. Co VISES. PIPE 
' 7 , i st neg & skinner Mfg. Co, semmatrone Ee Tool C 
| STOCK BINS VALVES, ALTITUDE, AUTOMATIC Greenfield Tap & Die Corp. 
' e . Xl " t \ ope : U¢ The Chas Parker Co, 
' aia 7 VALVES, BALANCED. FLUAT Toledo Pipe Threading Machine Co. 
i STOCKS AND DIES ‘old : mare Peg taper , Walworth Mfg. Co. 
| ; staaoss 3 on Yost Mfg. Co. 
| r o Pipe Threading Machine Co VALVES, BLOW OF! VISES, WOODWORKERS’, RAPID ACTING 
j STRAINERS i ‘ Valve Sy Eo Sane 
‘ S 516 t Mfg. Co 
| The Swartwout Compa! Seca ny. Tee aera ae WASHERS, LEATHER 
| STRAPS, LEATHER \ vorth Mfg. Co im Chicago Rawhide Mfg. Co. 
| Chicago Rawhide Mfg. Co VALVES, CHECK R. J Best on 
j e Jenkins Bros WASHEKS, RUBBER 

lth SET Ihe Ohio Brass Co . yiamond Rubber Co., Ine. 
sw \GI S, UPSET! i Wr . Powell Co New York Belting & Packing Co. 
i E Atkir & Inc, he D. T. Williams Valve Co > — a . . 
; C N A} 

SWITCHES, 1-BEAM Walworth Mfe. Co WASTE, COT rON AND WOU! 
; VALVES, COLD WATER, BALATA Ph cpeaegee Apacs esi ; 
i rABLES, SAW, BENCH Victor B ta & Textile Belting Co The J. Milton Hagy Waste Works 
i om VALVES, ENGINE SLOP WATCHCLOCKS 


rABLES, STEAM i \ \ 1 ; 
turing Co. : VALVES, GATE, GLOBE AND ANGLE WATER CLOSETS, FROST PROOF 


PILING, RUBBER, LNTERLOCKING ian a Cae ee 





| 

' 

' - ne & Packing Co Jenk ns Bros : ones 2 

FOaeS, Senere Th Wm. Peon Co Nason Manuf ao 

| Armstrong Bros, Tool Co : Walworth Mfg. Co The Roberts I Mfg. Co. 

| TOOLS, ELECTRICAI The D. T. Williams Valve Co I Sterling & S Mfg. Co, 

| mJ tr 1 Tool Co VALVES, HIGH PRESSURE WATER LEVEL CONTROL 

| TOOLS, MACHINISTS’ Je nkins Bro Nason Manufacturing Co, 

| Ame n Swiss File & Tool Co = Ohio ae ee. i WELDING AND CUTTING EQUIPMENT 


td. The D. T. W ms Valve Co WELDING ROD, FLUX AND SUPPLIES 
Walworth Mfg. Ce I I Bra Mfg 
sadicmeiag est le WHEELS, GRINDING 
ALVES, HYDRAULIC E. C. Atkins & Co., Inc. 
New York Belting & Packing Co 
WINCHES 


rOOLS, PLUMBERS’ AND STEAMFITTERS’ 


on 
Vv 


yc 


I Pir TI ng Machine Co 





























" M best a V A. L. Schultz & Son 
——— The Wa n WIPING CLOTHS, MACHINERY 
E. ( tkins & sss The D, T. Williams Valve Co earths aster it 
j TOOLS, SCREW CUTTING VALVES, POP SAFETY AND RELIEF The J. Milton Hagy Waste Works 
' & D D- Detro Lubricator Co Louisville Sanitary Wipers Co., Inc 
; TORCHES, BLOW The Wm. Powell Co WIRE ROPE 
t Mfg. oO. Walwort! Mfg Co Wickwire Spencer Steel Corp. 
0 ol en ST OEUES NMOULATIN: WIRE SOLDER 
rRANSMISSION, VARIABLE SPEED ee gla eRernE, VARIETY 
vv i Mig. Co reacent hine (C. 
Moore & White Co . I . 
‘ eUMP, RUBBER — —_ 
Maw 4 ot VALVES; rUMs KUBBEI inn aint 
rRAPS, AIR AND SEDIMENT amond Rubber Co., In arn 3ros. Tool Co 
T S ty pany > ae pois : - ns & Co. 
rRAPS, STEAM New York Belting & Packing Co WRENCHES, ADJUSTABLE 
:. M. Da egulator Co VALVES, QUICK OPENING Walworth Mig. Co. 
Nason Manufacturing Co Manufacturing Co, J. H. Willie & Co. 
D. T W ims Valve Co VALVES, RADIATOR WRENCHES, OPEN END 
iti ins Detroit Lubr tor Co Armstrong Bros. Tool Co 
TROLLEYS Jenkins Bros J. H. Williams & Co. 
a Se o Brass C¢ WRENCHES, PIPE 
TUBES, BOILER Walwortl ae Sees Se oe Oe 
Nat Tube mpany Th e a senate sc J. H. Williams & Co, 
_ _ . _ SURING, RUBEES Detroit Lubricator Co. WRENCHES, PIPE, CHAIN 
New York Belting & Pack ng Co ‘older te i : \ c. : Armstrong os Tool Co. 
TUBING, STEEL coaRiWne “eas r a. Wtilisene a Go. 
. Tube Co oe Walworth Mfg. Co WRENCHES, SOCKET 
UNIONS, BRASS AND TRON The D, TF. Winiammes Valve Co ce ge ony 
Illinois Malleable Iron Co VISES, DRILL PRESS armstrong Bros. Tool Co 
Walworth Mfg. C Y Mfg. Co. The Black & Decker Mfg. Co, 
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KILL QuUPPLIES 

















G 1OLDEN- ANDERSON VALVE SPECIALLY Co. 





AUTOMATIC Gr ‘SEMONED STEAM WD WATER* SERVICE VALVES. 
“We Challenge to Test for Merits Any Automatic Steam or Water-Service Valves in the World” 
1317 FULTON BUILDING. PITT sRURGH, Pa. 
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“LENOX” PARKER VISES 








FORGED OFFER 
6 POINTS OF EXTRA VALUE 
AT NO EXTRA COST 


Tie your sales efforts up with our full color pages 
inJanuary Factory, American MachinistJanuary 15, 
Canadian Machinery, December 25 and American 
Machinist Front CoverFebruary 19 and get results. 





SUPE WELL 
QUALITY BALANCED 





VVVVAE VEN Vary ryyeNnNs 


: SCREW DRIVERS 


. “The Toots tn the Plaid Bor” 
=x AMERICAN SAW & MFG. Co. SPRINGFIELD. MASS. 


The Charles Parker Co., Master Vise Makers 
Meriden, Conn. gt i. S.A. 
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THE FUL SALESMAN 
The name ROBERTS Se 


By FRANK FARRINGTON 





It is stamped on every piece of gen- Contains chapters on the following subjects: 
vine 7 .2E ERY goods. And every What Makes a Salesman—lIt Pays to Study Sales- 
iec ROBERT es : - manship—Salesman_ and Salary The Salesman s 
—— of R Pas goods is trust Mental Attitude—Understanding the Customer— 
worthy. ; What Customers Want—Keeping Up the Cus- 


tomer List 





The Entering Wedge—Getting On with 
Showing the Goods—Where Compe- 


Customers 








From master pattern to finished tition is Concerned—Selling Better Goods—Putting 
; x On the Finishing Touches—Putting Punch into 
goods every operation entering the Salesmanship—Honesty in Selling—The Morning 














a on - : After—"‘Selling”’ vs. ‘Introducing’ —The Salesman 
manufacture of RQ TERE goods 1S and the Catalog—Netting a Profit—Cooperating 
carri Oo r * ~ with the House—The Value of Optimism—Curing 
arried out with a view to quality first. Indifference—The Salesman and his Stomach— 
Selling Goods “As Is’—-The Element of Luck— 

JBERZS goods stan ictlv The Value of System—The Traveling Man and the 

; . — s d stri tly _ Time Table—Getting It Right the First Time—The 
their merit. Standardize on them. Value of Push—The Dead Center—'‘‘It Can't Be 


Done’ ’—The Art of Selling Yourself. 


THE ROBERTS BRASS MFG. CO. OS toe ewe 


“The Successful Salesman”? and a year’s 


























Vanufacturers of brass goods for steam, water, gas, gasoline, 
air, oil and automotive use, aici tale - — — - - as 

DETROIT, MICHIGAN The Crawford 1 Publishing € Co., 

537 S. Dearborn St., Chicago. 

se send copy of “The Successful Salesman” and MILL 
SUPPLIES for one year, for which we will remit $1.50 upon 
eo} =)1> RT Nae i 
i, Be ee rT Gre a cere ERS AT RAE 
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Ap sai ations for Electric Screw Drivers 
Screw Drivers 
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What Electric Drive has done ra Human Progress 























ONG betot 
| Vikings ¢ 
s occa t t 
"€ apply the mot tools 
sn liner, the fam requiring 4 fT ung? yotion 
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Black & Decker 


will publish 





the second of the series of full page advertisements 
appearing in THE SATURDAY EVENING POST. 
Your attention is particularly directed to the fact 
that there are two principal reasons why the Black 
& Decker Electric Screw Driver and Electric Socket 
Wrench has proven successful where others have 
tried and failed. 


FIRST, because control is probably the most im- 
portant factor in satisfactorily operating an Electric 
Screw Driver or Socket Wrench and Black & Decker 
had a great advantage to start with in “The Pistol 
Grip and Trigger Switch.” ee 





SECOND, the positive operation of the clutch 
which is operated on the ratchet principle. It en- 
gages definitely when forward pressure is put on the 
tool and releases when the pressure is relieved so 
that the rotary motion is stopped at any instant the 
operator desires. 


Of course, the same advantages apply to this tool as to the 
rest of the Black & Decker line, namely, many years’ experi- 
ence in the design of Electric Tools, the use of the finest 
of materials, precision manufacturing, quantity production 
prices, conveniently obtainable through the best mill supply 
jobbers, maximum service insured by eighteen factory serv- 
ice stations, conveniently located throughout the country. 


This Post advertising is just one of the big things that we 
are doing to assist our jobbers. 


Look for the next piece of 
Post copy, which will be 
shown in the March issue of 


MILL SUPPLIES. 
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This ARGUTO Bearing 
ran continuously for 22 
Years without Oil or 
Attention and is still 
in good condition. 


. 





ARG UTO Oilless Bearings 


lelp Cut Manufacturing Costs in Three Way 


pong 


ee ae : s — at e¥ " 
rirst Wost, Yperation an d Ma intenance 


Users of ARGUTO can tell this story more forcibly than-we can. Read these extracts from three of 
the hundreds of letters that come in from users. 

“We have found ARGUTO Bushing very satisfactory, as all of our screw machine countershafts are 
equipped with them, and we have never had any trouble whatever.” 

“They have proven so satisfactory that we have used them on all the other machines in our shops.” 
“They certainly have given us SERVICE.” 

“Our maintenance and Repair Accounts show a BIG SAVING since adopting ARGUTO.” ‘Then this: 
“The motors run approximately 9,000 R.P.M., but this in no way, so far as we have been able to deter- 
mine, has harmed ARGUTO after eight years.” 

And another: “The —————-——— Knitting Mill advises that they have run these (ARGUTOS) for 
FIFTEEN YEARS W ITHOU T OF. 

Just figure out for yourself what ARGUTOS can save your customers in—First Cost, Operation and 
Maintenance. ARGUTOS cost less than metal; they never need oiling (what do your customers spend 
for lubrication?) ; they run for years without any attention; they never cut the shafting; they run at 
any speeds (30,000 R.P.M. on high speed grinders) ; they save fine materials from being ‘splattered with 
oil; and they are trouble- and neglect-proot. 

Recommend a trial order and your customers will discover a new way of cutting costs. Write today 
to the 


ARGUTO OILLESS BEARING CO. 


Pioneer Manufacturers of Oilless Bearings 


151 Berkley Street, Wayne Junction Philadelphia 











LLESS SS 


Z 
44% 


J BEA AHIINGS Ss 


On loose pulleys, 
ARGUTO gives un- 
equalled service. 
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Bright Finished 


Heat-Treated Cap Screws 


Heat-treated cap screws’ the dark mark in heat-treat- 
made by the upset method edcap screws is just another 
are known to be superior to Ferry feature. 

ordinary screws—but, you Ferry Heat- Treated, 
may have had objections to Bright-Finished Cap Screws 
the dark mark left by the are the last word in screw 
heat-treating process. Ifso, making—they are the stan- 
you can now supply your. dard. 

trade with the nationally 
known Ferry Heat-Treated 
Bright-Finished Cap Screw 
at no additional cost. 


May we send you the sample 
screw illustrated above for 
comparative purposes? Im- 
mediate delivery with prices 
The method of eliminating that are right. 





“If it’s upset—it must be heat-treated” 
THE FERRY CAP & SET SCREW CO., Cleveland, Ohio 


FERRY 


PROCESS SCREWS 











PRINTED BY ATWELL PRINTING & BINDING (O., CHICAGO, ILL. 











